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NADA to Push for Territory Security Law; 
Stringent Code of Dealer Ethics Approved 


M’s Absorption 
Of Edsel Leaves 


Dealerships Intact 


Nance Takes Over 
As Krafve Is Shifted; 
Bayne, Doyle Remain 


By John K. Teahen Jr. 
Staff Writer 


RD MOTOR CO.’S consolida- 


tion of Edsel, Mercury, Lincoln, | 
Continental and English Ford into} 


a new M-E-L division apparently 
is not going to upset the operations 
of the dealers handling those lines. 
In announcing the birth of the 
new division last week, Henry Ford 
II, company pres- 
ident, said each 
car will be mer- 
chandised and 

advertised 
vidually, 


be handled on an 
individual basis. 


James J. Nance, | 
general manager | 
of Mercury-Edsel- | 
said) 


dames J. Nance Lincoln, 


indi-| 

and| 
dealer franchises | 
will continue to) 


Each Maker’s Share... 





Car Sales: November vs. October; 1957 | 


First 11 Months, 1957-1956 


Pet. of 
Regis. 
November 
25.50 
24.30 
8.77 
647 


Pet. of 
Regis. 
October 
24.63 
25.26 


Chevrolet 
Ford 
Plymouth 
Buick 
Oldsmobile 
Pontiac 
Dodge 
Mercury 
Cadillac 
Rambler 
DeSoto 
Chrysler 
Edsel 
Studebaker 
Lincoln 
Imperial 
Metropolitan 
Continental 
Nash 
Packard 
Hudson 


GEN. MTRS. 45.05 
FORD MTR. 30.05 
CHRYS. CORP. 16.36 
AMER. MTRS. 2.42 
S-P “ 
MISC. 


separate sales organizations and} 


field sales forces will be main- 
tained. Joseph E. Bayne continues 
as Lincoln-Mercury general sales 
Manager, with J. C. 
Gilling that post for Edsel. 

In other appointments, D. J. 
Bracken, formerly L-M general 


manufacturing manager, wil! fill) 


that post for M-E-L, and J. E. 
Judge, Edsel product-planning 
Manager, assumes those duties for 
the combined division. 

* > > 


EN D. MILLS is M-E-L’s assist- 
ant general manager. He had 


the same title with the former Lin- | 


coln and Mercury division. 
Richard E. Krafve, Edsel gen- 
eral manager, has been assigned 
(Continued on Page 42, Coil. 1) 


Top Cars 


New-car registrations for 11 
months: 
1957 


1—1,364,004 
2—1,316,502 
558,533 
358,428 
335,522 
293,743 
245,738 
241,962 
127,910 
98,764 
97,118 
82,202 
58,071 
32,232 
30,606 


1956 
Pos. 


z 


Make 
Ford 1,236,986— 2 
Chev. 1,436,288— 1 
Plym. 440,107— 4 
Buick 489,266— 3 
Olds. 403,176— 5 
Pontiac 330,708— 6 
Mercury 253,968— 7 
Dodge 200,523— 8 
Cadillac 121,006— 9 
98,661—10 
91,439—11 
65,294—13 
70,695—12 
39,363—14 
8,597—18 


6,515—19 
23,678—16 
27,136—15 
4,433 11,068—17 

1,434 1,415—20 
178,365 84,607— 
Total All Makes 
- 5,471,900 5,441,187 
Further details on Page 38 


9,108 
4,972 


FEPPERT ERR  Prrvrrer 


(Larry) Doyle) 


Pet. of 
Regis. 


Pet. Pt. 
Change 


Pet. of 


Regis. Pet. Pt. 


During 11 Mos, 1l Mos Change 
Month 1957 1956 ‘S57 vs. "56 |) 
+ 87 24.06 26.40 
— 46 24.93 22.73 
— A3 10.21 8.09 
+121 6.55 

+ 64 6.13 

5.37 

442 

4.49 

2.34 

1.50 
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AMC, S-P nail GM Show | 


ENERAL MOTORS has 


launched a vigorous comeback | 


in new-car sales, according to just- 
{released registration figures for 


the first month of full competition | 


ion "58s. 
GM showed greater gains in 
new-car registrations during No- 


‘Shutdowns Pare 
Car Production 
To 113,501 Units 


By Martin L. Whitmyer 
Staff Writer 

EK-LONG shutdown of as- 

sembly operations at the home 
plants of DeSoto, Dodge, Stude- 
baker and Packard, plus readjust- 
ment of production schedules by 
Plymouth, Buick, Cadillac, Pontiac 
and Oldsmobile, helped drop U. S. 
car output to an estimated 113,501 
units last week. 


The 113,501 cars assembled by 





the industry last week repre- | 


sented 89.2 percent of Autemotive 
News’ three-year index, compared 
with the 944 percent compiled 
on the previous week’s output of 
120,140 cars. ‘ 

Last week’s output also was 22.1 
percent below the 145,761 cars rolled 
from the assembly lines during the 
week ended Jan. 19 last year. 

+ * , 


7 cutback also affects the 
manufacturers’ chances of 
reaching their goal of an estimated 
520,000 cars for the month. The 
industry turned out an estimated 
(Continued on Page 45, Cel. 3) 


Sales Gains with ’58s 


vember than did any other | 
maker, according to figures com- 
piled by R. L. Polk & Co., indus- 
try statisticians. 

American Motors anal 
| Studebaker-Packard also showed 
increases during the month. It was! 
the second month in a row that 


__| both of the industry’s two smaller 


|makers had chalked up gains over 


| the previous month. 


ESE increases in shares of 

new-car sales were scored at 
the expense of Chrysler Corp., 
Ford Motor Co. and miscellaneous 
(largely foreign) makes. 

It was the third month in a 
row that Chrysler Corp, found 
its share of the market shrink- 
ing. It was the first setback since 
August for Ford Motor and the 

(Continued on Page 8, Col 1) 





| est,” 
| national legislation this year to} 
| permit auto makers to compensate | 


|elimination of the 


‘Bonus Plan Reported 
Near at One Factory 


By Pete Wembhoff 


Editor, Automotive News 
IAMI BE ACH. — Confident of | 
success “if we properly present | 


|our case to be in the public inter- 


NADA will seek enactment of | 


their dealers for selling and servic- | 
ing cars and trucks in their own 


| “areas of service and sales responsi- 
| bilities.” 


The decision, reached at the 
4ist annual NADA convention 
here last week, was one point of 
an ambitious program to establish 


| a quality dealer setup for the 


industry. 
Other recommendations include: 


1. Promotion of “equality of 
competitive opportunity,” aimed at 
low-overhead 
stimulator dealer. 

2. Establishment of a “code of 
business standards” in dealer fran- 
chises with violators subject to 
factory cancellation. 

oa > > 
STRENGTHENING of NADA's 

* code of ethics, with a redesigned | 
emblem furnished only to NADA 
members who agree in writing to 
live up to the code. 

4. Seeking from makers a pledge 


|to use and advertise uniform de- 
|livered prices on a national basis. 


5. Working out of details for a 
national public relations program 
on behalf of quality dealers, with 
makers and dealers sharing costs 
of $1 per car. 

6. Urging makers to adopt “a 
realistic and equitable distribution 
system to insure that a dealer will 
receive only the proper number of 
new vehicles to satisfy the honest 
potential of his market area.” 

The directors’ program was ap- 
proved overwhelmingly by the 3,277 
dealers attending this year’s con- 


vention. 
7 


EANWHILE, it was learned 
that a major manufacturer is 
ready to introduce a bonus plan 
for its dealers, possibly even before 
any national legislation is enacted. 
The plan would work this way: 
After the factory has reached 


Inside Automotive News 


Sheet-metal school is set up to turn out more 
skilled help. Page 18. 


GM feels it may have too many dealers in 
metropolitan areas. Page 2. 


Trade association managers rip below-cost sales 


to state. Page 3. 


The ‘old master,’ Bill Holler, offers a new dealer 


program. Page 11. 

Dealers rate f 

policies. Page 4. 
New-car _ truck 


ies anew on dealer-relations 


Page 38. Editorial, Page 14. 


registrations, 
aohere Sees poee S65 Ciel Fegn.®. 
Production by makes, Page 45. 


the break-even point in the sale 
of new cars and trucks during 
the year, it would start to pay a 
bonus of “X” dollars per vehicle 
to each dealer who had exceeded 
his sales quota in his marketing 
area. 

The bonus would apply only to 
those new vehicles which a dealer 


had sold beyond his quota in his 
(Continued on wage 4, Col. 1) 
= > 


DEAN CHAFFIN 
. new NADA president 


Tough Sledding 


Faces Dealers on 
Proposed Laws 


By Robert M. Finlay 
Editorial Director 
ast BEACH.—NADA leaders 
are well aware that this year 
they face a more difficult problem 
in obtaining the Federal legislation 
called for in their 1958 program. 

Congressmen have advised di- 
rectors that two years ago, when 
they obtained the so-called “good 
faith” bill, they had obtained 
broad sympathy through congres- 
sional hearings on their prob- 
lems. 

This Congress, NADA was told, 
is the “Sputnik Congress,” with .its 
major attention turned to missiles 
and international atone. 

” 

A BROAD ‘onan ont campaign 

by dealers to bring the public 
interest aspects of their program to 
the attention of individual con- 
gressmen may overcome the ob- 
stacles, however, dealers were 
advised. 

Legislation NADA will sponsor is 
designed to make lega] arrange- 
ments between automobile manu- 
facturers and their authorized deal- 
ers under which a maker can make 
specific compensation payments to 
his dealers for retail sales the 

(Continued on Page 4, Cel. 1) 
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Hufstader Discusses Marketi 
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‘Reappraisal’... 





Too Many GM Deals in Cities? 


MIAMI BEACH.—Fewer dealer- 
ships in metropolitan areas may 
follow GM’s “reappraisal” of its car 
and truck-distribution network to 
meet changing market patterns and 
improve dealer-profit opportunities, 
W. F. Hufstader, GM distribution- 
staff vice-president, said here. 

Some communities, particularly 
in expanding suburban areas, now 
have too few GM dealers, Hufstader 





W. F. Hufstader 


Benson Ford 
told a group of GM dealers attend- 
ing the NADA convention. 

Meanwhile, Benson Ford, Ford 

Motor Co. vice-president, told 

Ford dealers at the convention 

that the present state of the 

economy is creating much more 
apprehension than is warranted. 

“Too many people tend to forget 
that we have been through such 
pauses before and then gone on to 
push the economy to the next 
higher notch,” Ford added. 

Hufstader said GM is confident 
distribution changes “can be ac- 
complished within the framework 
of the present franchise system.” 

He said the objectives of the 
new programs—strong represen- 
tation and sound dealer-profit 
potential—“were behind our re- 
cent action in lifting the mora- 
torium which limited new dealer- 

to replacements only. 

“In quite a few instances, it will 
be possible to solve the problem by 
relocating existing dealerships,” 
Hufstader said. 

The new distribution programs, 
he continued, reflect “fundamental 


hate Makers Balk 
At UAW Demands 


Union Wants Share 
Of Company Profits 


By Frank Gawronski 
Staff Writer 


— auto industry turned thumbs 
down last week on the United 
Auto Workers’ 1958 collective bar- 
gaining program calling for an 
unusual profit-sharing plan, a gen- 
eral wage increase, liberalization 
of the supplemental unemployment 
benefit plan and other fringe bene- 

fits. 
The new program came as & 
after months of talk 





changes” in the auto market since 
World War II. 

Hufstader said there have been 
tremendous shifts in population, 
notably the movement to suburbs. 
At the same time, he noted, there 
have been realignments as well as 
increases in purchasing power. 

“This means the pattern of our 
market changes,” he continued, 
“and we must position ourselves 
so that we will continue to be 
able to serve this changing 
market effectively.” 

He said GM also has reappraised 
dualing policies. He added: 

“We are going to evaluate the 
total gross-profit opportunity in 
each community and be governed 
accordingly in determining what 
combination of General Motors 
franchises will be best suited to 
serve the available market in those 
communities with reasonable profit 
opportunities to the dealers.” 

Blasting forecasters of gloom, 
Ford said: 

“We at Ford find nothing in 


the short-run situation today 
that alters the basic economic 
factors that counsel intelligent 
optimism. There is no economic 
factor that warrants pessimism 
or fear. 

“But fear itself can be dangerous 
because it is contagious, and if we 
as a people lose confidence in our 
ability to maintain a prosperous 
economy, we could frighten our- 
selves into trouble.” 

He said there is evidence that 
many people who have had no re- 
duction in buying power are “wait- 
ing to see which way the economy 
will turn before they venture into 
the market place.” 

“If more and more people get 
nervous and back away,” he con- 
tined, “trouble could follow.” 

Noting that savings accounts 
are at record high levels, Ford 
said any decline could be turned by 
tapping Americans’ “latent spend- 
ing power.” 


Economic Index Climbs 
But Trails Year-Ago Pace 


ee of production 
after the holiday lull, although 
at levels well below capacity, has 
been sufficient to carry the AvrTo- 
motive News Economic Index to 
108.2 percent of last week’s level. 
Most of the current reports on 
business indicators show activity 
at a level below that of the like 
week last year. The full 16 in- 
dicators stand at 92.9 percent of 
the like week of last year. 
Car and truck production led the 
post-holiday recovery. The first full 
week of the new year saw car pro- 


Common Stocks 


Jon. Jan. 1957-58 
15 8 High low 


have climbed a full 10 percent 
ahead of the year-ago total. 
Business failures also shot up 
after the holiday weeks. The latest 
report of 324 failures was 59.6 per- 


New Chrysler Corp. Models 





Plymouth's 4-Door Deluxe Suburban— 


Latest addition to Plymovth's station wagon lineup is the four-door two-seat Deluxe 
Suburban. The six-cylinder model is tagged at $2,485.50, including Federal tax and 
suggested dealer delivery-and-handling charges, and gives Plymouth a unit to compete 


pricewise. with the lowest-priced Ford and Chevrolet four-door wagons. 





Dodge Introduces Regal Lancer— 


The Regal Lancer, a limited-production 


luxury model, is the newest addition to 


cent above the total for the previous| the Dodge line for 1958. The car features a bronze color scheme and special 
week and 26.6 percent ahead of the| interiors, including bucket-seat styling, extra-deep foam rubber seats and Acousti- 
| Foam headliner. It is offered in the two-door hardtop series. 


year-ago total. 


Small-Car Trend Seen Growing 


DETROIT.—The small car is no 
fad, it’s here to stay, three speakers 
agreed at a discussion of the 
smaller car before the Society of 
Automotive Engineers last week. 

Robert Sheehan, associate edi- 
tor of Fortume magazine, said 
there’s room on the roads for 





Am. 


Motors 
Chrysler 
Ford 

GM 

s-P 


8% 8% 8% 5% 
53% 56% 82% 52% 
40% 41 59% 35% 
36% 47% 33% 

2% 


Average 


duction 56 percent ahead of the 
total for the New Year’s holiday 
week. Truck output was up 41.9 
percent in the same period. 
> . . 
THE down side, department 
store sales were off 35.8 percent 
from the end of the Christmas rush 
although they showed a 2.2-percent 
gain from the like week of last 
year. 
Savings deposits at major banks 
continued to show their mild 
boom, Savings had been running 


surprise 

about a shorter work week as a 
major objective of the union in 
this year’s auto negotiations. 


9 percent or a little more ahead 
of the year-ago reports but now 


Walter P. Reuther, UAW presi- 
dent, said a combination of Rus- 
sia’s Sputniks and the nation’s 
slumping economy made it neces- 
sary to forego increased leisure for 
the present and seek instead an 
increase in purchasing power and 
more production. 

The program, which came out of 
a’ meeting of the UAW’s interna- 
tional executive board, will be pre- 
sented to the union’s special 
convention opening in Detroit Wed- 
nesday (Jan. 22). If approved by 
the 3,000 convention delegates, it 
will form the basis of the union’s 
opening demands in contract ses- 


‘sions starting with General Motors, 


Ford Motor Co. and Chrysler Corp. 
about Apr. 1. a 


pReactine swiftly to the UAW’s 
program, the’ auto makers 
ty asserted they were against 
t. 

Harlow H. Curtice, GM presi- 
dent, called the demands “ex- 


travagant and foreign to the 
concept of American free enter- 
prise system.” 


Ernest R. Breech, Ford board 
chairman, described the demands 
as “unrealistic” and accused, 
Reuther of trying to “twist and 
manipulate the American private 
enterprise system into something 

(Continued on Page 44, Col, 1) 


small cars and large, and Ameri- 
cans want both. 

James W. Watson, Metropolitan 
sales manager for American Mo- 
tors, reported that increased auto 
prices and operating costs are 
causing more Americans to turn to 
smaller vehicles. He called it a 
trend toward 
more intelligent 
motoring. 

W. T. Conrad, 
of The New 
Yorker magazine, 
said estimates as 
high as a half- 
million sales a 
year have been 
predicted for the 
small car with 
the continued 
growth of the W. K. Creson 
multiple-car family market. 

William K. Creson, of Ross Gear, 





Business Barometer 


Automotive News Economic |! 


ndex — 


108.2 Percent of Last Week 
92.9 Percent of Like Week Last Year 


Auto Production 

Truck Production 

Auto Registrations—'57 cumulative 

Truck Registrations—'57 cumulative 

Steel Production—Tons 

Lumber Production—Board Feet.. 

Paperboard Production—tTons.... 

Soft Coal Output—tons 

Oil Refinery Output—Barrels .... 

Electric Output—Kilowatt hours .. 

Barometer Freight Car Loadings 

Department Store Sales Index .. 

Stock Market Price Index 

U.S. Government Spending 
—Fiscal year to date 


Savings Deposits $ 
Used-Car Prices—Average 

Business Failures 

*Reports not comparable 





$44,321,914,000 
Commercial and Industrial Leans $31,814,000,000 


Percent of 
Percent of Like Week 
Last Week Last Year 


156.0 82.2 
141.9 88.2 
100.6 
96.0 
61.4 
77.4 
99.2 
94.2 
94.5 
100.2 
81.0 
102.2 
87.1 


121,140 
17,895 
5,471,900 
795,925 one 
1,515,000 100.9 
102,906,000 97.2 
275,279 : 
6,985,000 
51,312,000 
11,692,000,000 
276,302 

95 

299.0 


99.3 


107.7 
103.7 
110.0 
101.0 
126.6 


24,306,000,000 
$978 





was_installed as SAE president for 
1958. He succeeds W. Paul Eddy. 


patterns of car use, Watson said. 
The trend to shorter runs in 
which the driver is the only occu- 
pant of the car is becoming 
greater, and there is a greater 
need for more cars per family, 
he added. 

“Millions of people today have to 
have cars,” Watson continued, “but 
many of them don’t have to have 
the cars they have—and therein 
lies one of the reasons why more 
and more people are turning to 
smaller, less-costly-to-operate cars.” 

Citing the huge personal indebt- 
edness of Americans, he said “the 
blunt truth is many people actually 
cannot afford to own and drive the 
large cars they are now operating.” | 

He said the American auto in- 
dustry can best promote its inter- 
ests and those of the dealer and | 
buyer by producing smaller, more 
economical autos. 

“The emphasis,” he added; “cer- | 
tainly should be shifted from os-| 





tractive showrooms and weak sales 
efforts. 


But the number and quality of 
dealers have been improving and 
should result in a boost in sales, he 
added. He said there now are 2,700 
dealers, 50 percent in California, 
New York, Massachusetts, New 
Jersey and Pennsylvania. 

Speaking on production in the 
long-range future, Andrew A. 
Kucher, Ford Motor Co. engi- 
neering and research vice- 
president, saw no “push-button 
utopia where machines will do all 
the work.” 

He said new production tech- 
niques will demand a much greater 
percentage of professionally trained 
men and semiskilled and skilled 
workers to meet the nation’s grow- 
ing needs in the next 50 years. 

Kucher pointed out that the use 
of unskilled in the last 50 years has 
dropped from 36 to less than 20 
percent, while the use of semi- 
skilled help has risen from 15 to 
almost 23 percent. 


In the same period, he added, the 


tentatious motoring and its accom-| percentage of professionally trained 
panying waste to more intelligent| workers has doubled and science 
motoring and its resultant overall) degrees have increased at a far 


conservation and economy.” 

Sheehan said 49 percent of re-| 
spondents in a Fortune survey of 
small-car owners gave “economy of | 
operation” as the chief reason for) 
buying import autos. 

Other reasons high on the list, | 
he added, were ease of handling, | 
low initial cost and the import is 
“different.” 

He also said he found that the 
small car was the second auto in 
58 percent of the families inter- 
viewed. The other 42 percent owned 
only the import, he added. 

Only foreign makers are supply- 
ing the U. S. with a car that fits 





the needs of the economy-minded, 
he said. But he added: 

“If small-car sales rise to 6, 8 
or 10 percent of the total U. S. 
market, U. S. manufacturers will 
feel compelled to get into the 
game, if anly to preserve the 
‘family of cars’ concept which 
they all foster, and to have a 
product which will bring into 
that family the many youthful, 
first-car buyers now attracted by 
foreign economy cars.” 

Conrad touched on the growth 
of import sales in the U. S.—from 
less than % percent of the market 
in 1948 to 3 percent in 1957. 

He said import sales in the past 
have been limited by lack of financ- 
ing, lack of capital to finance at- 


(Continued on Page 44, Col, 3) 


Goodyear Names 
Holt Sales Chief 


AK RON.—Changes in manage- 
ment have been announced by 
Goodyear Tire & Rubber Co. with 
R. S. Wilson, executive vice- 
president and veteran sales head 


R. 8S. Wilson Victor Holt Jr, 
of the company, retiring as of 
Feb. 1 and Victor Holt jr., vice- 
president and tire sales manager, 
succeeding to the title of sales 
vice-president. 

Holt will succeed Wilson as a 
member of the Policy Committee 
and has been elected to the board 
of directors. Wilson’s retirement 
comes after 45 years of Goodyear 
service, 
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a , Dealer Forum 


by Robert M. Finlay 

























_— observations below were 
7 written by Ralph E. Caverlee, 
“who is secretary-manager of the 
Montgomery Automotive Dealers 
Assn. in Dayton, O. 

We believe dealers will find it 
profitable to weigh well this ar- 
ticle, which Caverlee calls “Watch- 
ing the Peanuts”: 

More and more automobile deal- 
ers are bcoming flustered every 
day over the ever increasing 
change in trends within the retail 
automobile industry that is taking 
its toll in dealer profits. 

Actually, the trend began late in 
1954 and dealers were so busy in 
1955 taking care of the peak de- 

nd for new model cars that they 

little time to watch gradual 
changes. 

As one dealer put it, “Who’s got 
time for details, we’re too busy 
writing orders.” 

And, that was rather typical of 
dealer attitudes as they pushed 
hard for the “volume” that “would 
take care of all deficiencies,” a 
theme advanced by many manu- 
facturers which seemed unques- 
tioned at the time. 

Laxities in overall operation and 
planning have a way of catching 
up with business men, however, 
and with the gradual return of the 
retail automobile market to some 
semblance of normality, dealers 
have been feeling the pinch of 
heavily inflated operating costs 
that came with expansions, huge 
advertising programs and insuffi- 
s cient concern over dealership oper- 

ations that seemed unrelated to the 
actual sales operation. 

> > > 

Distorted Thinking 

7 extravaganza of blitz adver- 
tising and promotion gimmicks 

that took in everything from ham- 

_ hocks to mink coats and unrealistic 
offers of discounts and trade-in 
allowances that so thoroughly dis- 
torted the thinking of the buying 
public, has almost completely lost 
its appeal, with the result that 

dealers now find themselves in a 

dither trying to meet the change 

in tempo. 
) Attitudes of people are not easily 
) changed—you can’t turn a person’s 
thinking on and off like a water 
faucet. The ideas and impressions 
that the big sales push created in 
the minds of the buying public are 
still there. They have been made to 
believe that dealer profits are ex- 
tremely high, else how could they 
discount so heavily, and do all of 
the other fabulous things that went 
with gimmick merchandising. 

Nor has the buying public dis- 
carded the idea that their trade- 
ins are worth many times over 
the prescribed “book values” 
that sound merchandising re- 
quires dealers to recognize. 

Obviously, this whole pattern of 
thinking must be corrected — for 
the good of the buying public and 
certainly for the survival of the re- 
tail automobile industry as we 
know it today. That sounds like a 
big order and, it is. But people are 
generally eager for the truth—they 
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want to repose confidence in those 
from whom they purchase their 
wants and needs. 

They do, of course, want to see 
some tangible evidence of honesty 
and sincerity and that’s the place 
where dealers everywhere must 
start — carrying the theme of fair 
merchandising in their advertising 
and through the entire cycle of 
selling and servicing every car 
displayed and offered for sale. 


* > > 


Unnecessary Spending 


i. what about the peanuts?— 
those seldom watched dollars 
that are being spent unnecessarily 
in every department of the dealer- 
ship. Well, it goes without saying 
that business survival depends 
upon how carefully these “peanuts” 
are considered, for today they can 
mean the difference between a 
profitable operation and one that 
ends up in “red ink.” 

Time was when dealers weren’t 
too concerend over the return 
from the parts and service depart- 
ments — for hadn’t we been told 
many times over that it was tradi- 
tional in our business to let the 
income from one department sub- 
sidize the losses of another? 

Haven’t we actually picked up 
the term “service absorption” in 
line with this thinking? Maybe 
enough gross was being realized 
on each deal made “going in” to 
cover the deficiencies that 
cropped up elsewhere, in the days 
gone by, but not so now, and 
not so for some time to come. 
Therefore, we've got to watch 
the peanuts. 

It isn’t reasonable to expect any 
one department in your dealership 
to make up the losses incurred in 
another and, if this is happening 
to you, you'd better take quick 
action to remedy the situation. We 
can think of few businesses whose 
service facilities embrace the huge 
investment than does the fran- 
chised new car and truck dealer- 
ship. Certainly, if the service de- 
partment is so valuable an asset 
to the successful operation of your 
business to justify such an invest- 
ment, and there’s no denying that 
such is the case, how then can you 
expect to run it in any other man- 
ner than on a self-sustaining one? 

= * > 


How About Parts? 


7s same thing goes for your 
parts department. Is there any 
sound reason why it shouldn’t 
stand on its own legs? Why should 
you attempt to justify service de- 
partment losses by combining the 
income of your parts department 
with it or, visa versa? We don’t 
believe it is sound business to 
classify your service and parts de- 
partments as a joint operation any 
more than you can put any two or 
more of your other dealership de- 
partments together in order to 
realize a black figure. 

If you do, you can be sure of 
one thing—you will end up with a 
distorted picture of your entire 
operation and you may well find 
yourself in trouble, particularly in 
the face of what now appears to 
be a very “tight retail market” 
that can run well into the late 
months of 1958. 

What's the answer? Simply 
this and, this, quite simply: Sell 
what you have to sell—products, 
parts, service — each at a fair 
price, each at a figure that will 
sustain the expense incurred in 
its individual department or 
classification, plus a markup that 
will insure you a fair working 
profit. 

Yes, that’s what we mean by 
“watching the peanuts.” If you will 
watch them consistently, day by 
day you'll be in a much better 
position to greet another day of 
“exceptional opportunity” in the re- 
tail automobile industry that is 
bound to be coming our way. For 
it ig too good a business and far 
too important to the economy of 
our country to remain at a low 
level for long. 


ATAM Raps Below-Cost Sales to States .. . 





Subsidies Blasted Anew 


By Robert M. Finlay 
Editorial Director 

MIAMI BEACH.—A renewed at- 
tack on the factory practice of 
subsidizing sales of new cars to 
state governments at prices below 
dealer cost was approved at the 
annual midwinter meeting of the 
Automotive Trade Assn. Managers 
here last week. 

ATAM< also conducted a work- 
shop for members and set its 
next meeting for June 26-28 at 
the Gunter Hotel in San Antonio. 
Directors will convene a day 
earlier, June 25. 





The reaffirmed resolution was 
passed originally at the July meet- 
ing. It calls upon NADA to in- 
vestigate the purchasing practices 
of various state and local govern- 
ments and to ask each auto and 
truck maker to sell vehicles directly 
or indirectly at prices no less than 
those available to their retail deal- 
ers. 


Karl] Richards, field services 
director of AMA, told the managers 
that the big Federal highway pro- 
gram is not yet out of the woods. 
The next five years, he said, will 
be critical ones, with efforts to raid 


NADA Officers Honor Sutter— 


Outgoing officers of NADA and their wives are shown at a dinner honoring the 
immediate past president of the association, Frederick M. Sutter, fifth from left. 
Officers, from left, are A. Leftwich Sinclair jr., 1957 treasurer; Dean Chaffin, 1957 
first vice-president and new NADA president; Sutter; Carl E. Fribley, 1956 president; 
Frederick J. Bell, executive vice-president, and Walter B. Cooper, 1957 secretary. 











Factories and NADA Boost 
Grants for Highway Safety 


MIAMI BEACH.—NADA and the 
auto makers have boosted by one- 
third their financial contribution to 
the Inter-Industry Highway Safety 
Committee, it was announced last 
week by retiring NADA President 
Fred Sutter. 

NADA boosted its contribution 
from $15,000 to $20,000 per year, 
Sutter said, and the auto makers 
matched the increase. The new 
total of $40,000 annually provides 
one-fourth of the Committee’s 
$160,000 annual budget this year. 

Sutter praised the role of dealers 

in the safety movement and said 
he hoped that more cars would be 
loaned this year for the high- 
school driver program. 

“It costs dealers about $300 per 
car to lend cars for the school 
program,” Sutter declared, adding 
that “perhaps if the dealer can get 
his name in big letters on the side 
of the cars, instead of the AAA 
name dominating, there will be a 
lot more cars donated each year.” 

“We hope the present 10,000 cars 
being loaned annually can be raised 
to 30,000 in the near future,” Sutter 
said. 

The Inter-Industry Committee, 
which has headquarters in Wash- 
ington, annually holds a luncheon 


Texas Dealers 
Cautioned: Avoid 
False Car Claims 


AUSTIN, Tex.—The Texas Auto- 
motive Dealers Assn. has cautioned 
members to guard against making 
false representations of an auto’s 
capabilities in selling efforts. 

The TADA’s action followed the 
State Supreme Court’s refusal to 
review its decision in a case con- 
cerning the validity of a sales con- 
tract when “unwarranted oral rep- 





tract.” 


meeting during the NADA conven- 
tion to permit dealers and their 
association representatives to meet 
informally with industry people 
and the committee’s board of di- 
rectors. 


The committee’s board is made 
up of representatives of automo- 
bile manufacturers, NADA, tire 
manufacturers and the National 
Tire Dealers & Retreaders Assn. 


The committee stimulates indus- 
try and dealer support for traffic 
safety and backs efforts of the 
President's Committee for Traffic 
Safety, as well as those of public 
officials and other traffic safety 
organizations. 


Among committee activities are 
promotion of high school driver 
education and teen-age traffic 
safety; vehicle safety, through the 
annual National Vehicle Safety- 
Check, and support for adequate 
highways. 





Pearson Builds New Dealership— 


funds and to stymie work at local 
and state levels. 

Necessary highway building 
may become the victim of Sputnik 
thinking unless dealers are alert, 
Richards said. 

The meeting was conducted by 
Carl R. Lane, Connecticut manager 
and ATAM president. 


Training of apprentices to help 
overcome the shortage of mechan- 
ics received considerable attention 
at the parley. 

William V. Hood, Maine manager, 
told how Maine dealers’ helped 
develop courses in Portland and 
Bangor public schools and also a 
three-year home correspondence 
course. 

Through a committee of 13 deal- 
ers, all the shops in the state are 
advised of the correspondence 
course and are urged to have their 
men upgrade themselves through 
study. The dealer association pro- 
vides funds for advance purchase 
of books. A set for the course costs 
$23, which students may purchase 
one at a time. 


R. H. Zimmerman, Ohio man- 
ager, told how the Ohio dealers 
helped develop a mechanics train- 
ing course at the State prison 
farm. With cooperation of the 
makers, dealers provided tools 
and supplies for the school. 
Bessie B. Ballentine, North Caro- 

lina manager, said her state associ- 
ation has developed a 6,000-hour 
mechanical course, and a 6,000-hour 
body-repair course that will oper- 
ate in dealer shops, The U. S. 
Department of Labor and the State 
Department of Public Instruction 
assisted the dealers. 

From a national level, Richards 
said an AMA committee had 
worked with educators to develop 
a@ manual on apprentice training 
which is available to ATAM mem- 
bers. 

In some states efforts are being 
made to upgrade the mechanic 
in the public mind by substitut- 
ing the word “technician” for 
“mechanic.” 

Bud Darlington, managing direc- 
tor of the Inter-Industry Safety 

(Continued on Page 6, Col. 1) 





“The Automobile Dealer’ 


Published by Bury 


PHILADELPHIA. — Martin H. 
Bury’s new definitive book, called 
“The Automobile Dealer,” was 
published last week by Philpenn 
Publishing Co., Philadelphia 21. 
Price is $5. 

Bury, a Buick dealer here, de- 
votes the book’s 267 pages to dis- 
cussions of various departments 
and procedures of new-car deal- 
erships. Profit-making practices 
are spelled out in detail. 

A 10-page lexicon of trade 
terms and definitions concludes 
the volume. 











Construction of a modern automobile sales and service facility for Lloyd Pearson, 
resentations were used to bring | Studebaker-Packard and Mercedes-Benz dealer, is nearing completion in Pasadena, 
about the signing of the sales con-| Calif. Because of favorable climatic conditions, sheltered or enclosed areas are used 
only where necessary, and much of the service and sales work will be conducted 

The review was asked in a@|ovtdoors, or with minimum shelter. Area of the service building is 2,756 square 
“friend of the court” brief filed by | feet, and the new-car display area covers 1,200 square feet. The parts department 
TADA counsel Louis S. Wilkerson.‘ covers 786 square feet, and the office area, 1,048 square feet. 
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String ent Code of Dealer Ethics OK’d... 


NADA to Seek Security Law 


(Continued from Page 1) 


“area of responsibility,” the fac- 
tory’s contention being that any 
new vehicles sold outside a dealer’s 
territory have not increased the 
factory's total sales since these 
sales cut into other dealers’ poten- 
tial. 
+ a2 . 

T IS understood that this factory 

considers its bonus plan legal 
under present antitrust laws, and 
many of its dealers believe the 
program to be a step in the right 
direction although not all they 
naturally hope for. 

New officers of NADA are Dean 
Chaffin (Chevrolet-Buick), Boze- 

man, Mont., president; Birkett 
L. Williams (Ford), Cleveland, | 
first vice-president; H. L. Galles 
jr. (Cadillac-Oldsmobile), Albu- 
querque, N. M., secretary, and 
John H. Lander (Dodge- 
Plymouth), Atlanta, treasurer. 

At a press conference after his 
election, Chaffin said NADA's pro- | 
posed legislation is ready and may) 
be introduced within 10 days. 

“We believe we can defend it in 





the public interest,” si said Fred Bell, 


Tough Sledding 
Faces Dealers on 
Proposed Laws 


(Continued from Page 1) 


dealer makes to purchasers lo- 
cated in the dealer’s market area 
or area of responsibility; under 
which a manufacturer can make 
specific additional compensation 
payments to his dealers for per- 
forming the service function which 
payments shall be in an amount 
sufficient to compensate a dealer 
for the standby facilities he pro- 
vides. 

Opposition to such legislation will 
depend in part on the degree to 
which this is construed as building 
a fence around the authorized 
dealer. 

Two years ago, it is conceded, 
dealers could have had territory 
security legislation for the asking. 
It is conceded that both factories 
and Congress were willing to give 
it to them. : 

Now there is doubt both as to 
the factories and Congress. Pre- 
liminary feelers to the factory from 
NADA brought a fiat “no” from 
Ford and Studebaker-Packard and 
answers leaning toward “no” from 
General Motors and Chrysler. 

NADA leaders believe that the 
best they can obtain from the fac- 
tories in their legislative efforts is 
neutrality. However, factory repre- 
sentatives are bound to be called 
to congressional hearings on the 
NADA legislation, and a realistic 
view indicates that they will testify 
in opposition. 

In addition the antitrust unit of 
the Justice Department is expected 
to oppose territory security legis- 
lation. 








NADA executive vice-president. 
Chaffin said the business outlook 

for 1958 is not satisfactory, but 

there should be some improvement 


for the auto dealer. 
* * a 


AL attendance at the conven- 

tion and exhibition was 11,777, 
including 3,277 registered dealers, 
2,484 women, 2,720 dealer-service 
personnel, fleet owners, independ- 
ent trade, 980 exhibitors and staff, 
950 factory representatives, 190 
guests and speakers, 995 repre- 
sentatives of finance, insurance and 
tire companies and allied indus- 
tries, 92 press representatives, 50 


| Government representatives and 39 


NADA. personnel. 

Fred Sutter, retiring president of 
NADA, said the association was 
“fed up” with the U. S. Justice 
Department’s failure to help the 
small businessman and was taking 


| its case to Congress. 


Sutter and Bell told newsmen 
that although the factories have 
been cool to proposed territory- 
security programs the past year, 
they felt that at least one or two 
factories would adopt such bonus 
systems if enabling laws were 
enacted. 

Other factories would eventually 


| fall in line, it was presumed. 


Senator Joseph C. O’Mahoney, 


| Wyoming Democrat and leading 
| antitrust authority in Congress, 


talked with NADA directors prior 
to the opening of the convention. 
It is understood that he cautioned 
dealers against over-optimism on 
the fate of Federal legislation this 
year because Congress is “Sputnik- 
minded.” 


” > * 
OWEVER, both Sutter and Bell 
are confident that, with the aid 
of dealers at the grass-roots level, 
the NADA bill can be pushed 
through this year. 

Sutter reported that NADA mem- 
bers, as polled by NADA directors 
the last few months, are now 
“overwhelmingly” in favor of ter- 
ritorial security in contrast with 
two years ago when only a slight 
majority voted for such a plan. 

“The public is getting gypped 
under the Justice Department’s 
thinking on free competition,” 
Sutter said, “and we hope to 
correct this evil. 

“If we don’t clean up our industry 
quickly, we will be in the most 
controlled industry in the nation’s 
history within two or three years,” 
he added. 

> * * 


| | yo reported that NADA direc- 
tors have drawn up a specific 
definition of what constitutes a 
quality dealer and has submitted 
it to the factories for consideration. 
Once the terms have been agreed 
upon, it is hoped to include them 
in dealer franchises. 

NADA officials hope that the 
new code of ethics can be en- 
forced by the dealers themselves 
reporting violators, whose em- 
blems would be revoked if found 
guilty. 

Encouraged that NADA has been 
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Oldest ‘Living’ Bus— 
Old “Number Nine,” 





oldest bus in existence in the U. S., was a star attraction in 


the antique vehicle exhibit at the Chicago Automobile Show. Built by the Mack 


Bros. in 1901, 


the bus was displayed through the courtesy of Mack Trucks, Inc. 


Equipped with seven seats, old Number Nine can seat 40 people. Except for the 
substitution of pneumatic tires for the original hard rubber tires, the bus is in its 


original form in all respects. 
engine, and is capable of 40 m.p.h. 


lt still has its original four-cylinder, 60-horsepower 


unified in this year’s program, 
Sutter nevertheless cautioned 
against premature optimism on its 
fulfillment. 

“We must remember that it is a 
long road between the formulation 
of a program and its final adoption. 
Furthermore, no progress is ever 
made, nothing of lasting importance 


is ever accomplished, without a| ~ 


high degree of self-sacrifice,” 
Sutter told the convention. 

“Every one of you in this audi- 
ence and every one of your dealer 
friends at home must work to- 
gether as a team and play what- 
ever part is asked of you, if we 
are to succeed in this under- 
taking. 

“If we present the facts to the 
consumer—and our representatives 
in Government, we need have no 
fear as to the future of the industry 
we represent,” Sutter concluded. 


Ford Moving Up rT 





Meeting the Boss— 


William G. Bryant, left, of Glenn E. 
Thomas Co. (Dodge-Plymouth), Long Beach, 
Calif., is greeted by M. C. Patterson, 
Dodge président, at the auto maunfac- 
turer's headquarters in Miami Beach dur- 
ing the annual NADA convention. The 
closing convention session was highlighted 
by Lawrence Welk and his orchestra, 
presented by Dodge. 


Dealers Re-Rate Factories 


MIAMI BEACH.—Realignment in 
the rating of factories on dealer 
relations was indicated here last 
week at the NADA convention. 

Dealer leaders see this lineup: 

Ford—Moving up with vision 
and the ability on the part of its 
dealer policy board to act ag- 
gressively. 

American Motors—Remaining 


‘Wrong’ Trucks 
Blamed for High 
Delivery Costs 


MIAMI BEACH.—Business firms 
using trucks to deliver merchan- 
dise can in numerous instances 
save thousands of dollars simply 
by changing the type of vehicle 
they are using to a more appro- 
priate one, delegates attending the 
NADA convention were told. 

Wallace B. Spielman, president 
of J. B. E. Olsoa Corp., manufac- 
turer of truck bodies, said that “in- 
dications of what the proper vehi- 
cles have meant to many industries 
is all too evident in our daily lives. 

“Distribution costs of materials 
are not merely up dollar-wise; they 
are up percentage-wise in relation 
to sales volume,” he said. “In the 
baking industry, distribution takes 
more than 30 cents out of each dol- 
lar received by the bakery. 

“Dairy distribution costs are now 
so high that some dairies are dis- 
continuing home deliveries. Laun- 
dry collection and delivery costs 
are also burdensome, and ice cream 
distributing costs are of grave con- 
cern and are still rising.” 

Yet, Spielman continued, the fact 
is obvious “that many truck opera- 
tors in many of these businesses 
are not using the most efficient and 
most economical delivery equip- 
ment. 

“It was not very long ago that 
utility companies used to have five 
men get into a stake truck with 
their shovels and pickaxes to go 
out and dig holes for telephone 
poles. Today, they have trucks with 
earthboring equipment and it is 
now possible for one man with one 
truck to accomplish in one-tenth 
the time the necessary digging it 
formerly took five men to do.” 


NADA Continues Study 
Of 30-Day Billing 

MIAMI BEACH. — Albany 
Dealer M. H. Yager’s proposal for 
30-day billing on merchandise 
received from the factories is 
being explored further by NADA, 
Automotive News was informed 
Thursday by the new NADA 
president, Dean Chaffin. 

Chaffin said the subject was 
discussed with various manufac- 
turers and at meetings of NADA 
directors and make committees. 

Yager (Pontiac) made the pro- 
posal in a letter several weeks 
ago to Frederick M. Sutter, im- 
mediate past president of NADA. 














high (“Thank God for George 
Romney,” as one NADA leader ex- 
pressed it.) 

GENERAL Motors — Disappointing. 
Dealers expressed understanding 
and sympathy with Ivan Wiles dur- 
ing his illness, but there was con- 
siderable dissatisfaction expressed 
with the appointment of William 
Hufstader as his successor. 

Dealers objected on the basis of 
Hufstader also holding the post of 
vice-president in charge of the dis- 
tribution staff. 

Chrysler — Labelled bluntly as 
the “Backward Look” in dealer 
relations on the basis of unsatis- 
factory contacts with President 
L, L. Colbert. 

Colbert was quoted as stating 
that the Chrysler lines of dealers 
were happy and had no problems. 
Such a view was termed totally 
unrealistic. 

While the dealer relations men of 
most factories were said to be 
largely in an advisory capacity, 
Ford’s board was called an agency 
of action. 

Dealer leaders told the story of a 
protest coming from a group of 
Ford dealers on appointment of 
another Ford dealer in the area. 
The dealer policy board assigned 
Thomas J. O’Neil to investigate. 
O’Neil’s report confirmed that of 
the dealers. 

Thereupon, the board called in 
the head of the Ford division and 
advised him that he had made a 

(Continued on Page 43, _ Col. 4) 


Makers Report 
On ’58 Sales 


Market Indicates 
Gains, They Say 


DETROIT.—Sales of 1958 model 
continue to improve, auto manu.” 
facturers reported last week. Theirs 
reports follow: 

Oldsmobile 


Sales of Oldsmobile in December” 
were the greatest for any month” 


since December, 1956, according to” 
J. F. Wolfram, division genera], 


manager. 
Oldsmobile led the medium-price~ 


class in sales of new cars during) 


November and December, Wolframi) 


added. 


“Oldsmobile sales since the int 


duction of the 1958 models in earl 
November have been higher th 

during the same period a year ago,” 
Wolfram added. 
November and December, Oldsmo- 
bile retail sales 
percent over the same period 


“In the months o 


increased by 10 
= * = 


Edsel > 


Edsel started the new year with 


1956.” 


sales on the upswing, J. C. Doyle,” 


sales and marketing manager, said” 


last week in Chicago. 


He attributed the sales rise to” 


increased advertising and promo- 

tional effort. So far, he said, about > 
33 percent of cars traded 
Edsels have been Fords, 28 percent” 
have been General Motors products 

and 11 percent have been Chrysler 

Corp. products. 


in on? 


Volkswagen 


Volkswagen reported deliveries to! 
the U. S. during 1957 totalled 80,000,” 


or 33% percent above the 60,000 in” 


1956. Sales are continuing at a high? 
rate, the report continues, with the” 


order backlog ranging from five) 
months to a year. s 


Volkswagen factories in Germany 


produced 470,589 vehicles in 1957, 
of which 269,198 were exported to 
115 countries, the firm said. Nearly 
30 percent of all units exported and 
17 percent of the total production 
were sold in the U. S., Volkswagen 


added. 
Last week marked the completion ~ 


of the two millionth Volkswagen.) 
Ten years were required to build” 


the first million units, but only two” 


years and five months were re- 7 
quired for the second million, the” 
firm said. 


Peden 


* > * 
Rambler-Metro 
Rambler sales in December were” 
more than double those in the com- 
parable month of a year earlier,” 
turning 1957 into the alltime record 
year for Rambler, according to Roy” 
Abernethy, distribution and mar-— 
keting vice-president of American” 
Motor. 
December sales totalled 10,583, a 
gain of 101.2 percent over the pre- 
(Continued on Page 43, Col, 1) 





NAD Equipment Display, 
Service Clinics a Big Hit 


By Jack Weed 
Service Editor 


MIAMI BEACH. — Automobile 
dealers again showed considerable 
interest in everything pertaining to 
service at the llth annual NAD 
equipment exposition and the 
clinics that were held prior to the 
NADA convention. 

Hundreds cf dealers were wait- 
img in line for the exposition to 
open and most of the nearly 90 
exhibitors reported that the 
“play” they were getting this year 
was far beyond their expectations. 

Each of the two major clinics on 
service subjects saw the main part 
of the big auditorium filled well 
before the talks started. 

Officials in charge of the service 
consultation areas of the vehicle 
factories estimate that they talked 
to from four to 10 times the num- 
ber of dealers who found their way 
to this area last year, the first year 
this consultation area was tried. 

Another program, reintroduced 
after many years, a display of “half 
and half” ‘reconditioned cars and 
trucks, drew large crowds. 

Under the direction of factory 
used-car managers and suppliers 


: 
: 
i 
y 
g 
: 










of reconditioning materials, four 
car and one panel truck tradeins 
were completely reconditioned on 
one side and left “as is” on the 
other to show how these vehicles 
could be put in top saleable con- 
dition at a low cost. 

In each case, the material used 
was named and attendants were i 
the display to tell dealers how 
apply it for best advantage. Thi 
display even went into the renewal 

(Continued on Page 43, Col, 3) 





Import ‘Make’ Group 


Established by NADA 


MIAMI BEACH.—Recognizing 
the rising interest in imported- 
car deals, NADA provided here 
last week for the formation of a 
make advisory committee to 
cover foreign cars. 


It is said that the committee 
will work for the improvement 
of relations between dealers and 
the various import makers. Some 
of these, dealers say, do not even 
have franchise relations with 7 
dealers. 
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THE SAFEST, STRONGEST TIRES ARE MADE WITH fa Y LO | 
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sales of 
nylon cord tires 


up 65% 1n Just 
one year 


NOW IS THE TIME TO PROFIT FROM THE BIG SWING TO NYLON. 
More customers replace their tires with nylons than ever before. Already 4 out of 10 replacement 
tires sold are made with nylon. And new-car buyers are sold on nylon, too. Six out of 10 say they’ll 
buy nylon cord tires when you offer them, according to a recent Dun & Bradstreet Survey. To 
thousands of customers, nylon cord tires mean priceless added driving safety . . . to you, nylons 
mean a profitable sales extra! For pocket-size cards with sales information on nylon cord tires, 
write E. I. du Pont de Nemours & Co. (Inc.), Room 5518 Nemours Bldg., Wilmington 98, Del. 


6 ANOTHER BIG DU PONT ADVERTISING CAMPAIGN 
brings the nylon cord safety story to over 
19,500,000 people, the combined circulation of 
nine magazines. It will run throughout the year 
supplemented by the powerful nylon tire ad- REG. U.S. pAT. OFF. 


vertising of major tire companies. BETTER THINGS FOR BETTER LIVING 


-»--THROUGH CHEMISTRY 
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In Deals with States... 
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Association Managers 
Rip Cut-Rate Sales 


(Continued from Page 3) 


Committee, reported that some 
dealers had gained good will by 
opening their shops during non- 
work periods, usually Saturday 
afternoons, to teenagers who 
wanted to work on their own cars. 
These dealers also provide help and 
supervise the youths. 

Dangers to dealers of below-cost 
purchase of vehicles was discussed 
by John J. Evers, New York State 
manager. He asserted that the 
factories say the reason for the 
subsidies is good public relations, 
but Evers claimed that the program 
is poor relations from the dealer 
standpoint. He said the cost figures 
are spread among thousands of 
state employes, who get a false 
picture of car prices. 

Claude S. Klugh, Pennsylvania 
manager, said the real problem 
comes a year later when the state 


sells the used cars at as much or 
more than it paid for the cars. 
This, the managers contended, 
puts the state in competition with 
dealers. Klugh said that if the 
states are going to compete with 
business, they should be under 
the same tax provisions. 

Lane pointed out that Connecti- 
cut law provides that wholesale 
sales may be made only to dealers. 

Alfred W. Kahl, Iowa manager, 


Sheriff Gets County Car 


LAFAYETTE, Ind. — Under a 
new Indiana law, the sheriff must 
be furnished an auto and uniform 
by the county. The sheriff previ- 
ously has used his own car and 
received a mileage allowance. Ivan 
L. Miller, Tippecanoe County 
sheriff, has received a 1958 
Chevrolet. 


discussed income of an association. 
The manager’s principal job, he 
said, is in legislative and public- 
relations areas. He warned against 
becoming so immersed in projects 
that the main job is neglected. 


On the other hand, Kahl said, 
reasonable projects help keep dues 
to members down. He said that the 
dues must not be too cheap, how- 
ever, lest the members get the idea 
their association is cheap. 

In obtaining money from non- 
members, the effect on members 
should receive thorough consider- 
ation. He warned against tying 
in the manager’s pay with the 
volume of an outside project lest 
the manager be accused of devot- 
ing too much time to the project 
that affects his compensation. 

Otto P. Henneberger, New Jersey 
manager, discussed formation and 
maintenance of local associations. 

Important points: 

1. Keep drinking down before 
meeting. 

2. Have a worthwhile message. 

Good fellowship, he said, is good 
for a meeting or two a year, but it 

won’t hold an association together 
12 months out of the year. 

“Dexter B. Broderick, South Da- 
kota manager, discussed the prob- 





English Ford Carousel— 


The English Ford Carousel which made 
its debut at the Chicago auto show is 
on exhibit at the Detroit show, which 
opened a nine-day run Saturday (Jan. 18.) 
The 1,500-foot display includes models of 
the Consul, Anglia, Prefect and Escort 
Estate Wagon. 


lem of serving dealers sparsely 
located over a great distance. 

He said one method he has 
used is a state dealer-telephone 
hookup with an important auto 
figure on the other end of the 
line. Men who have cooperated 
in this effort include Fred Bell, 
NADA; George Romney, Ameri- 





can Motors, and Ivan Wiles, whe 

retired recently as General Motors © 

dealer relations chief. ; 

Walter C. Mallory, Florida man. 
ager, told how he seeks to use hig 
bulletin to pass around information 
through the local groups in the 
state. 

Planning of conferences and 
meetings was discussed by Cherleg 
McFee jr., Virginia manager. He 
offered a checklist which included 
floor space, shape of room, ventila- 7 
tion, noise, table arrangement, | 
chairs, lighting, electric circuits, 
windows, speakers platform, cup | 
plies, hats and coats and guests. — 

Working relationships with the : 
Legislature was handled by Louis 
Milan, Wisconsin manager. Milan i 
started with this advice: : 

Never introduce a bad bill.  [ 
ne introduce an unnecessary | 
ill, 

Never sponsor a bill or fight a 
bill when such action will bring 
your association into disrepute. 

Get acquainted with the gover- 
nor, his financial secretary, his 
legal secretary and his legislative 
secretary, the lieutenant-governor 
and so on. It is important to study 
and know legislative procedure; 
Milan said, for this permits the 


“ 





manager to help guide those legis- © 
lators cooperating with the dealers. 


oN 


HERE’S YOUR BIG OPPORTUNITY TO 


STOP DECLINING PROFITS! 


DON'T WAIT! GET IN ON THE FOREIGN CAR BOOM. 
HUNDREDS OF LLOYD DEALERS ATTEST TO THE PROFIT 
OPPORTUNITIES FOUND IN THIS BIGGEST SMALL CAR 
THAT SELLS AT THE LOWEST PRICE. 


Mercury Dealers, 
Salesmen Vie for 
Vacations, Cash 


DEARBORN. — Mercury dealers © 
and salesmen are competing for © 
vacation trips and cash awards in © 
two “Performance Champion” con- 
tests. Accompanying the contests is 
an intensified advertising program 
sponsored by the factory. 

Salesmen and sales managers are 
engaged in a month-long event 
which ends Jan. 31. Dealerships in 
each of Mercury’s 23 sales districts 
have been grouped into categories 
on the basis of size and/or sales 
targets. Cash awards will go to the 
winners, determined by percentage 
of new-car deliveries against the 
dealership’s sales objective. 

At each winning dealership, 20 
percent of its prize money will go'% 
to the sales manager, with the ~ 
balance to be divided among the 
salesmen in direct ratio to their 
January new-car sales. 

The dealer contest began Jan. 11 
and concludes March 10. There will | 
be three winners in each district, | 
also determined by percentage of © 
sales against the dealership’s objec- © 
tive. 

Winning dealers from the East 
and their wives will be entertained 
at Greenbrier, White Sulphur © 
Springs, W. Va, March 30-Apr. 2. 7 
Western winners and their wives 
will visit the Broadmoor Hotel, 
Colorado Springs, Apr. 1-4. 


Duncan Heads 
CCC Subsidiary 


BALTIMORE.—Edmund L.™ 
Grimes, chairman of Commercial 
Credit Co., has announced that ~ 
Thomas A. Duncan has been elected 
president of Commercial Credit | 
Corp., its principal finance sub- 
sidiary. 

Other senior officers include: 
Samuel M. Chesney, James W. 
Newman and James P. Taylor, ex- 
ecutive vice-presidents; Michael V. 
Kane, Everett W. Sara and Michael 
Sheehan, senior vice-presidents. 

Walter Browning, Thomas W. 
Church, Elmer L. Chesney, Murray 
M. Hotchkiss, Donald S. Jones and 
Herman Staton were reelected 
senior vice-presidents. 


New Chevrolet Office 


Started in Louisiana 
DETROIT. — Chevrolet has 
started construction at Harahan, 
La., near New Orleans, on a new 
zone office and warehouse building. 
Scheduled for completion late in 
1958, the one-story structure will 
serve as a New Orleans zone office 
for Chevrolet and as a General Mo- 
tors Parts division warehouse for 
237 Chevrolet, Pontiac and Oldsmo- : 
bile dealers in Louisiana and 
Southern Mississippi. It will con- © 
tain 70,620 square feet. j 
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$200.00 LESS THAN THE 
LOWEST PRICED GERMAN 
CAR NOW SOLD IN U.S. 









FRONT WHEEL DRIVE—The safest, you steer the power, the power doesn't push you. 
4-SPEED TRANSMISSION—Assures greater mofor life and added fuel economy. 

ALL SYNCHROMESH GEARS—For instant, positive and effortless shifting. 
PROGRESSIVE SPRING SUSPENSION—For small car riding comfort you never dreamed possible. 

NEW BODY COLORS—Paste!l green, largo blue, dessert yellow, pearl silver, granda red, ivory, and olive silver. 
SMART INTERIOR APPOINTMENTS—Dignified and delightful in appearance in all respects. 
















The Lloyd Alexander . . . wonder car of Germany . . . is setting 
a fast pace in the American foreign car market. Dealers report 
new exciterment— increased showroom traffic with easy-to-close, 
full margin sales. No more profit-robbing ‘“‘wheeling and 
dealing.” 


MORE MODELS WITH MORE FEATURES FOR 
MORE MARKETS THAN MOST FOREIGN CARS 





Now is the time to include the Lloyd Alexander with 
your present franchise, or go “all the way with Lloyd.” 
Nine models. A car for every prospect—for every 
need. No quotas. No big inventories. For a fully 
protected dealership write for information today! 








Cars Corporation of America 







P. O. Box 987 — South Bend, Indiana 
Telephone: Wyott, indiana - NEwtown 3-3705 


Serving all states east of the Mississippi plus Arkansas, lowa, 
Lovisi Mississippi ond Mi : 





LLOYD CARS ARE SECOND IN SALES IN GERMANY 
AND RAPIDLY TAKING HOLD IN AMERICA! 


WIRE OR WRITE 
PARTICULARS 








PHONE 
FOR LC FULL 


ODAY./ 
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NADA ACTS 


in the 


PUBLIC INTEREST 


NADA CONVENTION HEADQUARTERS, MIAMI BEACH, FLORIDA 


STEPS WERE ANNOUNCED here today by the Board of 
Directors of the National Automobile Dealers Association 
representing the vast majority of the nation's new car and 
new truck dealers to bring an end to many widespread 
abuses affecting the motoring public and the franchised 
dealers in the sales and servicing of automobiles. 


The Board agreed unanimously to press vigorously for 
early passage of federal legislation by the Congress, just 
convened, aimed at eliminating gimmicks, false and mis- 
leading advertising and other unethical practices currently 
plaguing auto purchasers and the retail auto industry. 


The proposed bill would permit auto manufacturers to 
compensate their quality dealers who sell and adequately 
service cars and trucks in their own “areas of service and 
sales responsibilities." Car manufacturers have sharply 
criticized the practices which have brought chaos to the 
automotive markets in the U.S. but have said they were 
powerless to do anything to bring an end to the abuses in 
the face of exisiting Slee laws. 


If the legislation proposed by NADA is enacted into law, 
the manufacturers will be permitted to insert clauses in 
their selling agreements with the dealers allowing them to 
compensate dealers for warranty service performed on new 
cars and trucks sold in their own trading area and for pro- 
viding the necessary standby facilities and personnel. 


Members of the Board, representing every state and 
major metropolitan area in the country, expressed alarm 
over unethical practices current in the industry. The dealer 
group, speaking for quality and ethical operations in auto- 
motive merchandising, pledged the national association to 
a vigorous campaign to end the abuses and to bring about 
a compensation plan for dealers who sell cars ethically and 
who maintain adequate service facilities and personnel. 


Board members pointed out that many of the abuses 
came about because a minority of dealers could circumvent 
ethical operations because they were not required to pro- 
vide and maintain adequate facilities and personnel to 
safely service cars after purchase. 


The Board called attention to the fact that the 65 million 
vehicles on the road today are complicated machines which 
require expert factory trained technicians and costly mod- 
ern analyzing equipment for all service repair work. 


“By 1965,"" NADA President Frederick M. Sutter said, 
"there will be in excess of 80 million vehicles on the road 
and the complexity of the repair work will have increased 
considerably with improvements in design. The Quality 
Dealer Program we seek to establish is absolutely necessary 
if the motoring public is to be taken care of adequately so 
that cars and trucks will be safe for the highways." 


The Board stressed the fact that the car customers 


should be free to buy automobiles and trucks from the 
dealer of their choice but that manufacturers should be 
permitted to provide a fair and equitable compensation 
plan to those dealers who perform the necessary sales and 
services for the motoring public in their own neighborhoods 
adequately and conscientiously. 


The Board also approved other recommendations of the 
Special Consulting Committee appointed last October to 
develop an all encompassing Quality Dealer Program for 
oa automotive industry. These recommendations in- 
cluded: 


a. That the concept of "Equality of Competitive Op- 
portunity" be promoted by NADA and that all pos- 
ible steps be taken with the manufacturers to bring 
about the adoption and implementation of this con- 
cept of the industry. 


b. That a Code of Business Standards for the automo- 
tive industry be promoted with the manufacturers 
and all NADA members, with the ultimate objective 
of having the substance of such Code incorporated 
in dealer franchises, and violations of the e made 
grounds for the cancellation of a dealer's franchise 
by the manufacturer. 


c. That a redesigned NADA emblem be adopted and 
the Code of Ethics strengthened, and that the new 
emblem be furnished only to members who agree in 
writing in advance to display the emblem and the 
Code of Ethics in their showrooms and live up to the 
requirements spelled out by the Code of Ethics. 


d. That the details and procedure concerning a national 
public relations program on behalf of Quality Dealers 
be worked out with the manufacturers on the basis 
that the costs of such program will be borne by the 
manufacturers and all of their dealers on an equal 
basis. 


e. That NADA continue to urge all manufacturers to use 
and advertise uniform delivered prices on a national 
basis. 


f. That NADA continue to urge all manufacturers to 
take all necessary steps on a continuing basis to ef- 
fectuate a realistic and equitable system of distribut- 
ing new cars and trucks to insure that a dealer can 
and will receive only the proper number of new 
vehicles to satisfy the honest potential of his market 
area or area of responsibility. 


The dealers comprising the Special Consulting Commit- 
tee which presented the program for the Board's unani- 
mous and enthusiastic approval represented more than 300 
years of combined experience in the automotive industry. 


Released: January 13, 1958 


NATIONAL AUTOMOBILE DEALERS ASSOCIATION 


2000 K STREET N. W., WASHINGTON 6, D. C. 
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°58 Models Help Upswing... 





AMC, S-P, GM Gain in Sales 


(Continued from Page 1) 


first since February for miscel- 

laneous makes. 

GM’s share of new-car sales in 
November was 45.05 percent, a 
gain of 2.39 percentage points over 
its share of 42.66 percent a month 
earlier, which had been the year’s 
lowest point for GM. Not since last 
January and February had GM 
enjoyed such a large share of the 
market. 

> * > 

AMO with 2.42 percent of Novem- 

ber sales, was up 0.41 percent- 
age points over the previous 
month’s 2.01 percent. It was the 
biggest sales share claimed by 
AMC in any month of the year. 

S-P gained 0.12 percentage 
points during the month, moving 
up to 1.24 percent of total sales 
from 1.12 percent. In only three 
other months during the year 
had S-P’s market share been 
larger. 

Ford Motor, with 30.05 percent 
of the November market, dropped 
1.86 percentage points from the 
31.91 percent it scored in the previ- 
ous month. The loss came after two 
successive months of gains for 
Ford Motor, and was the firm’s 
biggest monthly setback of the 


year. 
> . > 


(area Corp. fell to 16.86 
percent of total 


November, down 0.83 percentage 


points from its month-earlier share | 


of 17.69 percent. 

It was the first month of 1957 
that Chrysler Corp.’s share had 
fallen below 17 percent. 


Miscellaneous makes, meanwhile, 
> > > 





Sales Score 
for November 


New-car registrations for No- 
vember: 
1957 1956 
Pos. Make Pos. 
1—104,165 Chev. 112,619— 2 
2—101,308 Ford 117,100— 1 
3— 35,319 Plym. 3A4579— 3 
4— 26423 Buick 24,364— 4 
5— 24,315 Olds. 21,628— 6 
6— 19,953 Pontiac 21,833— 5 
7— 16631 Dodge 15,722— 7 
8— 13,024 Mercury 14 959— 8 
S— 9,175 Cadillac 3,624—12 
10— 8565 Rambler 5,359—10 
l1l— 17,223 DeSoto 5,825— 9 
12— 7,110 Chrysler 5,194—11 
13— 5,277 Edsel 
14— 4372 Stude. 4527—13 
15— 2,323 Lincoln 2,983—14 
16— 2,088 Imperial 829—17 
17— 827 Met. 689— 19 
18— 3817 Cont’! 84—20 
19— 365 Nash 1,737—15 
20— 193 Packard 987—16 
21— 134 Hudson 719—18 

17,927 Misc. 8,587— 
Total All Makes 
408,534 403,948 





sales in| 





fell from 4.61 percent in October 
to 4.38 percent in November, a loss 
of 0.23 percentage points. 

* * * 


B* INDIVIDUAL makes, biggest 

gain in share of sales during 
the month was scored by Buick, 
which jumped from 5.26 percent to 
6.47 percent, a gain of 1.21 percent- 
age points. 

Chevrolet was the second- 
highest gainer, moving up 0.87 
points from 24.63 percent to 25.50 
percent. 

At 25.50 percent of total sales, 
Chevrolet stood at the highest point 
it attained during the year. Inci- 
dentally, that figure exactly 





Foreign-Car 
Registrations 


All states for November: 

1957 

Pos. 
1— 5,132 
2— 2,093 
3— 1,631 
4— 992 
5— 831 
* 


Make 
Volkswagen 3,636— 1 
Renault * 
English Ford 
Hillman ° 
MG 
Metropolitan 

* Volvo 
7,698 All Others 2,880 
Total All Makes 
18,377 8,881 
* Not in Top Five. 





matched the year’s best showing of 
Ford, which was recorded in June. 


The gain was also enough to 


| put Chevrolet in first place, ahead 


of Ford, The only other time dur- 


| ing the year that Chevrolet outsold 


Ford was in September. 


THER makes which widened 

their sales share during the 
month were Oldsmobile, up 0.64 
points to 5.95 percent; Rambler, up 
0.47 points to 2.10 percent; Contin- 
ental, up 0.19 points to 0.20 percent; 
Studebaker, up 0.12 points to 1.19 
percent; Imperial, up 0.04 points to 
0.51 percent, and Lincoln, up 0.01 
points to 0.57 percent. 

Along with Chevrolet, Rambler 
and Continental had larger 
market shares during November 
than they did in any other month 
of 1957. 

Sharpest setback during the 
month was absorbed by Mercury, 
which fell 1.10 percentage points 
during the month to 3.19 percent of 
the market, compared with 4.29 
percent a month earlier. It was the 
first time during the year that 
Mercury's monthly share of sales 
had fallen below 4 percent. 

Among makes with smaller 
shares for the month were Edsel, 
down 0.50 points to 1.29 percent; 
Ford, down 0.46 points to 24.80 per- 
cent; Plymouth, down 0.43 points 
to 8.77; Dodge, down 0.34 to 4.07; 
Pontiac, down 0.30 to 4.88; Chrysler, 
down 0.06 to 1.74; DeSoto, down 
0.04 to 1.77; Cadillac, down 0.03 to 
2.25; Nash, down 0.03 to 0.09; 


Used-Car Bulletin from Detroit .. . 
Latest Auction Prices 


(Copyright, 1958, by Automotive News) 


(Aptco Auto Auction. Sale every Wednesday and Friday.) 


Jan. 15 
(Seld 68 percent of 210 cars en- 
tered.) 
BUICK—’57 Super 2-dr. Hardtop, §2,- 
; , $1,710. °56 Spe- 


top, $1,000°; Century conv., $1,000°; 
Super sedan, $900°. ‘54 Special se- 


dan, $760*; RM sedan, $525° (ps). 
CADILLAC—'57 (62) Hardtop, $3,445*° 


(ps). ‘56 (62) Hardtop, $2,385° (ps). 
"53 (62) sedan, $705* (ps). 
CHEVROLET — ‘57 Two-ten station 
wagon, $1,630; Bel Air (8) Hardtop, 
$1,620*. °56 Bel Air (8). Hardtop, 
$1,160; sedan, $900; Two-ten (8) se- 
dan, $950°. °55 Two-ten station 
; 2-dr., $850; Bel Air 
$900°; sedan, $700; 
One-fifty 2-dr., $625. "54 Two-ten 
2-dr., $500, $485°. "53 Bel Air Hard- 
top, $490°; sedan, $345*; Two-ten 
sedan, $425°. '52 sedan, $355. 
CHRYSLER — ‘56 NY sedan, $1,585* 
(ps). '53 NY sedan, $300*. 
DODGE—’'55 Royal Lancer Hardtop, 
$1,100*; Coronet 2-dr., $550. 
FORD—'57 Fairlane (8) 500 Hardtop, 
$1,725*; Custom (8) 300 2-dr., $1,- 
400, $1,350, $1,200. ‘56 station 


wagon, $1,400°, $1,385°, $1,250; Fair- 

lane (8) Hardtop, $1,225*, $1,125*, 

; 2-dr., $1,130°, $1,125; Cus- 

., 2 at $875*, $830. '55 Fair- 

station wagon, $885; . 

; Hardtop, $785*; Custom 2-dr., 
$815°. °54 Custom sedan, $520°. 

MERCURY —'57 Monterey Hardtop, 

$2,100* (ps), $1,950*, $1,810°. ‘56 

Custom Hardtop, $1,250*; Monterey 

Hardtop, $1,175*. '55 Monterey Hard- 

, $925. °53 Monterey Hardtop, 

$615°. 


NASH-—’53 Statesman sedan, $175. 

OLDSMOBILE—’'56 (88) Super Hard- 
top, $1,375°; (88) Hardtop, $1,365*, 
$1,355°. ‘55 (98) sedan, $1,270*; 
(88) Super Hardtop, $1,230*. '53 (98) 
Hardtop, $515*; (88) sedan, $420°, 

PACKARD—’53 Clipper sedan, $175. 

PLYMOUTH—’57 Plaza 2-dr., $1,210. 
"56 Savoy sedan, $825, $740. '55 Bel- 
vedere conv., $660; Plaza sedan, 
$560°. '54 station wagon, $650°; Sa- 
voy sedan, $405. 

PONTIAC—’57 Star Chief Hardtop, $1,- 
270°. '56 Chieftain Hardtop, $1,270*. 
"55 Star Chief Hardtop, $975*; sedan, 


$825°. 
RAMBLER — '57 Cross Country, §$1,- 
. 


600°. 
STUDEBAKER — ‘57 Golden Hawk 
Hardtop, $2,010* (ps). 


*Indicates automatic transmission or overdrive and (ps), power steering. 
Other Auctions Are on Pages 35, 36, 40. 





Metropolitan, down 0.02 to 0.20, and 
Hudson, down 0.01 to 0.03. 

November represented the 
smallest monthly market penetra- 
tion of the year for Plymouth, 
Pontiac, Dodge, Mercury, Nash and 
Hudson. 

* +” 

Or A cumulative basis, counting 

registrations for the first 11 

months of 1957, biggest gains in 

market shares went to Chrysler 

Corp., Ford Motor Co. and miscel- 
laneous makes. 

Largest loss, as compared with 
year-earlier performances, was 
taken by GM. S-P and AMC also 
were down, although AMC’s loss 
was a barely noticeable 0.01 per- 
centage points. 

Chrysler Corp.’s gain over the 
1956 period was 3.34 percentage 
points; Ford Motor, 2.27 percentage 
points, and miscellaneous, 1.71 per- 
centage points. 

GM’s loss was 6.65 percentage 
points and S-P’s 0.66 percentage 
points. 

By individual makes, only eight 
had better records in 1957 than in 
1956. They were Ford, up 2.20 
points; Plymouth, up 2.12 points; 
Dodge, up 0.73; Imperial, up 0.40; 
Rambler, up 0.30; Cadillac, up 0.12; 
DeSoto, up 0.10, and Metropolitan, 
up 0.10. 


* 


* * e 


WELVE makes had smaller 
shares for the 11-month por- 
tion of the year than they had 
in the corresponding period of 1956. 
Buick was down 2.44 percent- 
age points; Chevrolet, down 2.34; 
Oldsmobile, down 1.28; Pontiac, 
down 0.71; Packard, down 0.42; 
Nash, down 0.27; Studebaker, 
down 0.24; Mercury, down 0.18; 
Lincoln, down 0.13; Hudson, 
down 0.12; Chrysler, down 0.01, 
and Continental, down 0.01. 
November new-car registrations 
totalled 408,534, compared with 463,- 
795 in October and 403,948 in No- 
vember of 1956. It was the fifth- 





Foreign-Car 


Registrations 


All states for 11 months: 
1957 1956 
Pos. Make Pos. 
Volkswagen 44,364— 1 
Renault e 
English Ford 3,690— 4 
MG 5,153— 3 
Metropolitan 6,515— 2 
Jaguar 3,377— 5 

68,570 All Others 23,822 
Total All Makes 
185,294 87,421 
* Not in Top Five. 


longest November in history, being 
topped by 1949 (409,702); 1950 (444,- 
193); 1953 (450,311), and 1955, (509,- 
155). —Rosert M. Lignerr. 


: = > 


°57 Registration Derby 
Stirs ‘Advice,’ Charges 

DETROIT.— Remembering the 
1954 registration scramble, many 
“disinterested bystanders” kept a 
sharp eye on Ford and Chevrolet 
registrations during the final days 
of 1957. 

In Beatrice, Neb., a rival dealer 
(not Chevrolet) charged that a Ford 
dealer registered nine cars to em- 
ployes in the waning days of the 
year. 

In Columbia, Ill, Contractor 
Urban Fellenstein had some amus- 
ing advice for T. H. Keating, Gen- 
eral Motors automotive group vice- 
president. He suggested assigning 
serial numbers to 150,000 “Kiddie 
Korvettes,” shipping them to deal- 
ers and having them registered, 
thus regaining sales leadership for 
Chevrolet. 


Crackdown Slated 
On Sunday Law 


BIRMINGHAM, Ala.—At the re- 
quest of officers of the Birmingham 
Automobile Dealers Assn., the Sun- 
day-closing ordinance will be en- 
forced more strictly. 

Eugene Conner, commissioner of 
public safety, has instructed the 
police department to inform all 
new and used-car dealers of the 
decision. 


4— 12,443 
5— 11,013 
* 











Pontiac Shows Off Imports— 





On display in Pontiac's exhibit at the Detroit Automobile Show, which ends Sunday 
(Jan. 26), is this Dormobile, exported from England by General Motors’ Vauxhall 
operations. It has windows along the sides and seats six passengers. The vehicle was 
sent to this country to test customer reaction. Included in Pontiac's special exhibit is 
a Vauxhall Victor Super, now being sold by Pontiac dealers, and the newly designed 
and larger six-cylinder Cresta, a Vauxhall product scheduled for import by Pontiac 
this spring. The Dormobile has an overall length of 154 inches and has a 55 horse- 


power, four-cylinder engine. 


Show Visitors Set Record 
At Chicago, Minneapolis 


OUR attendance records fell at 

Chicago’s nine-day Golden 
Jubilee auto show. The total turn- 
out hit a new high of 518,521. The 
previous record of 494,411 was set 
in 1957. 

The show’s largest one-day 
crowd in history, 78,915, turned 
out on the first Sunday, Jan. 4. 
A total of 57,264 on Friday, Jan. 
10, and 71,117 on Saturday, Jan. 
1l, were new highs for those par- 
ticular days. 

Officials of the $20 million spec- 
tacular, the largest ever staged by 
the Chicago Automobile Trade 
Assn., said attendance proved 
people are interested in the new 
models. 

The industry received “a real shot 
in the arm” when it was needed 
most, they said. Most exhibitors re- 
ported numerous sales and many 
“good prospects,” they added. 

> . > 


Atzmmancs at the Upper Mid- 
west show in Minneapolis hit 
a record 153,662, almost 50,000 more 
than last year’s 104,000. The show 
was sponsored by the Minneapolis 
Automobile Dealers Assn. 

The eight-day Buffalo show, 
sponsored by the Buffalo Auto- 
mobile Dealers Assn., drew 34,619, 
down from last year’s record 88,- 
537. 

Shows opened last week in De- 
troit, Pittsburgh, Cincinnati, Indian- 
apolis and San Antonio. Others will 
get under way this week in Hunt- 
ington, W. Va; Clearwater and 
Tampa, Fla; Birmingham, Ala.; 
Baltimore, Houston and Appleton, 
Wis. 

Foreign-car space at the Detroit 
show was increased this year from 
3,750 to 15,750 square feet. Domestic 
dealers were allotted 30,000 square 
feet more space. Many exhibits seen 
in Chicago were moved to the De- 
troit Artillery Armory for the show, 
which closes Sunday (Jan. 26.) 

Show Manager Boyce Tope pre- 
dicted the attendance would top 
last year’s 129,022. 

John P. Coen and L. A. Hornbeck, 
co-chairmen of the Pittsburgh 
show, sponsored by the Pittsburgh 
Automobile Dealers Assn., said the 
attendance “probably will exceed 
last year’s record 100,000. 

* ~ 


HE Cincinnati Automobile Deal- 

ers Assn. is holding its second 
show in 20 years. Show Manager 
Erdie Turner said 100,000 visitors 
are expected. 

About 125,000 are expected at San 
Antonio’s first major auto show in 
more than 25 years. 

The Indianapolis Automobile 
Trade Assn., which is celebrating 
its 50th anniversary, is stressing 
the Golden Jubilee theme at the 
32nd show at the State Fair- 
grounds. More than 80,000 are 
expected. 

Houston’s Little League and 
Variety Boys Club will share the 
proceeds of Houston’s fourth auto 
show, Jan. 25-Feb. 2. Show officials 
are looking for an attendance of 
more than 200,000. 

The Tampa Automobile Dealers 





- 


Assn. will hold its first show Jan. 
23-28. Vic Sharpe jr., chairman of 
the show committee, estimated 
50,000 would attend. 

Clearwater dealers are counting 
on winter tourists to help set an 
attendance record at their show in 
the Municipal Auditorium Jan. 23- 
25. 

The Birmingham show, at the 
State Fairgrounds Jan. 24-26, will 
be the first sponsored by the city’s 
dealer group in 20 years. 


Non-U.S. Makes 
Take One-Sixth of 


Hawaiian Sales 


HONOLULU.—Foreign cars ac- 
counted for nearly 17 percent of all 
new-car sales in 1957 on Oahu, 
main unit of the Hawaiian Islands. 

Of the 10,438 new cars sold on 
the island last year, 1,751, or 16.78 
percent, were foreign cars. 

Hillman, the foreign-car leader 
with 590, outranked all U. S. makes 
except Chevrolet, Ford and Plym- 
outh. Others in the Top Five 
among imports were Volkswagen, 
250; MG, 128; Volvo, 113, and Borg- 
ward, 100. 

Top Five among U. S. makes 
were Chevrolet, 2,394; Ford, 2,065; 
Plymouth, 1,225; Buick, 520, and 
Dodge, 482. 

Other U. S. makes were: Olds- 
mobile, 475; Mercury, 340; Pontiac, 
263; Cadillac, 253; Chrysler, 214; 
DeSoto, 134; Rambler, 122; Edsel, 
60; Studebaker, 46; Willys, 31; 
Nash, 27; Lincoln, 21, and Packard, 
15. 

Foreign-car sales were rounded 
out by: English Ford, 89; Fiat, 70; 
Simca, 67; Austin, 52; Morris, 52; 
Triumph, 36; Isetta, 33; Lloyd, 24; 
Goliath, 23; Renault, 21; Alfa 
Romeo, 20; Jaguar, 20; Standard, 
17; Citroen, 13; Panhard, 10; Met- 
ropolitan, 9; AC, 3; Siata, 3; Lotus, 
2; Aston-Martin, 1; Mercedes-Benz, 
1; Porsche, 1, and Sunbeam, 1. 


Hambro Names 


Burman in Sales 


NEW YORK.—John Burman has 
been appointed sales manager of 
Hambro Automotive Corp., im- 
porter for British 
Motor Corp.’s 
lines of family 
automobiles and 
sports cars. 

Burman previ- 
ously was associ- 
ated with L-O-F 
Glass Fibers Co. 
in Detroit as 
manager of auto- 
motive sales. He 
has also been | 
sales representa- John Burman 
tive for Libbey-Owens-Ford Glass 
Co. in Connecticut and Tait Glass 
Co. in Kitchener, Ont. 
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| MONTH AFTER MONTH 
|| THE TREND CONTINUES- 


RAMBLER ST 


| 4th QUARTER SALES UP- 


(OCTOBER —-NOVEMBER — DECEMBER) OVER SAME PERIOD LAST YEAR 
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IN FACT, DECEMBER 1957 SALES 
_ TWICE AS GREAT AS DECEMBER 1956 
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. @ Rambler Dealers Can Sell A Car For As 
‘: Little As $46.05 per Month.* 

: e Rambler Dealer Profits are Consistently Far 
d, Above The Automotive Industry Average. 
- @ Rambler Actually Has No Competition . . . 
: ; is The Only Car To Combine Big-Car Room 
L; and Comfort With Small-Car Economy And 
: Handling Ease. 

F @ The New 1958 Rambler Line Is The Broad- 
Z, 3 est and Most Advanced In Rambler History. 


*it's true! You can sell a Rambler Deluxe 4-Door Sedan at the ed factery delivered price, 
Seats, Twin Travel Beds and White Sidewall — including finance charges at 6°/, on a 36-menth 
one-third . for $46.05 a month. This, of course, does not include freight, Insurance or state and taxes. 
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Director of Dealer Development 

American Motors Sales Corporation 

Detroit 32, Michigan 

Gentlemen: Will you please provide me with more complete information 
about the Rambler franchise. | understand that | am under ne obligation 
and my inquiry will be held in the strictest confidence. 


We Have The Product For The 
Expanding Compact Car Market 
YOU Have The Opportunity! 


Rembier Franchises alse available in importent Export Merkets. in Canada write to: 
American Motors (Canada), Lid., 2951 Danforth Ave., Teronto. Cee Seen eens newseeneeseoeasr eee ameaaamaaewaneeiil 


NAME 
ADDRESS 
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AUTOMOTIVE WASHINGTON 
Battle Lines Drawn 


For Tax-Cut Struggle 


By William Ullman 


Washington Correspondent 


| por ype oabretes Congressional battle lines are shifting 


and indistinct during the 


first days of a new session. 


This year, however, a number of major conflicts have come 
into sharp focus in a surprisingly short time. One is the tax 
question. Last year, technical changes in tax laws took the 

oo 


spotlight. Now, arguments 
center on broad issues of tax 
policy, the outcome of which 


will ect all our citizen for years 
to come. 

The great tax question of 1958 
will not be decided in a single 
committee room or in a single piece 
of legislation. It may not be de- 
cided at all this year, but the lines 
of combat will be drawn more 
clearly than ever. 

The fight is between these two 
ideas— (1) That those who have 
the money should be socked hard 
to pay for the 
rising costs of 
Government, and 
(2) that business 
must have more 
favorable tax 
treatment to per- 
mit it to expand 
as fast as it can. 

One exponent 
of the second 
view is Lothair 





Teetor, a for- 
William Uliman mer assistant 
secretary of commerce in the 


Eisenhower Administration, now 
an official of the Perfect Circle 
Corp. in Hagerstown, Ind. He 
headed a group of business wit- 
messes who appeared before the 
ne Wage and Senne Gomuid- 


Teetor called for an “immediate 
and substantial reduction of taxes.” 
The present tax structure, he said, 
“is one major factor in the present 
slump.” 

Appearing as spokesman for the 
Indiana State Chamber of Com- 
merce, Teetor warned that “there 
is gtave danger that we will wait 
until a recession gets deep to do 
something about it. When we know 
something is wrong, the sooner we 
correct it, the better.” 

. + 


> 

Defense Needs Noted 
w= is wrong with the econ- 

omy, according to Teetor and 
his fellow witnesses, is that busi- 
mess can’t save or earn enough 
money under present tax rates to 
reinvest it for expansion. 

They said they realized that a 
lot of Federal money would have 
to be spent in the arms and scien- 
tific race with Russia, but they 
denied that high taxes were the 


odds with his former boss, Secre- 
tary of Commerce Sinclair Weeks, 
who confidently predicts a busi- 
ness upturn by mid-1958. 

Teetor called him “over- 
optimistic,” and reminded law- 
‘makers that business has to make 
rao 4 before the Government can 
tax it. 


Tax Cut Called Cure 


vans is nothing wrong with 
small 


business that reasonable 
tax rates will not fix,” he asserted. 
Business witnesses were claiming 
with more unity than ever that 
there is real danger of the Govern- 
ment killing the goose that lays 
the golden eggs by destroying per- 
sonal incentives and sources of new 
capital through confiscatory taxes. 
In its statement before the 
Ways and Means Committee, the 
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U. S. Chamber of Commerce 
called for across-the-board tax 
cuts, ranging from a one percent- 
age point cut in the lowest in- 
dividual income tax bracket to 
heavy cuts in top brackets. 


Chamber spokesman Joel Barlow 


Hook Chevrolet Moves 


Bob Hook Chevrolet, Louisville, 
opened its new and larger head- 
quarters Sept. 6. Robert L. Hook is 
president and Coy Elkins sales 
manager. 
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asked a 60-percent limit in indi- 
vidual income tax rates with future 
reduction to 40 percent. Present 
rates, he testified, “finally wind up 
taking 91 percent,” and “discourage 
additional effort and achievement 
and are patently unfair.” 
* * + 


Reds Upgrade Rewards 


ARLOW declared that the 

Russians presently “move in 
the direction of offering more 
reward while we move in the 
direction of offering less.” 

Calling the Soviets “a hard- 
headed people,” Barlow wondered 
if it isn’t Americans “who have 
been fooled.” 

“It is we who have attempted 
to level economic differences by 
steep and unjust progressive tax 
rates,” he asserted. “It is we who 
have attempted to reduce dras- 
tically the economic incentives 
for creativity and unusual effort.” 

This strong language character- 

ized the first statements made 
before the House tax group, in- 
dicating the grave concern with 
which business groups view the 
demands made on the economy by 
the record peacetime Federal 
budget. 

Many are looking to the future 
with even more concern, fearing 
that the “kill the goose” crowd will 





seek even higher taxes within the 
next two or three years. 
* * = 


Threat to Small Business 


bp witness saw small business 
going down for the count after 
a few more rounds. He was Dr. 
Spencer M. Smith jr., a University 
of Maryland economist. 


Terming the lack of growth 
capita] as the “primary problem” 
of small firms today, he said the 
shortage is so serious that small 
business “will continue to decline 
unless help is forthcoming.” 

The professor recommended tax 
changes permitting the retention of 
a greater share of earnings by 
small businessmen—providing they 
reinvest their retained earnings. 

Making one of the most compre- 
hensive statements on small busi- 
ness problems of the last few years, 
Dr. Smith cited these seven diffi- 
culties of smal] and medium-size 
business in the U. S.: 

1. Inability to enter the capital 
markets. 

2. Inability to use working capital, 
borrowed from commercial banks, | 
for expansion purposes. 

- * . 


No Answer to Inflation 





3 INABILITY to take advantage 
* of, or to obtain protection 
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e ls chemically inert, physically stable! 


e Is packaged in containers holding from one pint to 54 gallons! 

e Is available everywhere through the United Motors System and 
General Motors car and truck dealers! 

MORE SAFE STOPS FOR CUSTOMERS, MORE SALES FOR YOU! 


<I7, 


DELCO LINED BRAKE SHOES 
Made and assembled to original 
equipment specifications. 


FORWARD FAOM. £IFTY- 
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condition. 


wi 


DELCO SUPER 11 IMPROVED WITH HTD MEANS 
MORE BUSINESS FOR YOU BECAUSE IT 


e Surpasses S.A.E. and government specifications for heavy-duty 
hydraulic brake fluid! 

e Won't boil away or lose effectiveness when brakes get hot! 

Flows smoothly and easily in coldest weather! 

e Is original equipment on 1958 General Motors cars! 

e Is compatible with all brake systems’ rubber and metal parts! 





MASTER CYLINDER REPAIR KIT 
Ail parts needed to put master 
cylinder in normal operating 
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WHEEL CYLINDER REPAIR KIT 
All parts necessary to put wheel 
cylinder .in normal operating 
condition. 
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from, inflation. 





—- 


4. Inability to prepare for of Sees | 


weather sustained reductions 
business activity. 


int 


5. Inability to shift the incidence H é 
of taxation. és 


6. Inability to continue operatio 
due to forced transfer or liqui 
tion of assets as a result of estate” 


taxes. - 

7. Inability to retain sufficient 
earnings. 

In calling for small business 
relief, Dr. Smith said he knew 
“there will be objections from 
those who are concerned with 
tax revenue losses.” 

“My answer,” he said, “is that” 
there willl be substantial ¢ax reve. 
nue losses if these tax adjustments 
are not made. Without such ad- 
justments, the long-term prospect” 
is that tax revenue from small and 
medium-size business will decline.” ” 

Concentrating on the golden eggs” 
and not the goose, however, both” 
the Administration and leaders in” 
Congress continue to stand firm” 
against any important tax reduc- 
tions this year. 


New Louisville Deal 
Auto Imports, Inc., an imported-7 
car dealership, has had its form 
opening at 2232 Bardstown Rd, 
Louisville. 


HYDRAULIC | 
BRAKE 





MORAINE POWER BRAKES 
Complete units and service kits 
for General Motors vehicles. 


Moraine Products 


Division of General Motors, Dayton, Ohio 
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or of Sees Buyer’s Decade Beginning ees 


Holler Offers New Dealer Program 


MIAMI BEACH.—Asserting that 
the auto industry has entered a 
puyers’ decade, W. E. Holler, 
former Chevrolet sales great, of- 
fered |ast week a program for fac- 
tories and dealers. 

Holler spoke as a stockholder at 





the 30-Year Club breakfast in con-| 


nection with the NADA convention. 

In an effort to clear up the con- 
fusion as to the quality dealer pro- 
gram, which he originated to help 
pull the auto industry out of dol- 


this definition: 

A formula designed and main- 
tained by the factory for the 
scientific placement of dealers so 
they would have sufficient poten- 
tial in good times and bad. 

Holler also listed these compo- 
nents of territory security: 

1. A dealer may sell anywhere. 


the postwar market, the produc- 
tion, engineering and finance 
people have been in the forefront. 
Now, he said, salesmen and sales 

management should move to the | 
front. 


Here is Holler’s program for the 
| factories: 
1. Reactivate the quality dealer 
program with accent on ae 





| for the long pull. 
2. Maintain the dealer committee 
program, always seeking to find out 


| dealers move cars on a sound basis. 
3. Put in some form of terri- 
tory security or territory integ- | 
rity. 
| 4 Have the “brass hats” in all) 
departments get out to call on deal- | 
ers—to ask them, not tell them. 
5. Call in the nine best district 
managers and have them bring in 


1. Be a better dealer. Do a job) 


So good in your territory that no 
one can come in to mess you up. 
2. Accept a fast turnover of used 
cars. 
3. Build up owner goodwill by 


having the best service in your | 


area, 
4. Be a good business manager. 


Understand and watch the financial | 


statement. 
5. Make a satisfactory net profit. 
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n Some pertinent points from Hol-| Lengthy Service— 
drums of the ‘30s, Holler offered| what the factory should do to help|ler’s talk: 


Cc. C. Gibson, right, vice-president of 


i 
Salesmen are going to be in the/ i. automotive products division, Good- 


driver’s seat for the next 10 years. 
A long-pull business needs a 


long-pull program. 


Sales are people. During last 10 
years, “sales departments have 
not sold, sold, sold: they have 
told, told, told.” 

“You don’t have to be an econ- 


2. A customer may buy anywhere. | all the material they must get from | omist to have brains. If you want 


3. But if another dealer puts cars 


dealers, then try to make them) 


to understand the sales stagnation, 


in the territory another dealer is| something more than paper shuf-/ just look around at the unsold cars 


building up and servicing, he should 


Ra emake an adjustment. 


—_——— 


Tee 


Holler asserted that throughout 





LOOK AT THE SALE 


| flers. 
And here is the program for 
dealers: 





W 


“MAKERS 


MORAINE GIVES YOU 


e A complete engine bearing line, with a bearing for every car, bus 
and truck replacement job! 

e Quality that stands up through miles and miles of operation! 

e A name known and respected! 

e Solid dependability that brings customers back! 

e A convenient source of supply—readily available through the 


United Motors System a 


A GROWING MARKET THAT KEEPS YOUR PROFITS GROWING! 





MORAINE-400 BEARINGS 


Toughest automotive engine 
bearings ever made! 









FORWARD FROM FIFTY 


nd General Motors car and truck dealers! 


MORAINE BI-METAL BEARINGS 
Precision-built to, original equip- 
ment specifications. 





M-100 BEARINGS 
Excellent fatigue resistance and 
longer life expectancy. 


in various cities.” 
With regard to bootlegging—“if 


|I were a dealer, I would not serv- 










year Tire & Rubber Co., receives the con- 
gratulations of Executive Vice-President 
R. S. Wilson for the completion of 20 
| years of continuous service. He was ap- 
| pointed manufacturers’ sales manager in 
1954 and was elected vice-president two 
| years later. 


ice a b----- d car in my shop, but I 
would make my service to owners 
10 times better than it is.” 
Supermarket type of dealer - 
|“this won’t work because in the 


MORAINE GAS FILTERS 


Glass-bowl and pancake all-metal 
types assure dirt-free, lint-free 


fuel under all Operating conditions. 


Moraine Products . 


Division of General Motors, Dayton, Ohio 


11 





supermarkets you don’t take in 
used cars.” 


Stimulator dealer. He is put in 
not to build up a given area but 
to goad sound, loyal dealers to do 
unsound things. 


Cross-seller. A fringe dealer with 
low overhead selling in another 
dealer’s territory. 


Holler said that these three fac- 
tors complicate the job ahead: 

1. A tremendous plant capacity. 

2. A tremendous load of debt— 
national, state, consumer, etc. 

3. Taxes are too high. 

In concluding, Holler asserted 
that NADA is necessary and useful 
to dealers in this age of organiza- 
tion. 

—Rosert M. FINLAY 


Erie Opens Door 
To Import Bids 
On Cars for City 


ERIE, Pa. — In an effort to be 
“fair,” Safety Director Michael 
Cannavino said, he will not list 
specifications when he advertises 
on Jan, 24 for bids on eight cars 
and one station wagon. 

Cannavino said specifications — 
listing wheelbase and other factors 

tend to eliminate certain bidders. 

“I want everyone to have a 
chance,” the safety director said. 

City Solicitor Gerald Weber said 
Cannavino may end up with low 
bids for English Austins or other 
small European cars. 

> 
CCC Appoints 
. 
Senior Officers 

BALTIMORE. Edmund L. 
Grimes, board chairman, Commer- 
cial Credit Co., has announced the 
election of senior officers of Com- 
mercial Credit Corp., its principal 
finance sub- 
sidiary. 

Thomas A. 
Duncan was 
elected president 
and Samuel M. 
Chesney, James 
W. Newman and 
James P. Taylor 
were elected ex- 
ecutive vice- 
presidents. 

Michael V. - 
Kane, Everett W. T. A. Duncan 
Sara and Michael Sheehan were 
elected senior vice-presidents. In 
addition, Walter Browning, 
Thomas W. Church, Elmer L. Ches- 
|ney, Murray M. Hotchkiss, Donald 
|S. Jones and Herman Staton were 
reelected senior vice-presidents. 


Hard on Thieves 
Buick Ignition Reminds 


Driver to Lock Car 


FLINT. — Buick is making it 
harder for owners to have their 
cars stolen. 

They can’t just turn the ignition 
switch to “off” on their 1958 Buick 
and stroll away unconcernedly with 
the key, leaving the engine ready 
to start for any larcenous soul who 
;}comes along. The key won't come 
out that easily. 

A new feature has been incor- 
porated in the “off” or unlocked 
position for 1958 whereby the key 
cannot be removed until it is backed 
|}up slightly, thus reminding the 
driver that he is leaving his car 
unlocked. 
| Buick retains its one-key, three- 
way ignition switch. The key may 
| be removed when the switch is on 
|“lock” or “on” to permit access to 
the trunk or glove compartments. 
| In the “off” position the switch still 
| may be operated but the privacy of 
the trunk and glove compartments 
retained. 











TURNTABLES 
a7 


Manufactured by 


Macten Machinery Co. 
DYKE LANE 


Stamford 2. 
Cona. 











BIG ALCOA FASHION PROMOTION RINGS 


BELL FOR CHRYSLER AND DESOTO DEALERS 


Auto Industry gets a powerful new sales feature: ALUMINUM! 
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Chrysler and DeSoto dealers all over the U. S. are benefiting from a bang-up 
fashion promotion conducted in November by Alcoa to help introduce the 
1958 Imperials, Chryslers and DeSotos. The promotion got underway with 
a spectacular six-page advertising section in the November 15th issue of 
Vogue, sponsored jointly by Alcoa and top fashion house Evan-Picone. 

Then on November 18, 25 million Americans saw the advertisement 
spring to life in a beautiful commerical on Alcoa Theatre, top-ranking TV 
show. At the same time, major department stores in eight major cities 
recreated the Vogue ad in their windows and interior displays, using actual 
cars and life-size realistic mock-ups. Leading Chrysler and DeSoto dealers 
in these eight cities tied in by recreating the ad in their own showroom 
floors, using mannequins and actual models. Some dealers advertised the 
promotion on local radio stations and television. Giant blowups of the ads 
were furnished by Alcoa, Chrysler, DeSoto and Evan-Picone. 

Chrysler and DeSoto and the eight stores ran big-space newspaper ads 
tying in with the promotion, and the stores furthered the joint effort with 


fashion shows and &pecial displays. Local newspapers came through with 
publicity stories. 

Result: Millions of Americans learned more about the powerful new 
sales feature found on every U.S. car: Alcoa® Aluminum. Used for grilles, 
side panels, window frames and other trim, anodized Alcoa Aluminum stays 
bright and shiny through years of service, won’t pit, blister, chip, peel or 
corrode. Alcoa Aluminum is used under the hood, too, for lightweight pistons, 
corrosion-free brake and power-steering parts, transmission housings and 
many other items. When you’re selling a new car, sell hard on the glamorous 
new style and fashion feature: Alcoa Aluminum! Aluminum Company of 
America, 1842-A Alcoa Building, Pittsburgh 19, Pennsylvania. 


ie nt acon Y ALUMINUM 


A 





Spectacular six-page ad in Vogue sparked the Alcoa fashion promotion to help introduce the 1958 Imperial, Chrysler, DeSoto. America’s style and fashion 
leaders learned about the glamorous new feature in automotive styling: gleaming trim of luxurious anodized aluminum. 





The ad came to life on a beautiful Alcoa Theatre TV commercial. 
25 million people learned more about a powerful new auto sales 
feature: Alcoa Aluminum, which stays bright and new-looking with 
no more care than you give the paint finish. 
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Newspaper ads and news stories featured 
the Alcoa promotion, all designed to help 
; introduce the new cars and to give you a 
powerful new sales feature: Alcoa Aluminum 
in grilles, side panels and other trim, and in 
pistons, brake and other mechanical parts. 


Accent to Elegance 


Stix, Baer and Fuller, of St. Louis, and 
seven other great stores recreated the Vogue 
ad in striking window displays and interior 
exhibits . . . capitalizing on the new style 
and fashion note in today’s cars. Alcoa 
Aluminum trim is the new luxury item 
that’s now standard equipment on Chrysler 
Corporation automobiles. 
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HERE’S HOW DEALERS TIED IN 





A. D. Pelunis, Cleveland, used store mannequins and fashions to create an 
atmosphere of fashion, glamour, excitement for the new models. 





Ed Snethkamp, Detroit, created eye-catching showroom displays with 
mannequins which directed attention to the showroom. 
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Ed Rippy, St. Louis Chrysler dealer, gave copies of Vogue to all his sales- 
men, pointing out that tie-in promotions like this help him sell more cars. 


ALCOA ALUMINUM GIVES EVERY CAR MORE GLEAM AND GO! 


Forbes Field Auto Sales, Pittsburgh, displayed car and Vogue ad blowups 
to create interest and emphasize a new sales feature: Alcoa Aluminum. 
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Hub Motor Company, Boston, reported that this re-creation of the Vogue 
ad caused much customer comment and stopped cars on the street! 





Chrysler-Manhattan, New York, created two striking windows which 
brought jn customers from the street during the two weeks of the promotion. 
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Ending Price Confusion 
Is a Tough Problem | 


ira it is refreshing to see ourselves as others see us. 
So consider what Advertising Age calls the biggest 
marketing problem in America: The price confusion sur- 
rounding the automobile. 

Here’s how Advertising Age puts it: 

“No one knows any longer how much an automobile costs 
—any automobile. No one knows what equipment and 
gadgets belong on an automobile; what items are included 
in the cost and what items are available on option, at extra 
cost. 

“No one knows what a tradein is supposed to be worth. 
And no one, understandably, believes a word of the retail 

: price advertising of automobiles that appears every day in 
our newspapers and over our air waves .. .” 

The trade publication was referring to advertised claims 
of “savings up to $2,000” on cars that sell for $3,500. 

The trade paper adds: “But one great big step to cut out 
all the double-dealing could be taken by manufacturers and 
should be taken by manufacturers. The public has a right to 
know what new cars are supposed to cost; what is standard 
equipment and what is not .. .” 

On one hand, it is difficult to find fault with this point of 
view. Dealers have been saying for years that one of their 
big problems is price confusion. 

Yet if manufacturers or dealers were to advertise fac- 
tory-suggested prices in various market areas, would they 
be attracting business or even be giving useful informa- 
tion? 

Most dealers are selling cars at several hundred dollars 
below suggested prices. And they are finding it hard going 
to move them at those figures. The eee ree prices 
— would only add a new scare to the price-shy 
public. 

We agree that the problem is real and important, but its 
solution is not so easy as it seems. 


| 
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Coming 
Events 


Dealer Conventions 
Feb. 23-24—Louisiana Automobile Dealers 









Assn., Inc., Roosevelt Hotel, New 
Orleans. 
Apr. 10-l!—Illinois Automotive Trade 


Assn., Springfield, Ill. 

Apr. 21-22—Nebraska New Car Dealers 
Assn., Sheraton-Fontenelle Hotel, 
Omaha. 

April 27-29—Automobile Dealers Assn. of 
nal Buena Vista Hotel, Biloxi, 

iss. 

May 57 — Joint Convention, Washington 
State Automobile Dealers Assn. and 
the Motor Dealers Assn. of British 
Columbia, Empress Hotel, Victoria, B. C. 

May 89—Oregon Automobile Dealers 
Assn., Eugene Hotel, Eugene, Ore. 

11-13— Idaho Automobile Dealers 
Assn., Lewiston, Ida. 

May 11-14—3éth annual convention, Auto- 
motive Engine Rebuilders Assn., Shera- 
ton-Park Hotel, Washington, D. C. 

May 12-13—Pennsylvania Automotive Assn., 
Hadden Hall Hotel, Atlantic City, N. J. 

May 18-20—Texas Automotive Dealers 
Assn., Galvez Hotel, Galveston. 

June 8-9—Automobile Dealers Assn. of 
Indiana, Mirott Hotel, Indianapolis. 
Aug. 17-18—Georgia Automobile Dealers 
Assn., General Oglethorpe Hotel, Sa- 

vannah. 

Sept. 7-9—Colorado Automobile Dealers 
Assn., Antlers Hotel, Colorado Springs. 

Sept. 7-9—Wyoming Automobile Dealers 
Assn., Lander, Wyo. 

Sept. 14-16—Michigan Automobile Dealers 
Assn., Pantlind Hotel, Grand Rapids. 

* . 7 


Auto Shows 


Jan. 17-24—San Antonio Auto Show, Bexar 
County Coliseum, San Antonio. 

Jan. 17-25 — Indianapolis Automobile 
Show, Manufacturers Bidg., State Fair 
Grounds Indianapolis. 

Jan, 18-25—Pittsburgh Automobile Show, 
Hunt National Guard Armory, Pitts- 
burgh, Pa. 

Jan. 18-26—Cincinnati Auto Show, North 
and South Wings, Music Hall, Cincin- 





nati. 

Jan. 18-26—Detroit Auto Show, Artillery 
Armory, Detroit. 

Jan. 22-24—Appleton Auto Show, Apple- 
ton Wis. 

Jan. 22-25—Huntington Automobile Show, 
eeomartes Field House, Huntington, W. 


a. 
Jan. 23-25—Clearwater Auto Show, Muni- 
cipal Auditorium, Clearwater, Fla. 
Jan. 23-28—Tampa Auto Show, Fort Hes- 
terly Armory, Tampa. 

Jan. 24-26—Birmingham Automobile Show, 
State Fairgrounds, Birmingham. 

Jan. 25-Feb. |—Baltimore Auto Show, Bal- 
timore. 

Jan. 25-Feb. 2—Houston Automobile Show, 
Houston 

Feb. 1-6—Toledo Auto Show, Civic Audi- 
torium, Toledo. 

Feb. 1-6 — Rochester Automobile Show, 
War Memorial Exhibit Hall, Rochester, 

Y 


— we 

Feb. 1-9 — Louisville Automobile Show, 
State Fair Exposition Center, Louisville. 

Feb. 3-6—St. Petersburg Auto Show, 
Roller Rink, St. Petersburg. 

Feb. 8-16—Milwaukee Auto Show, Mil- 
waukee. 

Feb. 9-15—Hornell Auto Show, New York 
State Armory, Hornell, N. Y. 

Feb. 10-15—Denver Automobile Show, 
Denver Coliseum, Denver. 





Feb. 15-24—Columbus Automobile Show, 
Franklin County Veterans Memorial 
Bidg., Columbus, O. 
Feb. Vera syrocuse Auto Show, Syracuse, 
N. Y. 
Feb. 19-23—Autorams, State Armory, 
Hartford, Conn. . 
Feb. 21-23—Cheyenne Auto Show, Frontier Dealer Service Blasted 
Pavilion, Cheyenne. 


I still like the folks where I 
bought my last three new GM 
cars, and likely will buy more of 
them. This letter is intended only 
for whatever good it may do in 
general, and I prefer not to get 


March 1-9$—Kansas City Auto Show, Mu- 
nicipal Auditorium, Kansas City, Mo. 
March 69—Asheville Auto Show, City 
Auditorium, Asheville, N. C. 

March 26-30—Imported Auto Show, Civic 
Auditorium, Seattle. 

March 26-30—West Texas National Auto 
Show, Municipal Coliseum, Lubbock. 

Apr. 5-13—International Auto Show, New 


York Coliseum, New York. involved. 
> 2 @ I recently took my car “home” 
General for lubrication, new plugs and 


Feb. 3-6—3ist Annual National Automo- 
tive Accessories Manufacturers’ Expo- 
sition, Navy Pier, Chicago. 

Feb. 20-23—Pacific Automotive Show, Pan 


tappet adjustment. The “bill” was 
over $50; new parts were said to 


Automotive Cartoon 


Of the Week 


KEEP Your 
SERVICE 



















vrPT 











nately I caught it in time, and 
used oil from my drip stick to get — 
in. 

So I moved over to a small ™ 
service-station shop, and while 
they charge about the same per 
hour, they only install parts I~ 
need. And when they do, they put © 
them on properly, and when they © 
grease the car, it’s greased. : 

The above situation seems to be | 
pretty general where I go in any 
part of the country. But it would 










Pacific Auditorium, Los Angeles. 

March 31-Apr. 2 anadian Automotive 
Wholesalers’ & Manufacturers’ Assn., 

Winnipeg, Man. 

Apr. 23-25—1958 Spring Booth Conference 
of Automotive Wholesalers and Manu- 
factuters Representatives, Bon Air Hotel, 
Augusta, Ga. 

May !-8—American Society of Tool En- 
ineers, 26th Annual Meeting and Tool 
how, Convention Center, Philadelphia. 

May I1-l4—Annual Convention, Automo- 
tive Engine Rebuilders Assn., Sheraton- 
Park Hotel, Washington, D. C 


be needed and I was not consulted. 


sure be nice if a person could go 
t In Oe ed ten et loosely Baus to his new-car dealer for service. 
installed that if I had failed to | —F Lona Owner. 
check them, I would have had a 
an accident, The front bearing | Tool and Die Story Lauded 
on my generator from Thank you for forwarding the 
aee eS —_ >= Dec. 30th issue of Automotive News. 
on personal check that the pack- This was one of the most interest- 
ing had been removed. Fortu- | ing articles that I have ever read 











20 Years Ago a 
The Big Stories 


The sale of 91,509 cars and trucks in 1937, compared with 91,968 in 
1936, was reported by Paul G. Hoffman, president, Studebaker Corp. 
December sales amounted to 4,757, compared with 7,577 in 1936. 

The “Sixty,” a low-priced series was introduced by Cadillac in the 
early 1938 market. The “Sixty” featured a V-8 engine with a dis- 
placement of 346 cubic inches and developed 135 horsepower. 

A $25,000 contribution to traffic safety by Alfred P. Sloan, board 
chairman, General Motors Corp., was announced by the Automotive 
Safety Council. The money was said to be the largest personal con- 
tribution ever made in this country. 


Export shipments of Nash automobiles during the calendar year 
1937 were 40.1 percent ahead of those of the year 1936, according to 
a Nash spokesman. 

—From the files of Automotive News 





concerning our tool and die in- 
dustry. It especially summarizes 
the problems we are facing today. 
—O.aFr C. Kroneman Jr., Liberty 
Tool & Die Corp., Walled Lake, 
Mich. 











+ +. 
It Was Kansas City 

I was greatly displeased to see 
the convention of the Automotive 
Warehouse Distributors Assn. 
moved to St. Louis, while nowhere 
in our news release did we indicate 
St. Louis as a meeting place (it was 
held in Kansas City). 

Incidentally, the convention will 
be held in Kansas City in 1958 and 
1959—the ’58 meeting starting Dec. 
11 at the Muehlebach Hotel.— 
Martin Fromm, Martin Fromm & ~ 
Associates, Kansas City. 3 
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MIAMI SS 


FIRST IN THE NATION 
iN AUTO SALES per family 
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AMERICA’S HOTTEST AUTO 
MARKET... SOLD BY THE 
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Potential Is There, NADA Told... 





6 Million °58 Sales 
Possible, Dietz Says 


Eprror’s Note: Following is the 
text of an address delivered by 
Arthur O. Dietz, president of CIT 
Financial Corp. at the NADA 
convention in Miami Beach. 


I AM an optimist about 1958. 
While I have entitled this talk 
“A Realistic Look Ahead” as a 
warning that I am not going to 
engage in any day-dreams or de- 
liver a Pollyanna sermon, I still 
firmly believe that the current 
vogue of black pessimism is un- 
justified and does a disservice to 
our country both at home and 
abroad. 

I intend to try to weigh the fa- 
vorable and the unfavorable factors 
in the present business picture and 
see if we can’t come to some 
common sense and balanced con- 
clusions about the 
business outlook 
and our business 
opportunities in 
1958. Although I 
am no more of a 
certified economic 
prophet than you 
are, or the fellow 
sitting next to 
you is, here goes: 

There are two 
ways to attempt 
economic fore- 
casting—to take a short-range look 
or a long-range look. Obviously, a 
very short-range forecast is easy 
to make. Any man in this room can 
accurately predict how business 
will be tomorrow, which is as 
short-range as you can get. As soon 
as we try to make a prediction 
about the level of the automobile 
business, or any other business, as 
it will be next June or next De- 
cember, the forecasting becomes 
harder. 

Finally, however, if we get far 
enough out ahead of the present, 
our task seems to become easier 
again. There are certain broad 
indicators to help and we can 
take comforts from the facts that 
we are allowed a considerable 
margin of error and that no one 
is going to check up on us very 
closely—if at all. 

The grave danger in overempha- 
sizing the short-range outlook is 
that it can destroy a true perspec- 
tive or put our judgment badly out 
of focus. After a few poor 10-day 
sales reports or a couple of months 
of red ink, it takes considerable 
fortitude to avoid beginning to talk 
—and act—as if the whole automo- 
bile business—the whole economy 
even—is going to the dogs. 

Of course, we all know that isn’t 
so. We must not let today’s prob- 
lems or what appears to be the 
shortrun outlook blind us to the 
tremendous future that lies ahead 
for our great land and the automo- 
bile industry. 

> 





Arthur 0. Dietz 


Wyran 10 years, our population 
will total 200 million compared 
with today’s 171 million. The gross 
national product will te $600 
billion, compared with today’s $436 
billion, and disposable personal in- 
come—the money the American 
people will have to buy cars and 
anything else they may want—will 
total $400 billion, compared with 
$303 billion now. 

There will be 132 million people 
of driving age (17 or older) com- 
pared with today’s 114 million. 
There will be more than 90 million 
motor vehicles on the American 
roads to trade and service, com- 
pared with today’s 67 million. One 
family in every five should own 
two or more cars, compared with 
today’s one in eight. The nation 
will have 50,000 miles of super- 
highways, compared with the 
present 10,000. 

Is the automobile industry fac- 
ing a great future—years when 
we will sell eight to 10 million 
new cars? It undoubtedly is, and 
this will eccur within the im- 
mediate business future of most 
of the men in this room. 


With such a potential, there are 
great businesses to. be built and 


some men. By others, if not by us. 
So, in part to prepare for this 
future, let’s now look at 1958 in 
perspective, realistically appraising 





| the short-range outlook but always 
rere in mind that the best is 
| yet to be! 

We should be mindful of the 
backdrop of general economic con- 
ditions against which we are op- 
erating. The economy has indeed 
been moving sideways or losing 
steam for months—since last sum- 
mer, really. Unemployment is 
approaching 3% million persons, 
caused by norma] midwinter cut- 
backs, reductions in the defense in- 
dustries and layoffs in manufactur- 
ing plants and elsewhere. Of course, 
3% million people out of work is 
too high a figure, compared with 
the 3,244,000 who were out of work 
in January of last year. 

= * fe 


‘Look at the Plus Side’ 


gee are reports of continuing 
declines in the order backlogs 
of manufacturers. The industrial 
production index has been dropping 
for four months and is now about 
5 percent below a year ago. Capital 
expenditures for plant and equip- 
ment are likely to be between $2 
and $3 billion dollars lower in 1958 
than in 1957, or a drop of 7 percent. 

The stock market provides no 
basis for great optimism. There is 
a tendency for consumer prices to 


edge upward, while personal in-| 


come for the moment is static or 
declining. 

Yes, those are some of the 
negative factors that many people 
are quoting. But how about the 
plus side? 

First of all, there is the certainty 
that Government spending will 
pick up materially as the year pro- 
ceeds. It is reported by the sound- 
est Washington observers that 
Federal appropriations for defense 
will be increased by as much as $3 
billion in the near future. Mean- 
while, the Defense Department has 
abruptly reversed its policy of 
dragging its heels on munitions 
spending and will place more than 
$9 billion of new orders in the next 
six months. 

Before 1958 is half over, Uncle 
Sam is going to be spending money 
on armaments at a pace faster 
than at any time since the Korean 
War! Add to this the enormous 
amount of public construction by 
states, counties, cities and towns 
for schools and the like, and you 
have a strong foundation of solid 
economic activity that is bound to 
help business everywhere—and to a 
greater and greater degree—as the 
year rolls along. 

. . - 

HE construction industry confi- 

dently expects at least a 5 per- 
cent gain in 1958 over 1957. Housing 
starts, which dipped to 980,000 last 
year—the lowest figure since 1949 
—should climb back to at least 1,- 








100,000, and sales of new and old 
houses should be aided by easier 
and cheaper credit. 

Our people are well-off—personal 
savings are at a record high. Liquid 
assets alone—individual holdings of 
currency, bank deposits and sav- 
ings bonds—total $262 billion, or 
about 5 percent above a year ago. 
And this figure does not include 
the hundreds of billions invested in 
securities, insurance and pension 
funds. 

While no one can safely predict 
the full course of the Federal 
monetary program during the 
year, the odds seem good that 
more credit will be available, with 
money easier to borrow. This 
seems like a sure thing if busi- 
ness conditions should continue 
to hesitate. Business confi- 
dence should pick up by spring 





if the worst that some people fear 
does not develop. 

Most of the experts believe the 
gross national product will rise 
another $5 billion to go over the 
$440 billion mark and they place 
maximum reliance on the expecta- 
tion that consumer spending will 
rise. Why, consumer spending in 
poor old 1957 was $14 billion above 
1956, and the forecast is that in 
1958 we expect to top this alltime 
record by another $7 billion! 

Remember, all these very prom- 
ising influences toward a prosper- 
ous 1958 are only expert estimates 
or forecasts. Even so, many of them 
are about as certain to occur as 
any economic probabilities ever can 
be. The increase in Government 
expenditures at the Federal and 
local levels, expansion of the high- 
way program, the existence of a 
record amount of both disposable 
personal income and personal sav- 
ings—these and others are factors 
we are safe in counting on, it seems 
to me. 





A Glance Back at °54 


ESS certain, to be sure, is the) 
course of consumer expendi-| 
tures. No one can safely predict | 
whether consumers will or will not 
spend as much in 1958 as they did 
in 1957—let alone spend that $7 
billion more that I just held forth 
as a possibility. This is a question 
of tremendous importance for it 
is consumer spending that will 
actually set the course, and even- 
tually the level, of our national 
economy in 1958. 

It is up to all American business- 
men to stand up to the responsi- 
bility of keeping consumer spend- 
ing high. Back in early 1954, 
during a time that was rather 
like this, with lots of gloomy fore- 
casts in the air and business condi- 
tions apparently worsening, I was 
asked to make a talk on the situa- 
tion before the Economic Club of 
Detroit. I felt then exactly as I feel 
today, so I went before that dis- 
tinguished audience to say this: I 
quote: 

“In recent months, we may 
have had our troubles with sur- 

pluses in some lines, but our 
biggest surpluses have been in 
economic forecasting and in fruit- 
less business worrying. This busi- 





Cuban Visitor Meets the 'Mule'— 


Fernando Ovies, center, head of Willys Distributors S. A., Havana, Cuba, received 
his first indoctrination on the Mechanical Mule, a new Army vehicle, when he visited 
enormous profits to be made—by| the Willys pliant in Toledo. Features of the platform-type vehicle were explained by 
J. C. Delaplain, right, general manager, Willys-Overland Export Corp., te Ovies and 
Jack Braddock, regionel manager for the export corporation in the Caribbean area. 
The Mule was developed by the U. S. Army Ordnance Corps and Willys for off-the- 


road use by troops in forward combat areas. 
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Minks for Dealers— 


Ida Mae Slabavgh models a mink 
jacket, one of the prizes in Studeboker- 
Packard Corp.'s “Mink for the Ladies” 
contest for Mercedes-Benz dealers. Dealers 
will earn points for every retail delivery 
of a new Mercedes-Benz cor either in 
the United States or in Europe. The 
winners will receive mink coats, jackets, 
or stoles for their wives. The contest ends 
Feb. 28. 


ness recession, if that’s what it 
is, has been called the best- 
advertised, most-discussed and 
most prosperous ‘bust’ in our 
history. 

“In every depression or recession, 
there are always companies which 


|make progress against the tide, 


which report higher earnings and 
larger sales even though industrial 
averages are down and the business 


|of their competitors is declining. 


These companies illustrate the 
genius of the good businessman to 
meet the challenge of the times 
and to find ways against odds to 
get people to buy more of the 
products he is selling. 

> . * 


ET’S not abdicate our individual 
responsibilities as we look to 
others to do things to increase con- 
sumer spending and keep our 
economy growing. In a free system 
of private enterprise, temporary ad- 
justments are unavoidable. How- 
ever, the American standard of 
living—which is another way of 
saying the desire of an intelligent, 
thrifty, home-loving, family-loving 
people for a richer, fuller life for 
themselves—will always respond to 
the right products, the right prices, 
the right selling effort and the 
right facilities. 

“Never in all history has there 
been as good a designer, as good 
a producer, as good a salesman, 
and as good a planner as the 
American businessman. If he has 
not been believing too many fore- 
casts or if he has not lost his past 
gumption for some other reasons, 
we can rely on him to come 
through again. I am willing to bet 
that he will!” 

I have rarely been as right in 
my life as I was on that occasion. 
You know what happened— 
business conditions started to pick 
up as the year progressed and 
they definitely turned the corner 
by the year-end, so that 1955 was 
the year of greatest prosperity in 
our entire history—and you 
fellows sold 7,200,000 new auto- 
mobiles! 

If we are to repeat our 1954-55 
experience, every industry must do 
its share to attract consumers into 
the market. However, we in the 
automobile industry have a special 
responsibility because ours is the 
nation’s Number One industry. If 
auto sales start to pick up in the 
next few months—if there are a 
few rosy headlines about a growing 
demand for cars and higher pro- 
duction rates in Detroit—then you 
can just bet that both consumer 
and business confidence will pick 
up everywhere and things will start 
to hum with a vengeance! 

Our industry has it in its power 
to be the trigger for a real come- 
back before the year is out. So now 
let’s see what the chances are for 
anything like this to happen. 

* ¢ se 


°58 Can Be Good Auto Year 

I SHALL first state flatly and in- 
sistently that—1958 can be a good 

automobile year because of 1955. 
Do you realize that right now 

more than five million of 1955’s 7.2 








million new-car buyers owe nothing 














on their cars and have a good trad 


ing equity to buy a 1958 auto? / 
do you realize the remaining 29 
million will finish making their 
payments during the coming year, 
most of them accomplishing thig 
in the first six months? 

Do you also realize there are 19 
million cash buyers of 1956 carg 
who ought to be ready for a new 
car during the 1958 model year? 
Do you recognize that half of the 
1956 time buyers—two million of 
them—will complete enough of 
their contract payments during 
1958 so that they too will have 
adequate trading equity toward a 
new car? 

And what about the used-car 
market, with more people driv- 
ing and buying used cars all the 
time and the annual rate of 
scrappage climbing toward the 
five million mark? 

Sure, we've got plenty of live 
prospects—if they can only be sold! 

This statement leaves two big 
questions unanswered: Will those 
“prospects” have the money to buy 
and will they choose to buy? 

On the first question—ability to 
pay—the answer seems quite clear. 
The facts on employment, consumer 
income and personal savings prove 
that. Most people will be in just as 
favorable a financial position to buy 
new cars this spring as they were 
at any time in recent years. 

There are indeed some sections 
of the country and some communi- 
ties where there have been layoffs 
or where overtime has been cur- 
tailed so that many people do find 
themselves with less money on pay- 
day. However, we still have 65 
million people employed —just as 
many as a year ago—even with our 
3% million unemployed. Actually, 
only 1.3 percent of the total work 
force has lost out in the layoffs of 
the past six months. 

az . > 
A§ FOR trying to evaluate the 
effect on car sales of reduced 
overtime or other cuts in income of 
those who are employed, about the 
best that can be done is to com- 
pare what has happened recently 
to total personal income as com- 

pared with car prices. 

Very little has happened since 
last October to change this com- 
parison, so the conclusion is plain 
that the American people are still 
making lots of money and that in 
the aggregate they have the finan- 
cial capacity to buy lots of auto- 
mobiles if they choose to do so. 

So finally, we come to the hard 
core of the problem—what about 
consumer expectations — consumer 
confidence—and the willingness of 
people to spend some of their sav- 
ings and obligate their future in- 
come for the purchase of new cars? 
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No Accident— 


E. E. Camferdam, president, Security 
Motors, Inc. (Rambler), is attracting con- 
siderable attention with this display in 
front of his showroom in Memphis. The 
display is an English Austin which wos 
cut in half with an acetylene torch and 
Propped into position in front of the 
showroom. The paint on the glass makes 
it look as if the car really crashed 
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End matching problems with Du Pont color service 
... Save time, money, materials 


You can forget about color-matching problems when you 
use factory-matched DUCO® or DULUX® colors. These de- 
pendable formulas ensure truly accurate color matches, 
for they are made to meet car makers’ standards. 

“Duco” Lacquer comes in more than 1,200 colors for 
quick, convenient matching. And it’s quick and easy to 
apply . . . sprays on smooth, gives full coverage, polishes 
quickly to a hard, brilliant gloss. 

“Dulux” Enamel, too, meets the same high standards of 
performance. Because of its economy and rugged beauty, 
“Dulux” is the first choice for over-all jobs on commercial 
vehicles and for panel repair and reconditioning of used 
cars. It covers fast, needs no compounding, and provides 


quick, sure results on every job. 


EVEN JOSEER-MEED COLORS are accurate when For fast, controlled color matching and for savings in 
made to Du Pont color formulas. Exact weights, 


ingredients and laboratory-accurate formulas en- time, money and materials, specify Du Pont “Duco” or 
sure matches for even out-of-date and custom colors. Dulux” every time you order color. 


Du Pont Refinishing Materials 


chemically engineered to do the job better 
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BETTER THINGS FOR BETTER LIMA#S ... THROUGH CHEMISTRY 
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he Man Behind the Wheel .. . 


Sales Testing the New Models 


Eprror’s Note: This is another 
in @ new series of articles which 
will report factual results of road 
testing new models. The goal is 
to develop sales ideas that may 
be put to use by dealers and 
salesmen. Articles will be written 
with the idea that dealers, sales 
managers and salesmen may 
want to show them to their pros- 
pects, since the material origi- 
nates from an impartial source. 

* * > 
By L, H. Houck 
Traveling Correspondent 

HE new Chevrolet is no fair- 

weather car. Neither is air 
suspension. They can both take the 
weather and the roads as they find 
them. 

This beautiful, luxurious Chevro- 
let Impala sport coupe of the Bel 
Air .Series, with Turboglide and 
Level Air air suspension, turned up 
its nose at the edge of the Colorado 
Rockies, was equally contemptuous 
of sleet, snow and rain on moun- 
tain grades and swooped.down 
across a corner of Texas and home 
by way of Oklahoma. 

On top of this, it was equal 
to this correspondent’s bad habit 
of looking at a map and figuring 
out a short cut based on the | 
methods used by crows. As a | 
result, the Impala and its air | 
suspension were treated to a 
bumpy road that would pass as a 
fugitive from a maintenance crew. | 

One of the miracles of modern 
auto production is that advanced 
equipment is available to prospec- 
tive buyers in all auto-price ranges. 
Otherwise such an improvement 
as air suspension would be re- 
served for top-priced cars. 

Chevrolet has come a long way 
since it first saw the light of day) 
in 1911, and it has given a good! 
account of itself every year. But 
Chevrolet is a grownup boy now 
with everything — including luxury 
appointments. 

. > 


> > 
Air Suspension Tops 
INCE air suspension is the new-| 
est accessory offered on 1958) 
models, it can well be the most im-| 
portant decision that a new-car| 
buyer will make this year. I'm peo- 
ple and akin to the general public 
in fighting change and making snap 
judgment on new things, and I was| 
opposed to air suspension. But this | 
Impala sold me 100 percent. 

Air suspension rides a little | 
better but it is a different ride. | 
It doesn’t pitch and it conyeys | 
an impression of sure-footedness | 
to the driver it keeps | 
the front end in perfect align- 
ment by levelling at any load to 
the predetermined correct level. | 

The suspension also keeps the 
wheels in better contact with the | 
road. There is no bottoming, almost 
no sway. It hits the big bumps a 
little harder because the air system 
opposes in relation to the push, and 
it hits the little bumps softer as 
ees with conventional spring- 
ng. 

If you buy air suspension you 
will get longer wear from front 
> = 
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| Snappy Rear View— 


The continental tire kit gives the Chevrolet Impala a snappy rear view. This is the 
cor that was test-driven by L. H. Houck, Automotive News’ travelling correspondent. 


tires and you will have a car with 
front-end alignment that will re- 
quire fewer expensive alignment- 
service operations. 

As your car gets older, it will 
hold the same alignment and the 
same level ride that it had when 
new, a condition not possible with 
steel springs of any kind. It will 
not be weakened from overloading. 

Sagging conditions caused by 
springs that are weaker on one 
side than the other will be elimi- 
nated. A level ride means a safer 
ride at all times and at all speeds. 

* > > 


Suspension Service 

age is no problem. It has 
been touted as the bugaboo of 

the air-suspension system. I have 

studied the Chevrolet shop manual 

on air suspension and any me- 

chanic can service it efficiently. 

The system is simplicity itself 
and easy to understand. There is 
an air spring at each wheel which 
replaces the conventional coil 
spring. This is a large air unit 
made of steel with a nylon-and- 
rubber bellows to allow for the 
up-and-down movement, 

Inside each bellows is an air 
valve which regulates the amount 
of air admitted to or released 
from the air spring. This is deter- 
mined by the load and the number 
of bumps from the highway. When 
the car is standing still or rolling 
over a comparatively level road, 
the air spring does nothing but 


Car Tested: 
CHEVROLET 


Model: Impala Sport Coupe 
(two-door hardtop) Model 
17-1847. 

Engine: Turbo-Thrust V8 with 
four-barrel carburetor. (Three 
two-barrel carburetors optional). 
Gross horsepower 250 at 4,400 
rpm, gross torque 355 at 2,300 
rpm, Compression ratio 9.5-to-1. 
Hydraulic valve lifters. Bore 
4.125, stroke 3.25. Dual exhaust 
standard. Engine is new design 
from fan to flywheel, with com- 
bustion chamber entirely within 
the block. 

Transmission: Turboglide, 
higher option companion to 
Powerglide, introduced last 
year. Improved this year with 
new clutches, new housing. 
Grade Retarder is incorporated 
for additional braking at speeds 
under 40 mph. 

Accessories: Air suspension, 
electric windshield wiper with 
washer button in switch knob; 
heater, radio with transistor 
audio system, two-way electric- 
powered front seat, continental 
tire kit, three-point hub caps on 
Impala wheel disk, tinted glass, 
power steering, power brakes, 
electric windows. 

Tires: Goodrich Silvertown 
Deluxe, white sidewall, four-ply 
tubeless, 3.00x14. 


cushion the car and its passen- 
gers. 

It should be pointed out that the 
air valve, a simple mechanism, is 
located inside the air spring where 
it is subjected only to filtered air 
—none of the dirt and dust of the 
road can get to it, which should 
ensure long life. 


The air spring operates at a 
pressure of 100 pounds per square 
inch, receiving air from an air 
tank at the front of the. car. 

Air is supplied by a small alu- 
minum air compressor in the en- 
gine compartment. The compressor 
is operated by a belt from the fan 
pulley and is lubricated from the 
engine’s pressure lubrication sys- 
tem. It requires no attention. 

It is a component of a semi- 
closed system in that the air com- 
pressor takes its air from the low- 
pressure lines first. The compressor 
takes air from the atmosphere only 
for makeup air. So the air largely 
is recirculated, which means drier 
air. 

* = 


o 
Air Tank Near Radiator 


HE air tank is a small steel 

tank located in front of the 
engine near the radiator, It has a 
drain valve in the bottom which is 
to be opened at 1,000 to 2,000-mile 
intervals for draining any moisture 
that has collected. 

The service station has to do this 
to its air tanks. This operation is 
as old as the hills and is common 
wherever compressed air is used. 
Servicemen will drain this tank 
when the car is lubricated. 

If the belt were to break, the 
compressor would not operate 
and would not supply air to the 
air tank. If it were not discovered 
for a considerable time, the sys- 
tem would gradually lose its air. 
However, the fact that the air 
was going down would soon be 
evident. 

The makers have provided a 
small valve at the junction block 
near the tank. The air in the sys- 
tem can be locked in by closing 
this valve. Anyone can close it. You 
then drive to a service station and 
have the belt replaced. If you lost 
your air and then replaced the 
belt, it would pump up the system 
quickly. 

> * > 
No Danger 

HEAR a lot about the conse- 

quences if the air-supply tank 
is ruptured. through accident or 
otherwise. 

In the first place, the system is 
provided with two automatic 
pressure-relief valves which protect 
against too much pressure. 

If the tank were ruptured, its 
pressure would be lost through 
the first small seam-like opening. 
A sizzle is all you would hear. A 
rupture is most unlikely unless 
you have a serious accident. 
Air-tank trouble will be less likely 
than normal radiator leakage. 

The quality of the materials and 
the ease of containing compara- 
tively low pressures make large 
leaks unlikely. 

Sturdy means for controlling 
such pressures have been in wide 
use for many years, and it is no 
trouble to have a system without 
leaks. Higher air pressures have 
been used on truck-brake systems 
for years without trouble. 

* * 


Slow Leak Easily Corrected 
RDINARY leaks will be slow 
leaks that might show up 

after a car has been left all night. 

In this case you would note a 

lowering of the body. If that is 

the only trouble, the system will 
correct itself a few minutes after 
the engine has been started. 

But if there is a ous fail- 
ure, which is not as likely 
as tire failure, the body will 
settle to about four inches off 
the ground. It can be driven in 
that condition slowly over level 
ground. ‘ 

If it cannot be pumped up with 
the compressor, provision has been 
made for filling the system from 
an air hose at a service station. 
There is an ordinary tire valve at 
the junction block. The system can 
thus be pumped up and the 


junction valve closed. The car 
then can be driven home or to a 
dealer where the leak can be 
corrected. ne 

One of the big advantages of this 
system over air in tires, for in- 
stance, is that the system is far 
more likely to lose air in a garage 
overnight than on the road. 

I was told by doubters that 
when the car sat out overnight, it 
would be flat on the ground the 
next day. But the Impala sat out 
in motel drives in snowy weather 
and didn’t settle a bit. 5 


* * * 


Leaks Easy to Spot 

A™ leaks usually will be small, 
easy to find and economical to 

repair. And once a system is in 

nonleaking condition, it should last 

and last. 

How long will the system last? 

Probably no one knows but it 
is certain that it will last for a 
long time, probably during the 
life of the car. Through the first 
and second owners on an aver- 
age. 

Big advantage is that wear prob- 
ably will show up first at the 
bellows because of repeated flexing. 
These can be economically replaced 
by Chevrolet service departments. 

For the man who hauls varying 
loads—driving alone part of the 
time, with his family part of the 
time, or for the salesman who 
hauls a lot of samples—air sus- 
pension will bring actual savings 
in tires and alignment adjustments 
because the extra load doesn’t 
mean a thing. 

> > * 

Driving Proves Quality 
|e? in an air-suspension car 

is not enough—drive it, Feel 
the cornering ability and how it 
takes high-crown and rough roads. 
There is no misconception about 
levelling. Levelling refers to the 
ability of the system to maintain 
the car at an exact, predetermined 
proper level from the ground re- 
gardiess of load—or lack of load. 

I pulled off the road and acci- 
dentally discovered a good way 
to demonstrate how air- 
suspension works. The left back 
wheel was on a hump and the 
right back wheel was in a hole 
—but the bumper and body were 
level from left to right. I'd dupli- 
cate this road condition to show 
off the advantages of air sus- 
pension. 

A prospective buyer needs to see 
the air spring and handle it to 
understand how big and sturdy it 
is. He can then see that the pres- 
sure inside the unit seals out dirt, 
and at the same time locks the 
nylon-and-rubber bellows to its rim 
in the same manner as a tubeless 
tire. 

When you see that four of these 
units are holding you up, you're 
going to have a lot more confidence 
in their ability to handle the job. 

> . . 


What Servicemen Think 


I TOOK the Impala and its air 
suspension over to Bud 
Watcher's Shell Service Station, 
Highway 50 West, Jefferson City, 
Mo., along with the sample air 
spring Chevrolet sent down from 
Kansas City. I showed him the 
(Continued on Page 31, Col. 1) 


Level Air's ‘Brain'— 


In the center of the engine is the 
small aluminum, pressure-oiled air com- 
pressor that operates Chevrolet's Level 
Air suspension system, Jar at the right, 
located between outside air filter and 
pressure tank, traps moistbre. The oval 
just above the glass jar is the top of 
the small air tank. : 


Quick Delivery— 


Mayor Edward F. Voorde of South 
Bend, behind the wheel, couldn't wait to 
get his new Studebaker Starlight so he 
and Dealer Eli Spicer, right, went over 
to the Studebaker-Packard plant to get 
the two-door hardtop as it rolled off the 
assembly line. Mayor Voorde chose an 
all-black car with a manval transmission. 


Rutland to Give 
Keynote Speech 
At TTMA Parley 


PALM BEACH, Fila.—Guy W. 
Rutland jr., president of the Ameri- 
can Trucking Assns., will deliver 
the keynote address at the 17th 
annual convention of the Truck- 
Trailer Manufacturers Assn., Inc., 
opening today (Jan. 20) at the 
Palm Beach Biltmore. 

Rutland will speak at the first 
general session tomorrow. Also 
speaking will be E. G. Cox, chief of 
the safety section of the Interstate 
Commerce Commission’s Bureau of 
Motor Vehicles, and Herbert H. 
Hall, materials-handling specialist. 

Dr. George P. Baker, president 
of the Transportation Assn. of 
America and a Harvard transpor- 
tation professor, will give the prin- 
cipal talk at the Wednesday morn- 
ing session. 

W. R. Hummel, convention chair- 
man, said items for discussion will 
include development of a method 
for determining trailer floor rat- 
ings and other equipment proposals 
of ATA’s regular common carrier 
conference. 


Registrations High 
For Plastics Show 


CHICAGO.—Advance registration 
for the 1958 National Plastics Ex- 
position, to be sponsored by the 
Society of the Plastic Industry, 
Inc., next Nov. 17-21 at the Inter- 
national Amphitheater here, is 50 
percent ahead of registrations re- 
ceived at a corresponding time for 
the last Chicago show held in 1950. 


John J. Bachner, chairman of 
the exposition committee and pres- 
ident of Chicago Molded Products 
Corp., said 165 exhibitors have 
signed up—more than the total 
number of exhibitors registered for 
the previous Chicago exposition. 
He expects the number to exceed 
200 by the time the show opens, 
he said. 

The exposition is expected to 
draw 20,000 representatives from 
industry, business, retailing, mer- 
chandising, government and edu- 
cation. It will not be open to the 
public. A National Plastics Confer- 
ence will be scheduled at the same 
time at the Morrison Hotel, 


Brook Named President 


Of Indiana Dealer Unit 


SOUTH BEND.—Milton M. 
Brook, Brook Motor Sales, Inc. 
(Studebaker), Mishawaka, has been 
elected president of the New Car 
Dealers of St. Joseph County, suc- 
ceeding Leo A. Newman, Newman 
& Altman, Inc. (Edsel), Elwood. 

W. Dalton, Dalton Pontiac, Inc., 
South Bend, was elected vice- 
president, and Fredrick K. Baer, 
South Bend, was named counsel for 
the association. 
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Sheet-Metal School 
Set Up to Turn Out 
More Skilled Help 


ENERAL MOTORS, through its 

nationwide network of train- 
ing centers, will move this year to 
help alleviate one of the most criti- 
cal shortages of trained manpower 
in the automotive service industry, 
that of sheet-metal workers. 

This program had a “test run” 
in several training centers last 
year, and demonstrated that it 
could turn out qualified sheet- 
metal men. 


The program is not for experi- 
enced sheet-metal repair men, but, 
more important, for beginners in 
this most necessary work. 

Employes of GM dealers are eli- 
gible for this training, either men 
currently working for dealers who 
feel that they would like to get into 
this field or men who have been 
hired by dealers specifically for 
for this training. 

> > * 
pyecaves of the type of the 
work, classes must be kept small | 
so that an instructor can give the 
proper amount of attention to each 
student. 

Approximately 2,000 sheet-metal 
men, it is estimated, will be trained 
in these courses this year. While 
this year’s trainees will not fill any 
great gap in the void that exists in 
this type of work, the course will 
be a definite start on a program 
that is badly needed and one that 
can furnish a number of dealers 
with at least one more man that 
can do the normal run of metal 
repair jobs that flow into the aver- 
age dealer’s shop. 

The 120-hour course will be 
presented by Fisher Body divi- 
sion under instructors trained by 
the division. 

It is divided into two parts. The 
basic course of two weeks (80 hours 
of instruction) provides a_ solid 
groundwork of training in all 
phases of sheet-metal repair meth- 
ods and in the proper use of hand 
and power tools. After actual work 
experience, each student returns 
for a finishing course of 40 hours. 

Upon completion of the 80-hours 


Institute Prepares 
Code of Standards 
For Refinish Work 


recently organized Automo- 
tive Refinish Institute is em- 
barked on a project that has been 
badly needed in the automotive 
service industry for many years— 
the working out of a set of indus- 
try standards and procedures for 
the repair and refinishing of auto- 
mobile sheet metal work. 

While the work of developing 
these standards will go forward 
under the direction of J. R. 

. Mason, Rinshed Mason Co., gen- 
eral chairman of the standards 
committee with only the 13 com- 


group currently participating. 

It is expected that other fi 
supplying materials, tools, equip- 
ment and supplies to this business 
will join the institute shortly as it 
is expected that many leading firms 
in the field will want.to participate 
in the setting of these standards 
and the development of a refinish 
manual. 

Associated with Mason in this 
work will be Harry Webster, H. K. 
Porter Co., for body tools and 

(Continued on Page 20, Col. 1) 


to handle minor metal repair jobs 
and to be a capable assistant on 
major repairs. 

During this 80-hour course, the 
student will learn how to recog- 
nize elasticity, ductility and work 
hardening of sheet metal. He will 
discover how these characteristics 
apply to correcting damaged pan-| 
els, analyze the damage on a panel 
to determine the extent of direct) 
and indirect damage and learn the} 
sequence of operations or repair) 
procedure. 

* > > 
H® WILL take up basic repair 
operations and become familiar | 
with each hand tool, rough and 
bump a damaged section of a roof 
panel and disc, sand and file a sec- 
tion of a roof panel. | 

He will study the construction 
and operation of the gas welding 
outfit, come to know the safety 
rules for welding and practice the | 
basic weld joints. 

Then he will find out how braz- 
ing equipment varies from gas 
welding equipment and practice the 
basic brazing joints. 


From there he will study the 


equipment required for soldering, 
and practice tinning, filling, pad- 
dling and finishing. 
His next step will be to learn) 
(Continued on Page 21, Col. 1) 








Here’s How 
Experts 
Do It 


Mechanics, order writers and 
service managers often do not 
have time to digest factory tech- 
nical service publications and 
other service material. Here, in a 
new column, are the best tips and 
suggestions gleaned from authen- 
tic and reliable sources. 

. * > 
Air Suspension 

TATIONMEN should be ac- 

quainted with the following 

service features of air suspension 
systems: 

Moisture collects in the accumu- 
lator tank of both Buick and Chev- 
rolet. The petcock on the bottom 
of the tank should be opened every 

(Compinaed én Rage 3. Col, 4) 





“As our first move toward 
service responsibility, we want 
you to get a shave, haircut, bath 
and clean yniform.” 





{merica’s Motor Vehicles 





'Textbooks' in Auto-Lite Courses— 


These are some of the materials used 
auto mechanics, The four manuals at the 


in the Auto-Lite field-training program for 
right, including diagrams and illustrations, 


| were prepared by Auto-Lite ignition engineers. The charts at the left are some of 


the 54 full-color diagrams of the automotive electrical system. Supplementing this 


material are slide and sound films. 
. > = 


In Field Program = os 


Auto-Lite Trains 5,380 


LEDO.—More than 5,000 auto- 

motive servicemen and 380 in- 
structors have been graduated in 
the last six months from Electric 
Auto-Lite Co.’s programs for tech- 
nical specialists and instructors. 


The technical specialist field | 


program, operated in cooperation 
with Auto-Lite central distribu- 


tors and service distributors 


across the country, covers the 
fundamentals of automotive igni- 
tion in an eight-session evening 
course. 

The instructors field-training 
course is handled by personnel 
from Auto-Lite’s service headquar- 
ters in Toledo. 

Introduced by Auto-Lite in 1956 
as one approach to solving the 
shortage of skilled automotive 
servicemen, the two field programs 
have exceeded the company’s 
highest enrollment estimates, ac- 
cording to F. S. Stead, Auto-Lite 
National service manager. 

- . > 


TEAD attributes the program’s 
success to the increasing number 





|of cars on the road—boosting the 
|demand for more trained service- 
men—and elimination of expense 
| and time lost in attending a con- 
| ventional school. 

Stead said an Auto-Lite survey 
in 1955 indicated that if the 
Auto-Lite school could be brought 
to the serviceman in his own 
hometown, the firm could make 
a more effective contribution to 
solving the shortage of trained 
mechanics. 

The survey, he added, also re- 
vealed two major obstacles to be 
|}overcome if a field-training pro- 
gram were to be successful. 

o > . 


yo first was the need to present 
worthwhile information in an 
interesting manner because the 





|own time in the evening to attend. 
The other was the need for 
(Continued on Page 20, Col. 1) 
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students would be giving up their | 








E Federal Civil Defense Ad- 


ministration has issued a little 
booklet that should be read and 
kept by every one owning a car. It 
would be a fine gesture on the part 
of dealers to put one in the glove 


deliver. 


The booklet is called “Four 
Wheels to Survival.” It lists sev- 
eral ways in which the family 
car can become a haven of refuge 
| in case of a national emergency. 


One of the things pointed out is 
that tests under an actual atomic 
explosion in Nevada proved that 
modern cars give a degree of pro- 
tection against blast, heat and radi- 
ation. 

Under the Conelrad system of 
|} emergency radio broadcasting, the 
car radio could be the owner’s only 
source of official information. The 
car can be the owner’s vehicle for 
evacuation, his food storage cen- 
ter and even his temporary: home. 


The booklet advises owners al- 





compartment of every car they 


ways to keep their car in the best @ 


possible condition, to keep tires 
properly inflated, to make sure the 
battery is always properly charged 
and in good working order and to 
keep the tank at least half full of 
gasoline. 


time. While it is just good sense to 
keep sufficient fuel in the gasoline 
tank to get one as far from danger 
as possible in case of an emer- 
gency, keeping the tank full or 
nearly full in cold weather cuts 
down the thance of “gas tank 
| Sweat” that dilutes the gasoline 
| with water and produces frozen 
}gas lines during extreme cold 
| weather. 

| These booklets are for sale by 
|the Superintendent of Documents, 
Continued on Page 22, Col. 2) 








Pacific Automotive Show a Sellout 


wet may be the last of the 
“designated” national automo- 
tive service shows will be sponsored 
by the Pacific Automotive Show 
management in the Pan-Pacific 
Auditorium, Los Angeles, Feb. 20- 
23. 

The Pacific show, as were the 
two previous shows at San Fran- 
cisco and Boston, is a sellout. Ap- 
proximately 400 firms, which 
supply the automotive service 
industry with parts, tools, shop 
equipment, accessories and sup- 
plies, have reserved 660 booths. 
The National Standard Parts 

Assn. and the Motor & Equipment 
Wholesalers Assn. again will hold 
two-day meetings prior to the 
opening of the show. Both meetings 
will be held Feb. 18-19. 

NSPA will meet at the Ambassa- 
dor Hotel and MEWA at the Stat- 
ler. Other associations, such as the 
Automotive Parts Rebuilders, the 
Automotive Affiliated Representa- 
tives and the Automotive Booster 
Clubs International, also will hold 
functions during the show. 

+ * os 


AUtOMotivs groups and as- 
sociations of jobbers, manufac- 
turers sales representatives, car 
and truck dealers, garagemen, 
service-station retailers and fleet 


operators are writing in for ad- 
vance registrations so they will not 
lose time registering at the door. 


All persons engaged in retailing 
and wholesaling automotive service 
are admitted without tickets, but 
they must register before they 
enter the show. 


A record attendance from the 
1l Western states, as well as 
Canada, Mexico, Alaska and Ha- 
waii, is expected at the show, 
calied the largest automotive 
show ever held in this area. 
Officials claim the Pacific Auto- 

motive Show will provide the trade 
with the only opportunity in the 
country in 1958 to see improve- 
ments and latest developments in 
equipment, parts and accessories 
and to meet the manufacturer of 
these products. 

Two other so-called regional 
shows are being proposed. But due 
to action on trade shows taken by 
several manufacturer groups, it is 
felt that these shows could expect 
little support from manufacturers 
who deal on a national basis. 

> * = 


NSPA to Register Guests 


NSPA will open a registration 
desk at the Ambassador Hotel 
for its members Sunday, Feb. 16. 


From 9 a.m. until 5 p.m. on Sunday 
and Monday, show registrations 
will be arranged for those who did 
not make advance registrations. 

The first NSPA convention ses- 
sion opens at 9 a.m. Tuesday, Feb. 
18. A luncheon is scheduled for 
12:15 p.m. and the second session 
for 2:10 p.m. The annual banquet 
will be held at 6:30 p.m. Tuesday 
in the Embassy Ballroom. 

A third business session will be 
held Wednesday morning, with 
lunch at noon. The Young Execu- 
tives Club of NSPA will hold its 
annual dinner meeting at 6:30 
that night. 

MEWA’s annual conference gets 
under way Feb. 17 at the Statler, 
featuring the theme “Blueprint for 
Progress.” 

B. W. Ruark, MEWA general 
manager, said the “Blueprint” 
covers management procedures and 
direction, aimed at providing mo- 
mentum for progress and expansion 
in all major departments of auto- 
motive wholesaling. 

7 * = 

HE “Blueprint” will be outlined 

by some 25 “architects” promi- 

nent in the fields of management 

development and direction, sales, 

finance, legislation, merchandising, 
(Continued on Page 20, Col. 2) 


This latter is good advice at any | 
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Advertising revenue gains, 
1957 vs. 1956, 
for the 10 magazines 


leading in total ad revenue 


Final P.I.B. report for 1957 reveals: 


LOOK leads 


al 


magazines In 


advertising 


revenue gains 


Again it was LOoK’s year. In 1957, LooK outgained a// magazines in advertising revenue. Among 


the 10 magazines leading in advertising revenue, LOOK outgained the next two combined, 


accounted for 31% of the total revenue increase. And LOOK’s advertising page gain was greater 


than that of any other consumer magazine on the list. 


In reach to people, it was LOOK’s year too. Circulation climbed 1,000,000 over 1956 


for the 


largest increase among all major consumer magazines. A new Politz study reported LooK average- 
issue readership up 5,000,000 to 24,800,000 . . . about one out of five Americans aged 10 and over. 


LooK’s dynamic growth in 1957 ... its uninterrupted growth since World War Il... 


stems from its vital editorial character. Its interest in people. Its closeness to people. Its response 


from people. This is the philosophy that has produced one of the great success stories in 


magazine publishing . . . that has made LooK America’s fastest-growing major magazine. 
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Refinish Work Code Planned 


at their disposal GM has worked| ingness to help in the develop- 
out training classes and procedures; ment of the standards. 


as they apply to its vehicles, espe- This same feeling is expressed by 


(Continued from Page 18) 


equipment; J. H. Gustafson, Min- 
nesota Mining and Mfg. Co., for 
tape and abrasives; W. T. Kernan, 
Binks Mfg. Co., for spray equip- 
ment, and R. W. Hughes, Martin- 
Senour Co., for paint and finishes. 


r IS planned that each of these 
men will build up his own indus- 
try committee to aid in working 
out the end of the project that 
affects its particular part of the 
industry. 

Heads of the car and truck fac- 
tory service departments look 
upon the development of these 
standards as something that has 
been needed for years as a guid- 
ing text for the establishment of 
training work in their service 
schools and as a boon to fran- 
chised dealer service managers in 
the development of procedures 
for quality work in the shop. 

They also see it as a basis for the 
guidance of quality and efficient 
shop operations and as an aid in 
the setting of prices on various 
wreck and repair work. 

Among all of the factory service 
departments, General Motors is the 
only one that has been able to 
develop procedures for this end of 
service work with any degree of 
completeness. 


. ee «i 


AVING the experience and 
knowledge of both Fisher Body 
and “Insurance Exchange” experts 


5,380 Mechanics, Teachers | 
Complete Auto-Lite Courses 


(Continued from Page 18) 


hundreds of competent instructors. 

Auto-Lite’s National Service 
Department called in the com- 
pany’s engineering and research 
department and the communica- 
tions department to assist in 
preparing an attention-holding 
course on the fundamentals of 
automotive ignition system main- 
temance and repair, Stead said. 
Course material includes 54 color 
charts of the ignition system, a 
movie and slide film, full-color 
student manuals with plenty of 


how-to-do-it pictures, an instruc-| 


tors manual and breakaway models 

of various parts. 
> > > 

ADDITION, plenty of time was 

provided for individual instruc- 


testing equipment. 


Each course is scheduled and | 


staged by an Auto-Lite central 
distributer or service distributor 
for the servicemen in the ga- 
rages, service stations and spe- 
cialized repair shops in their 
areas, Stead said. 


To meet the need for instructors 
in these classes across the country, 
Stead added, Auto-Lite sent in- 
structors from its own Toledo 





are pe ee 


Purolator Sign— 


This three dimensional sign, 


plastic 
or shadowbox is being offered to dealers 
by Purolator Products, Inc., Rahway, N. J. 


The sign, which is designed to be il- 
luminated by an electric light in the 
back, is made of white plastic with red 
and black lettering. It comes equipped 
with a plug and socket for a lightbulb, 
so thot it can~be installed immediately. 
W can either stand up by itself on a 
shelf, or else hang from the wall with a 
chain that comes with each unit. 


cially as they apply to the types 
of finishes used on those vehicles. 

Yet all GM service executives 
hail the production of an indus- 
trywide set of standards as 
something needed sorely and, like 
all other factory service man- 
agers, have indicated their will- | 


Educational Film 
Is Completed 
By Federal-Mogul | 


DETROIT. — Federal-Mogul-| 
Bower Bearings, Inc., has com- 
pleted the first of a series of edu- 
cational “Guide-Films,” sound-slide | 
films in color dealing with bear- 
ings and oil seals. 


The first of the series deals with | 
automotive wheel bearings and is| 
divided into four parts. Each part} 
provides material for a 20-minute | 
session. 


The four parts are: Introduction | 
to the five chief types of bearings, | 
the care of ball and roller bearings, | 
wheel-bearing adjustment and in- 
spection and replacement of non- 
separable and nonadjustable wheel 
bearings. 

The films are available to those | 
who work with bearings. 


| 


| school to conduct the instructors 
| field-training program. 

Servicemen with five years of 
| practical experience are eligible for 
| the instructors course that is con- | 
|centrated into one week, Stead 
| said. It is designed to refresh the 
| students on the theories of the 
ignition system, bring them up to 
| date on latest developments and | 
| to help them pass on their experi- 
j}ence to the students in their own 
| classes in an interesting and effec- 
tive manner. 





purchasing, labor, advertising and| 
others. 

MEWA social events include | 
the “President’s Receptions” and | 
the annual banquet Tuesday | 
night. 
The annual Booster Clubs “Kick- 
off” banquet will be given by) 
Southern California Booster Club) 
#20, Inc., at the Moulin Rouge | 
restaurant. 





AAR Breakfast Slated 
TT"! Automotive Affiliated Repre- | 
sentatives of the Los Angeles 
group are having a breakfast meet- 
ing in the Golden State Room of 
the Statler at 7:45 a.m. Wednesday, 
Feb. 19. This breakfast is for all 
AAR members, who have been 
asked to bring their factory heads 
and sales managers as guests. The 
Los Angeles group also will be host 
to all AAR group presidents, vice- 
presidents and some territory men. 
No formal meetings will be held 
by other trade groups, such as the 
Equipment & Tool Institute, the 
Motor & Equipment Manufacturers 


Service Guides Issued 
For British Autos 


NEW YORK.—Handbooks on the 
maintenance and overhaul of Vaux- 
hall, Austin and Morris cars have 
been published at $4 each by Arco 
Publishing Co., 480 Lexington Ave., 
New York 17, N.Y. 

The books cover all models of 


all insurance adjusters contacted. 
They, too, feel that the develop- 
ment of such standards and proce- 
dures will be considerable aid to 
them in the adjusting of claims 
which include paint and wreck 


| work. 


+ + * 


|yt IS felt by all involved in the 


setting of such standards that 


| they can be used as a basis for the 
|upgrading of the painter and 


others involved in body and paint 
work and will advance the stand- 
ards now in vogue in these classi- 
fications. 

The standards can be used as a 
guide for differentiating between 
quality paint and body work and 
the “price” work that is tending to 
force many shops to resort to 
“price” work to stay in business, 
it is felt. 


It is acknowledged by many 
paint men that, until such a set 











Testing Ignition Reserve— 


The mechanic is making the ignition reserve test with the Snap-on Anal-O-Scope. 
This patented test places a load on the ignition circuit that is said to duplicate 
driving conditions. Running this test first spots troubles that can be pin-pointed with 
further specific tests. Repeating this test after completing the work allows the me- 


|\School Given Edsel Chassis 
\For Auto-Mechanics Classes 


‘man said. 


400 Firms Reserve Space > ae 


| Pacific Show a Sellout 


tion while working on parts and/| 





(Continued from Page 18) 





the cars back to the early ’30s and 
are well illustrated and indexed. 


of standards is developed, it will 
be impossible to develop any 
mark of distinction for the shop 
that does do quality work. 


This idea of being able to desig- 
nate such shops by an insignia was 
one of the early objectives of those 
who started the formation of the 
institute. 


Thus, while it is thought it will 
take at least one year to gather all 
the data necessary for the estab- 
lishment of the standards, the offi- 
cers of the institute feel that this 
is a primary job and one that 
should be of prime interest to every 
manufacturer in the industry. 


+ 


By W. M. McCarty 
Staff Correspondent 


testing equipment was cited by 
executives of Snap-On Tools Corp. 





Alemite Division 
Offering New 
Wheel Balancer 


CHICAGO.—Alemite division of 
Stewart-Warner Corp. has intro- 
duced an electronic wheel balancer 
which it claims can add $2,000 in 
net volume per year if it is used 
for one job a day. 


The division said the unit is cap- 
able to handling 10 jobs a day. 


Comprehensive surveys in testing 
lanes show that eight out of 10 cars 
on the road need whee] balancing, 
the company said. 

Supersensitive front ends and the 
smaller, wider wheels on newer 
cars have added appreciably to this 
fact, Alemite claims. 

Alemite listed these features of 
the unit: A built-in versatility to 
correct both up-and-down as well 
as side-to-side unbalance; the abil- 
ity to balance any size wheel, on- 
the-car, without adding any attach- 
ments or removing any parts; a 
newly-designed strobe light which 
is effective indoors or out—thus 
not tying up lubrication bays, plus 
operating features which allow the 
inexperienced help to turn out a 
precision job quickly. 

It operates electronically with a 
flashing strobe light. The unit 
balances the entire assembly—tire, 
rim, drum and hubcap—in one 
operation, Alemite said. 

* 





EVANSTON, Ill.—Auto mechanics 
students at Evanston Township 
High School now have a 1958 Edsel 
chassis for study and experiment. 
The Edsel has power steering, 
power brakes, automatic transmis- 
sion and air conditioning and re- 
places the 1940 Hudson which 
classes have been using for 15 
years. 

A gift of Ford Motor Co., the new 
chassis will enable students to gain 
experience and skill in working 
with modern cars, a Ford spokes- 


Rebuilders Assn. during the show. 
Most of their members also belong 
to jobber associations that are 
meeting. 

It also is understod that an in- 
formal meeting of members of the 
Board of Directors of the newly 
organized Automotive Refinishers 
Institute will be held during the 
show. 








Wheel Balancer— 


An electronic wheel balancer which has been introduced by Alemite division of 
Stewart-Warner Corp, is shown in use. The division said the unit corrects up-and-down 
as well as side-to-side’ unbalance while wheels remain on the car. 


| 
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chanic to be sure everything is in order before he releases the car. 
Electronic Ignition Tester 
Called Fast, More Accurate 


as the first step toward automation 
in automotive service departments 


CHICAGO. — Use of electronic-| at a demonstration here of the 


company’s new Anal-O-Scope. 

The Anal-O-Scope, they said, 
uses an entirely new method for 
testing ignition systems and en- 
ables the electrical performance 
of the entire circuit to be 
observed while the engine is 
running. 

In addition to making a quick 
and more accurate analysis, they 
said, the machine is expected to 
bring a new interest in mechanics 
among young men. 

Modern machines, such as the 
Anal-O-Scope, add glamour to auto 
mechanics and prove there is a 
future and progress in the field, 
said Wayne Petersen, of Snap-On. 

Petersen, a former vocational 
school instructor, said vocational 
schools had been surveyed to de- 
termine why they weren’t turning 
out more auto mechanics. The 
answer, he said, was that the 
youths consider there is no glam- 
our and “nothing new.” 

Electronic equipment, he said, 
can help offset the mechanic 
shortage because it does a job 
faster and more accurately. 

A defective replacement part can 
be spotted immediately by the 
Anal-O-Scope, Petersen said, and 
a correction made while the servic- 
ing is still in progress. 

This fact was cited as a money- 
saver in the decrease of returned 
cars on which service would nor- 
mally be rejected. 

He said the 43-pound 
Anal-O-Scope can be used for on- 
the-road testing or in the shop. 
Working similar to television, it 
incorporates a cathode-ray tube to 
obtain a visual trace or image of 
the complete ignition cycle. Defi- 
nite or intermittant faults are 
clearly shown by characteristic 
changes in the image shape, Peter- 
sen said. 

The demonstrators said that once 
the operator becomes acquainted 
with the basic image, variations 
become visually apparent and a 
complete analysis of an engine 
can be done in a very short time. 

With the Anal-O-Scope, Petersen 
added, it is no longer necessary to 
check various components of an 
ignition system. 
*” * * 
Electronic ‘Auto Mechanic’ 


Checks Cars for Defects 


CLIFTON, N. J. — Bumper-to- 
bumper auto checks were made by 
DuMont’s electronic “auto me- 
chanic” at a three-day clinic spon- 
sored by Stevens Buick Corp., 
Mount Vernon. 

One of the major checks by the 
TV-Type EnginScope was a com- 
plete engine analysis. The device 
pinpoints engine ailments by pre- 
senting light patterns on its picture 
screen. 
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to Train 


Sheet Metal Workers 


(Continued from Page 18) 


how to use heat to distort and 
shrink metal, discover how heat 
affects the distortion of sheet 
metal, get experience shrinking 
stretched metal on a roof panel and 
use heat to correct certain types 


of damage. .. 

HEN the student has mastered 
W these fundamentals, he will be 
trained to repair a damaged sec- 
tion of a simple panel (roof), from 
damage analysis to finishing, using 
skills practiced individually to this 
point in the program. The panel is 
considered “simple” since it is of 
single thickness, is readily acces- 
sible and is not reinforced. 

He then will be trained in the 
use of panel-holding equipment, 
determine the practicability of 
using a holding device for repair- 
ing damaged panels and set up 
common panels for various types 
of repair operations, using doors, 
rear compartment lids and 
fenders. 
He will then step into the realm 

of body alignment as applied to| 
sheet-metal repair, find the an-| 
swers to body-shimming problems | 
and corrective procedures, practice 
procedure for correcting typical 
shimming conditions and learn how | 
to use trams and practice tram- 
ming various sections of a body. 


He will study power tools and 
get to know the various types and 
the use of power tools available for) 
sheet-metal repair. He will also set | 
up single and complex combina-| 
tion power-tool hookups. 


The student will then move to 
door, trunk-lid and fender projects 
and completely repair and fit se- 
verely damaged door, lid and 
fender, using all tools and skills) 
covered during the program thus 
far. 


He will be taught to recognize) 
the damage or conditions that may | 
be repaired with plastic solder and| 
will practice repairs on roofs, doors, 
lids and fenders. 

~ * - 


| 
yas will complete the student’s 
first 80 hours of instruction,| 
(two weeks) and he will be sent 
back to his dealership to practice | 
what he has learned under actual | 
operating conditions in his dealer’s| 
shop. 

After at least 30 days of on- 
the-job experience in metal re- 
pair, the student will return to | 
the training center for his third | 
week of training. 


The Student will take a_ short! 
sheet-metal review to determine | 
the solution to problems encoun- 
tered in his experience in metal 
repair jobs performed at the deal-| 
ership and review sheet-metal re-| 
pair techniques requiring attention. 


Then he will take up the subject 
of sheet-metal resin repair so as to 
recognize the damage or conditions | 
that lend themselves to resin or 
fioer glass repair materials and 
practice various types of resin 
repairs. 

~ * * 
N=*t comes practical experience 
in aligning doors, windows, 
ventilators and trunk lids in body 
openings. He will learn how to fit 
a convertible top and practice ad- 
justment of top on body. 

He will practice windshield and 
back window removal and instal- 
lation operations and remove and 
install door glass, quarter glass 
and door ventilators. 

He will then come to know the 
principles of retention for body 
trim units and will detach trim 
units as required for metal repair 
access and practice minor trim- 
repair operations. 

The fundamentals of body elec- 
trical trouble-shooting will then 
get his attention and he will study 








Virgets, Cavallaro Upped 


Harry Virgets has been promoted 
from sales manager to general 
Manager of O. E. Haring, Inc., 
(Chrysler-Plymouth), 1625 Canal 
street, New Orleans. Joseph P. Cav- 
allare was advanced from assistant 
Sales manager to sales manager. 


the basic components of body elec- 
trical circuits, learn the location of 
body wire harnesses as related to 
metal-repair areas and detect and 
correct shorts and open circuits. 
* + + 
H= WILL learn how body hard- 
ware units operate in perform- 
ing their function, practice the re- 





Erlichman Named Sales Chief 


In East for Snyder Division 


PHILADELPHIA.—L. W. Erlich- 
man, president of L. W. Erlichman 
Co. and a manufacturer’s repre- 
sentative for 38 years, has been 
named Eastern sales manager for 
the Jack division, Snyder Mfg. Co. 

Erlichman will direct sales of 
Bumper-Jax to jobbers, distributors 
and chain stores. 





moval, installation and applicable 
adjustments on standard body 
hardware parts such as windshield- 


wiper components, locks, lock cyl-| 


inders and regulators. He will also 


| become familiar with Hydro-Lec- 
| tric systems, used to actuate the 
| convertible top. 


And last he will get into the real 


| headache of body-repair work— 


weathersealing operations. He 
will learn the importance of re- 
sealing to factory specifications 
during and following metal repair 
operations, how to test a body for 
water leaks and dust leaks and 
how to correct these leaks through 
the proper use of weatherstrip ce- 
ment, sealing by means of adjust- 
ments, weatherstrip and hardware 
shimming and excessive gap cor- 
rection. 


There is no question that such a| 
carefully planned training program | 


will provide the dealership with a 


more valuable employe and that) 
the dealer’s investment in the em-| 


ploye’s training should be amply 
repaid by shorter on-the-job train- 
ing and more skillful performance. 

Trained employes make an effi- 
cient shop. An efficient operation 
is a productive operation and an 
efficient, productive shop is a prof- 
itable shop. 


aluminum bodies 


of truck bodies 
anywhere! 


profit now with delivery now! 


Waiting for truck bodies costs your customers money, 
and may cost you chassis sales! Don’t wait— you can 
put new chassis to work in a matter of hours with 
immediately available Fruehauf bodies. Let your cus- 


tomers choose from the world’s largest selection of 
low-cost, low-upkeep units and Fruehauf will mount, 
paint, and deliver practically overnight. 


All-aluminum Cargo*Star comes with a choice of 
beaded panels or exterior posts . . . and unlimited 


options. 


All-steel “Unit-Built” gives rugged service . . . 
is available in all styles and lengths. 

All-steel WorkSaver, with 8 sliding doors, 
means faster deliveries of beer and soft 
drinks .. . increased sales. 


See your Fruehauf Branch for immediate 
delivery, immediate hauling profits. 


Truck Body Division 
FRUEHAUF TRAILER COMPANY 


10952 Harper Avenue 


e Detroit 32, Michigan 


w SEND FREE FRUEHAUF TRUCK BODY LITERATURE AT ONCE 


[] Aluminum 


[] Steet 


[_] WorkSaver 


-_ 








\Less Space— 


Vickers, Inc., Detroit, has developed a 
hydraulic power steering pump that 
mounts on the front of the engine and 
is driven directly by the crankshaft. 
| Designated VT-33, the pump saves en- 
gine compartment space and eliminates 
two pulleys, a drive belt and a mount- 
ing bracket. The pump is being used 
on several 1958 cars. 
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worksaver beverage bodies 








Pontiac Slates 
School on U.C. 


Reconditioning 


PONTIAC, — A used-car recon- 
ditioning school for Pontiac dealer 
personnel will be conducted by 
Pontiac in all 30 GM training 
centers across the nation beginning 


F| Feb. 3. 


Designed to familiarize dealer 
service employes with appearance 
reconditioning procedures, Pontiac 
said the program will continue 
until all dealer training require- 
ments are satisfied. 


The classes will deal with clean- 
ing, retinting and dyeing of uphol- 
stery (leather and cloth), cleaning 
of headlining and door panels, re- 


| placing loose upholstery, dyeing of 


floor mats (rubber and carpet), 
cleaning and restoring trunk com- 
partments, restoring instrument 
panels and garnish mouldings, 
patching holes in rubber mats, and 
polishing bright metals on car ex- 
teriors. 


Pontiac inaugurated its used-car 
reconditioning program in 1947. 


immediate 
Delivery 
on All Units! 
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Ss rinting Office, Washington 
D. C., at $2.50 per 100 copies. 


* * + 


Look at Advertising 


7 FAXON HALL (Tiny to those 
* of us who know him well), 
marketing manager for Walker 
Mfg. Co., sent out to the Walker 
sales force a letter on advertising 
that I believe well worth repeating. 
I especially commend its basic phil- 
osophy and comparison with direct 
selling to those dealers who are 
paring expenses to the bone right 
now. 

I commend it to those dealers 
who feel they might save money 
by cutting out or cutting down 


U. 
25, 
A 





Approximately 80 Chevrolet dealers, 
salesmen and service personnel partici- 
pated in the first annual golf tournament 


sponsored by the San Diego County; om their service followup promo- 
(Calif.} Chevrolet Dealers Assn. Among tion. That to me is like firing the 
those attending were, from left, Don service manager because he 
Brown, Ramona; A. |. Reneav jr., San bring in no direct profit from the 
Diego; Clarence Burdette, association work he does. 


Tiny’s letter reads: “To many 
people advertising is one of those 


manager; Arthur Cottrain, La Jolla, and 
Clarke Hatch, El Cojon. 








Here’s how you can help increase 


SERVICE JOBS UP TO 50% 


with your present setup! 


With Executone Intercom you 
just push a button and talk! 
Production is continuous and 
uninterrupted. Jobs are routed, 
parts and tools ordered, infor- 
mation exchanged —all with- 
out wasteful running around! 

Large and small dealers 
everywhere report the new 


Executone has helped increase 
service jobs from 20% to 50% 
with their present facilities— 
and profits have jumped ac- 
cordingly. Learn how you can 
sell more customer labor, 
build customer goodwill, up 
your profits with Executone. 
Mail coupon below today. . 


SERVICE and INSTRUCTION on your premises 
Factory-trained technicians in your area provide 
prompt, dependable service whenever required. 


Representatives instruct your people in the 
proper use of your system for maximum benefit. 


Lecilone 


INTERCOM, VOICE-PAGING AND 
SERVICE DISPATCHER SYSTEMS. 








EXECUTONE, INC., Dept. F'-10 
415 Lexington Ave., New York 17, N. Y. 
Without obligation, please send booklet describing 


how Executone helps turn out more service j 


a ae 


Name 





II ricci cick cecal cca tai amma antatemaaasaaaaamammaass 
Address City. 
In Canada—331 Bartlett Ave., Toronto 
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elusive, intangible, immeasurable 
marketing forces. Somehow we 
know that without it the job of 
taking a product to market would 
be a long, stark, lonely task. Some- 
how we know that when used con- 
sistently and intelligently, adver- 
tising creates in ‘the minds of the 
market’ a positive and definite 
‘product image’ and a feeling of 
closeness and confidence such as 
you have for a friend of long stand- 
ing. 

“Somehow we know that a 
printed word has more believability 
than the spoken word and that 
when you see it in ‘black and white’ 
it must be so. Somehow we know 
that when a company subrrits its 
products openly and publicly to the 
great court of the final customer, 
it gains in dignity and stature. 


* * oS 


It’s Intangible 


ST advertising is perhaps as 
intangible as a handshake, as 
elusive as a smile or a pat on the 
back, as immeasurable as the uni- 
verse and yet it becomes a definite | 
part of the personal experience of 
everyone it touches, first as a} 
‘whisper’ in their consciousness and 


| 





finally as a ‘shout’ in their memory. 


“The strange thing about ad- | 
vertising in publications is that | 
all advertisements start as a | 
blank page of white paper. How | 
effective that paper becomes de- 
pends upon how it is used, what 
we may have to say to the thou- 
sands of potential customers who 
see it and how we have styled it 
and dressed it up to demand at- 
tention. 


There have been studies made! 
to determine the effectiveness of | 
advertising to assist in the building | 
of more effective advertising. None | 
of them are infallible, for adver- 
tising is not an exact science. Two} 
and two does not always make four | 


|in advertising, sometimes it makes | 
§ | forty! 


“Perhaps advertising is intangi-| 
ble, but if so, in an intangible way 
it makes quite an impact. Perhaps 
an advertisement is no different! 
from a personal sales contact—it’s | 
what you put in it that counts.” | 

= > . 


Looking Ahead 


I FOR one am looking forward to/ 

the Pacific Automotive Show to) 
be held in Los Angeles next month | 
with a great deal of anticipation. | 
I will have had the chance by then 
to talk with hundreds of franchised | 


|dealers at the NADA convention | 


and I will have had an opportunity | 
to get their “grass-roots” slant on 
what has been happening to this 
great industry of ours. 


At the PAS I will have the 
same opportunity to talk with 
hundreds of manufacturers who 
make the parts, tools and sup- | 
plies for the service end of the 
business and retailers on “the 
other side of the fence,” garage- | 
men, gasoline station operators 
and fleet managers. 


Every one I have talked to, es-| 
pecially since the introduction of| 
the new models, recognizes that} 
something has happened to the} 
business that most of them do not 
understand. But a mighty helpful 
sign—to me at least—is that fran-| 
chised dealers, manufacturers, 
wholesalers and peddlers are be- 
ginning to do some serious think- 
ing. 


| 


* * * 


Call for Confidence 


E of my good dealer friends, 

from a suburban town of about 
8,000, had lunch with me the other 
day. He still clings to the idea that 
the general public has degenerated 
into a bunch of “dirty cheapskates” 
and “chiselers.” Fortunately there 
was a héberdasher, an insurance 
man and a hardware man at the 
table who quickly let my automo- 
tive friend know that the “drive 
for price” wasn’t peculiar to auto 
retailing. 

Two of these gentlemen, the 
insurance man and the haber- 
dasher, quickly pointed out what 
to me is one of the most ominous 
changes in thinking that has 
struck the automotive industry 
in 20 years at least. Both said 
they didn’t know where they 


| guilty of putting in 
|dealers believe that because the 
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could go to buy a car in confi- 

dence. 

My dealer friend is looked upon 
as a good dealer, sells a top line of 
cars, has a good place of business 
and delivers at least as good a 
brand of service as any dealer in 
town. . 

Whether he realized what these 
two luncheon companions had said, 
I do not know. But if he did, it 
must have cut a little for two guys 
he has lunch with two or three 
times a week to tell him to his face 





that they had no confidence in him. 
For that is just what they said. 


* * * 


The Other Guy 


AYBE a lot of de alers, my 
+ friend included, are like the 
businessmen that Harvey Campbell, 
of the Detroit Board of Commerce, | 
used to address. He would tell them | 
they didn’t know their business and 
were acting like a lot of children. 

I once asked Harv how he got! 
away with this type of a speech 
and even leave the audience clap- 
ping vigorously and asking for 


| more. 


“That's easy,” said Harv, “every 
guy in that audience thinks I am 
talking about the guy that sits 
next to him.” 

Do the majority of dealers who 
hear about the lousy service the 
public gets these days ‘and some 
complaints must come from their 
own customers) think that every- 
one is talking about the guy down 
the street or that so-an-so on the 
other side of town who is cutting 
the bottom out of prices? 

Do the factories who have been 
“stimulator” 


guy moves a lot of iron he must be 
all right and it’s some other mak- 
er’s “wheel and deal” boys who are 
cutting the guts out of profits? 

As a New Year’s resolution may | 
I be bold enough to suggest that) 
right now might be a good time to 
review your own niche in this great 


Here’s How Experts Do It 


Something New— 


This low-cost “Cool Pack" car air con- 


ditioning system which fits under the 
instrument panel, has been added to the 
line of products manufactured by the 
Harrison radiator division, General Motors 
Corp., Lockport, N. Y. At a flip of the 
switch, it goes to work to thoroughly 
recondition—clean, cool and dehumidify— 
the air in the car every 30 seconds. It is 
presently available for installation § in 
Chevrolet, Pontiac or Buick automobiles 
and most Chevrolet trucks. 
business of ours—whether you are 
dealer or factory—and see if some 
of the things you are doing can’t be 
improved, especially for the cus- 
tomer? 
Van Tron Opens 

MONROE, La.—Van Tron Used 
Car Co. has opened here. The firm 
formerly was known as Alto Motor 
Co. and was located in Shreveport, 
La. 


(Continued from Page 18) 


1,000 miles to blow out accumulated 
moisture. 

Air in the tank is held under 
high pressure and for this reason 
stationmen should protect their 
eyes when draining the tank. 

As soon as the exhausting air is 
free from moisture, close the pet- 
cock—finger-tight only. 

Chevrolet has two additional 
service points. An air cleaner for 
the compressor is located under 
the hood, next to the accumulator 
tank. Service the air cleaner each 
time the car is lubricated by re- 
moving the element, immersing it 





|in solvent and drying before rein- 


stalling. 

Connected to the air cleaner, the 
Chevrolet system has a glass bot- 
tle which, in freezing weather, 
must be kept half full of alcohol. 
The alcohol prevents freezing of 
any condensate. Use only denatured 
or wood alcohol. Never use a 
permanent type antifreeze. — 
Cueck-CuHart Service BuLLetin. 

o * * 


Brake Fluid 


7s following states have en- 
acted legislation requiring the 
use of only Heavy-Duty Hydraulic 
Brake Fluid that conforms to the 
requirements of SAE 70R1: Arkan- 
sas, California, Georgia, Minnesota, 
Mississippi, New Jersey, North 
Carolina, Oklahoma, Pennsylvania, 
South Carolina, Tennessee and 
Texas.—Cueck-Cuart Service But- 


LETIN. 
* * * 


Washer Solvent 


ERVICEMEN should call Cadil- 
lac owners’ attention to the fact 
that windshield washer solvent is 
not a positive protection against 
freezing of water on the windshield 
or in the windshield washer system. 
Failure of the washer to re- 
spond to the control button, due 
to ice crystals in the jar or the 
discharge nozzles, merely signi- 
fies that the weather is too cold 
for satisfactory washer operation. 
The recommended solvent con- 
tains a sufficient amount of anti- 
freeze to prevent solid ice from 
forming down to 20 below zero and 


breaking the glass jar—Tue Cap- 


ILLAC SERVICEMAN. 
> . > 


Here’s a Trick 


D”@ you know that aluminum 
can be used effectively to re- 
move rust from chrome trim? 
Make a pad of household aluminum 
foil and rub—no solvent needed. 
The result is a rust-free, shiny sur- 
face.—PLYMoUTH Propuct INFORMA- 


TION News. 
> > > 


Don’t Overlook Valve Lash 


DJUSTMENT of mechanical 

valve lash, particularly on 
overhead valve engines, is often 
overlooked in an otherwise com- 
plete tuneup job. Some servicemen 
are under the impression, appar- 
ently, that if tappets are relatively 
quiet, valve adjustment is satisfac- 
tory. 

Inspection in many cases indi- 
cates that settings are off by as 
much as .005 inch to .010 inch. 
Since valve lash affects valve tim- 
ing (and valve life), it’s often sur- 
prising how performance can be 
improved through proper adjust- 
ment.—CHAMPION SparK PuiucG Co. 

*« +. o 


Correct Warmup 
[peat racing of cold 

engines should always be 
avoided to allow proper circulation 
of lubricants. According to the en- 
gineers of Champion Spark Plug 
Co., this is especially important on 
engines equipped with hydraulic 
valve lifters. 

If the lifters are partially 
empty, for example, when the 
engine is started, running at high 
r.p.m. immediately could conceiv- 


ably force the plungers into a 
cocked position in the lifter 
bodies. 


Some authorities also recommend 
that a new or rebuilt engine be 
cranked for a minute or two with 
the spark plugs removed prior to 
actual starting. This permits the 
oil pump to fully fill the lifters and 
the various lubrication passages, 
thus avoiding excessive engine 
wear during the first dry start.— 
CHAMPION SparK Piua Co. 
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Service Schools in Field 


Make and Open Sessions in Next Month Listed 
By Vehicle, Equipment Makers 


DETROIT.—Here is the schedule | 
of field service schools for the next 
month—a regular feature of 
Avtomotive News. 

For Make Servicemen 


CHRYSLER CORP.—Center Line 
(Mich.) Training Center Program 
Class A—Sure Grip differential, 
Constant Control power steering 
and front suspension. Class B — 
Automatic transmission. Class C— 
New-car preparation, AF'B carbur- 
etor and “B” engine. 

DESOTO DIVISION — Training 
program. Class A—Rear axle, power 
steering, fuel injection, engine. 
Class B—Torque-flite transmission, 
engine, power steering, rear axle. 
Class C—Air conditioning, tuneup 
and carburetion. Class D— Truck 
transmission and brakes. In addi- 
tion, new product schools are being 
held in the field. (Contact regional 
service manager.) 

GMC TRUCK & COACH DIVI- 
SION.—Instruction in the approved 
overhaul, maintenance and diagno- 
sis procedures using the latest tools 
and equipment is available free to 
all service personne] sponsored by 
a GMC truck dealer or a GMC 
truck fleet operator. The following 
courses are offered: Rear axles, 
standard transmissions, automatic 
transmissions (Hydra-Matic, twin 
Hydra-Matic, and Torqmatic), die- 
sel engine (one—week tuneup class 
or two-week overhaul), gasoline en- 
gine tuneup, gasoline engine over- 
haul, power steering (in-line or | 
booster type), carburetion, four- 
wheel drive, air suspension, hy- | 
draulic brakes. GMC maintains 
classrooms in the following cities: 
Atlanta, Jacksonville, Fla., Boston, 
Charlotte, N. C., Chicago, Milwau- 
kee, Cincinnati, Dallas, El Paso, 
Tex., Houston, Denver, Salt Lake 
City, Detroit, Cleveland, Kansas 
City, Oklahoma City, Omaha, Los 
Angeles, Memphis, New Orleans, 
New York (two centers), Oakland, 
Calif., Philadelphia, Washington, 
Pittsburgh, Buffalo, Portland, Ore., 
St. Louis and Minneapolis. Address 
inquiries to Service Training Ac- 
tivities, GMC Truck & Coach Divi- 
sion, Pontiac 11, Mich. 

STUDEBAKER-P ACK ARD — 
South Bend—A series of special 
training schools will be held for 
Mercedes-Benz dealers’ mechanics. 
Three new, permanent schools have 
been established in New York. Chi- 
cago, and Los Angeles for the 
training of Mercedes-Benz dealers’ 
mechanics in those areas. Equipped 
mobile units to be used for training 
Mercedes-Benz dealers’ mechanics | 
in the Southwest and Florida areas. 
Factory service schools at South 
Bend will conduct a series of 
mechanic-training classes on 
Mercedes-Benz products for dealer 
mechanics and members of factory 
field technical service staff. It is 
contemplated that this program 
will be a continuing one, which will 
be expanded as necessary. Instruc- 
tion on Studebaker-Packard prod- 
ucts has been made a part of the 
program. 

For All Servicemen 


ALLEN ELECTRIC AND 
EQUIPMENT CO., Kalamazoo, 
Mich.—The Allen Power-Tune 
course and a new tuneup school, 
the Allen PM Tuneup School, de- 
signed especially for people who 
are interested in learning the fun- 
damentals of the tuneup business, 
is being conducted throughout the 
U. S. and Canada by Allen whole- 
salers and authorized field service 
stations and instructed by the Allen 
representatives. Additional informa- 
tion can be obtained by writing 
directly to Allen Electric, 2101 N. 
Pitcher St., Kalamazoo, Mich. 

AMMCO TOOLS, INC., North 
Chicago—Instruction on engine re- 
pair and brake service. No set 
schedule but three to five-day 
classes started when needed. No 
instruction charge. Contact Richard 
D. Stevenson, Ammco Tools, Inc., 
2128 Commonwealth Ave., North 
Chicago, Ill. 

BEAR MFG. CO., Rock Island, 
ll.—School offers training in align- 
ment, balancing and frame straight- 
ening and is located at 2103 Fifth 
Ave., Rock Island, Ill. Address all 


si arasiateaensthcecearnceeicteatshatediainenntampeetetnaiaeed teat aeiarimatintteaeata iia atedl atea enti e a 


inquiries to Mildred T. Clark, regis- 
trar. Next class Feb. 3 and 17. 

BENDIX PRODUCTS DIVISION, 
South Bend— Courses are offered 
covering service and sales training 
on Bendix power brakes, Strom- 
berg carburetors, basic brake and 
power steering. The length of the 
course covering an individual prod- 
uct is normally one week and no 
tuition fee is charged. Additional 
information may be obtained by 
contacting the nearest Bendix dis- 
tributor or writing to the Bendix 
training director. 

BINKS MFG. CO., Chicago — 
Classes are held for a period of one 
week once a month, Anyone inter- 
ested in spray painting and spray 
painting equipment may attend. 
Contact W. R. Brooks, instructor. 

CARTER CARBURETOR CORP., 
St. Louis.—C lasses of 12 men in 
carburetion for a two-week dura- 
tion will begin on Jan, 27 and Feb. 
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24. Contact nearest Carter distribu- 
tor. 

CONFORMING MATRIX CORP., 
Toledo—Technical clinics on spray 
decorating techniques and develop- 
ments in automatic spray-painting 
machines. Jan, 23, Hotel Van Cleve, 
Dayton, O.; Feb. 6, Hotel Claypool, 
Indianapolis; Feb. 27, Hotel Bilt- 
more, New York, and March 7, 
Hotel Statler, Hartford, Conn. 

DEVILBISS CO., Toledo — On e- 
week classes of limited size cover- 
ing theory, maintenance and serv- 
icing of spray painting equipment. 
The subject of spray painting is 
broken down into four categories: 
Industrial, auto refinishing, auto- 
motive jobber, and portable equip- 
ment jobber. No instruction charge. 
Applications may be obtained by 
writing DeVilbiss Co., 300 Phillips 
Ave., Toledo, O. 

INLAND MFG. CO., Omaha — 
Classes start each Monday morn- 
ing. Time required to complete 
course varies from one to two 
weeks. No tuition if equipment is 
purchased—$200 otherwise. Course 
teaches: All aspects radiator clean- 
ing, repairing and recoring; use 


(Continued on Page 26, Col. 2) 
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Aligning Machine Added— 
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Students get experience with a Bear front-end aligning machine which has just 
been added to the equipment at Oklahoma State Tech, Okmulgee. Instructor Vernon 
and maintenance of equipment; | Himes (center) shows students Robert Barrett (left) and Melvin Smith how the machine 


is used. 





CASTROL 


attracts 


customers! 









the sweetest 


Maybe she doesn’t know what’s under the hood, 
but there’s still good sense in that pretty little head. Sell a 
woman Castrol Motor Oil and you'll find she’s plenty 
hep to a quality pitch. She'll go for the Castrol story. 
She'll go for Castrol performance. She'll want to be 
sold the same kind of quality in TBA, too. 
And she'll come back to you—for Castrol. 


We're telling them 

ASK FOR CASTROL 

in signs, posters, mailing pieces, 

radio. advertising—to build high-quality, 
high-profit business for you! 


The Masterpiece in Oils 


Ask your CASTROL distributor or write for the name of distributor nearest you: 
CASTROL OILS, Incorporated 
75 WEST STREET, NEW' YORK 6, N. Y. 

...A Division of the Wakefield Group... 





Walter J. Cooper, General Sales Manager, Ford Division, with the new 1958 Thunderbird. 


Meet the new 


This Thunderbird retains the same classic line 
spirit and performance characteristics that ha 
made it such a favorite personal car. 


| 
This luxurious menpuasnasy model has extra-widef 
door openings; new type front-seat backs fold flat} 
and out of the way for easier entry to rear seat. 


FORD MOTOR COMPANY ¢ THE AMERICAN ROAD, DEARBORN, MICHIGAN 


FORD @ THUNDERBIRD @ EDSEL © MERCURY @ LINCOLN ¢@ CONTINENTAL MARK Ill @ ENGLISH-FORD LINE ¢ FORD TRUCKS 
TRACTORS @ FARM IMPLEMENTS @ INDUSTRIAL ENGINES 
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Thunderbird for 58 
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A smart, new sales feather in the caps of Ford Dealers 


“Here it is... the all-new 1958 Thunderbird. ..a car that combines 
Thunderbird’s traditional dash with the spaciousness of luxury cars. A car 
that the car-buying public wants and is ready for. 


“We have doubled the seating capacity and completely restyled America’s 
favorite personal car. Now you are able to offer Thunderbird’s sports-car 
styling and performance to prospects who want four-passenger comfort. 


“The ’58 Thunderbird broadens your price range and model line-up. Now 
you can sell the lowest priced cars and the most luxurious. This gives you 
a definite advantage over competition; one you can exploit to the fullest. 


“We are confident that public acceptance of the Thunderbird idea— plus this 
great new car— will mean more business and greater profits for you this year.” 


Ate. Jrpn 


WALTER J. COOPER, General Sales Manager, Ford Division 


Unitized frame construction, new this year, offers additional safety. 


FORD FAMILY OF FINE CARS CLEARINGHOUSE 
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Year’s Total Is 1,083,671... 


07 Truck Output Lowest Since °54 


By Martin L. Whitmyer 
Staff Writer 


S. TRUCK manufacturers as- 
* sembled 1,083,671 units during 
the 1957 calendar year—the second- 
lowest 12-month output of com- 
mercial cars in the postwar era. 
Only year since the end of 
World War II that saw fewer 
trucks produced was 1954, when 
manufacturers turned out 1,022,- 
912 units. 
During 1956, the industry pro- 
duced 1,103,593 trucks. 
* * > 
a Chevrolet produced 
the greatest number of com- 
mercial cars during the year, Ford 
gained the most _percent-of- 
industry ground over the previous 
12 months. 


Ford also showed the biggest 
numerical gain over the previous 
year as it climbed from 297,308 
trucks in 1956 to 337,126 during 
1957. 

Other makers to record numeri- 
cal gains over 1956 were Diamond 
T, which climbed from 5,061 to 
5,845 assemblies; Willys, which 
rose from 65,579 to 68,295 units, and 
the miscellaneous group, which in- 
cludes Corbitt, Marmon-Herrington, 
Federal, Four Wheel Drive, jumped 
from 3,440 to 4,123 units. 

Those same firms, plus Chevrolet, 
also recorded percent-of-industry 
gains during the year. Their gains 
in order of size were Ford, 4.17 
points; Willys, 0.36 points; Chevro- 
let, 0.43 points; Diamond T, 0.08 
points, and miscellaneous, 0.07 
points. 

> . * 

IGGEST loser in  precent-of- 

industry ground was GMC, 
which dropped 1.86 points from 
1956. Other losers in the order of 
their recession from the previous 
year were International off 1.25 
points; Dodge, off 1.22 points; Stu- 
debaker, off 0.47 points; White, off 
0.17 points; Mack, off 0.08 points, 
and Divco, off 0.06 points. 

Although Ford again ran sec- 
ond to Chevrolet in total] assem- 
blies — 337,126 to 351,739—the 
difference in percent - of - total - 
industry output between the two 
commercial-car leaders was only 
1.35 points in 1957, compared with 
5.09 points a year ago, when the 
General Motors unit led Ford, by 
353,507 to 297,308. 

Ford picked up 31.11 percent of 
total industry output during 1957, 
compared with 26.94 percent a year 
ago, while Chevrolet gained only 
from 32.03 percent in 1956 to 32.46 
percent last year. Numerically, 
however, Chevrolet declined some 
1,768 units from its 1956 level. 


The third largest truck producer, 
International, skidded from 137,839 
units and 12.49 percent of total 
industry output in 1956 to 11.24 
percent on 121,775 assemblies in 
1956. 

> > o 
aoe from the adjoining 
table this year is Reo, which 
was taken over in mid-year by 
White. 

White, which also makes Auto- 
ear, Freightliner and Sterling, 
turned out 18,775 trucks for 1.73 

rcent of total industry output in 

957, compared with 1.90 percent 


on 20,972 assemblies during the 
previous year. ‘ 
Willys picked up its 0.36 per- 





Longer, Lower— 


This Chevrolet Impala boasts a 1958 
Foxcraft fender skirt, featuring a restyled 
flare. Produced by Foxcraft Products Co., 
Huntington Valley, Pa., the Lido spare 
wheel carrier also is new for ‘58. 





centage points on a production of 
68,295 trucks for 6.30 percent of 
total industry output in 1957, com- 
pared with 5.94 percent on 65,579 
units in 1956. 


* * + 


AMOND T rolled 5,845 trucks 
from the lines during 1957 to 





Purolator Ups 
Morris, Bober 


RAHWAY, N: J.—Purolator 
Products, Inc., has announced the 
appointment of Harold G. Morris 
as assistant secretary and John D. 
Bober as assistant treasurer. 

Morris, who has been with Puro- 
lator since 1942, will continue as 
supervisor of the general account- 
ing and cashiers departments. 

Bober joined Purolator in 1950 
as systems and procedures account- 
ant and was appointed assistant to 
the comptroller in 1955. 


N. Y. Governor to Ask 


Tighter Time-Sales Law 


NEW YORK—Gov. Averell 
Harriman announced in a speech 
here that he will ask the 1958 
Legislature to strengthen and 
clarify the law regulating install- 
ment buying, which went into 
effect Oct. 1. 

He said he will again propose 
“that firmer controls be estab- 
lished to protect against phony 
bargains and bait advertising.” 








capture 0.54 percent of total in- 
dustry assemblies, as compared 
with 0.46 percent on 5,061 units a 
year earlier. 

The miscellaneous group’s gain 
of 0.07 points over 1956 came 
about through an output of 4,123 
trucks for 0.38 percent of total 
industry output in 1957, as com- 
pared with 0.31 percent on 3,440 
commercial cars the previous 
year. 

GMC, the industry’s biggest 
percent-of-industry loser, turned | 
out 69,526 trucks for 642 percent 
of total industry output in 1957, as 
against 8.28 percent on 91,263 as- 
semblies in 1956. 

Dodge’s decline came about 
through a production of 76,601 
units for 7.07 percent of total out- 
put in 1957, as against 8.29 percent 


on 91,503 assemblies a year ago. 
* t > 





12 Months’ Output—'57 vs. "56... 


Each Truck Makers 





MISCELLANEOUS*** .... 


Total Trucks, U. S.. 


*Revised, Miscellaneous 

Wheel Drive, ete 

N.B.: All U, 8S. totals 
***Anutocar, Freighti'ner, i 








Highways & Safe! 








Share 


Total Pet. 
of Output, of 
Total 1956 Total 
32.46 353,507 = 32.03 
0.54 5,061 
0.26 3,545 
7.07 91,503 
31.11 297,308 
6.42 91,263 
11.24 137,839 
1.63 18,883 
0.86 14,693 
1.73 20,972 
6.30 65,579 

0.38 3,440 


100.00 1,103,593 


includes Corbitt, Marmon-Herrington, Federal, Four 


lotiude cars and trucks for military orders. 
and Sterling are included in White Totals; Brockway 
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of total industry assemblies, as | 
compared with 1956, when the| 
Allentown (Pa.) manufacturer | 
picked up 1.71 percent of total 
factory output on 18,883 units. 


Studebaker assembled 9,374 | 
trucks in 1957 to capture 0.86 | 
percent of total industry output, 
as compared with 1.33 percent | 


on 14,693 assemblies a year 
earlier. 
Diveo was the smallest loser as| 
it dropped from 0.32 percent of 
total industry output on 3,545 as-| 
semblies in 1956 to 0.26 percent on | 
2,809 units last year. 


| 





Service Schools in Field | 


Make and Open Session in Next Month Listed 
By Vehicle, Equipment Makers 


(Continued from Page 23) | 


fundamentals of merchandising, ad- 
vertising and pricing. Write J. V. 
Grasso, 1108 Jackson St., Omaha, 
Neb. 

RAYBESTOS DIVISION, Bridge- 
port, Conn.—A complete brake- 
service course will be held at the 
Raybestos brake-service school and 
work shop located in Stratford, 
Conn. This course will consist of 
five consecutive daily sessions, each 


| session going from 8:00 to 4:30. All 
| phases of brake service work such 


as major and minor adjustments 
and complete brake overhauls of 
all types will be covered. Personal 
instruction is augmented by a tech- 
nical, 78-minute, color, sound mo- 
tion picture showing adjustment 


procedure as well as changes made | 


in 1957 brakes, Individuals who 
successfully complete the course 
will receive a certificate showing 


that they are qualified to work on| 


all types of automotive brakes. The 
course will be conducted by A. 
D'Andrea, chief service instructor 
for Raybestos division. Write to J. 
Kane for further information. 


STEWARD -WARNER CORP., 
Chicago —Complete instruction by 
trained factory personnel will con- 
sist of actual bench repair, as- 
sembly and disassembly of control 
valves, meters, swivels, pumps, 
reels, electric power guns and 
specialized lubrication equipment. 
All living expenses during the 
student’s five-day stay in Chicago 
are paid by the Alemite factory in 
addition to 50 percent of the round- 
trip transportation. Tuition is paid 
by the Alemite factory distributor. 


SUN ELECTRIC CORP., Chicago 
—Field courses in automotive test 
equipment operation, principles of 
electrical testing, use of the oscillo- 
scope and engine tuneup, will be 
conducted by field service repre- 
sentatives during the coming 
months. For specific information 
as to locations and dates, contact 
the local Sun representative or 
write Sun Electric Corp., 6337 
Avondale Ave., Chicago 31, Ill. Sim- 
ilar courses are offered by Sun 
instructors in cooperation with Sun 
distributors throughout Canada. 
For specific location and dates of 
courses in Canada, contact the 
local Sun distributor or write Sun 
Electrie Corp. 

THERMOID CO., Trenton, N. J. 
—Brake-service school conducted 





at various times during the year, 
depending upon the demand. In-| 
struction covers complete informa- 
tion on adjusting and servicing all 
types of brakes. Sessions are held 
in the Thermoid engineering de- | 
partment test garage in Trenton, | 
N. J. There is no tuition but stu-| 
dents are expected to pay their own | 
transportation and living expenses. 
Textbooks are furnished at no 
charge. For additional information | 
write J. A. McLaine. 


UNITED MOTORS SERVICE — 
Instruction in factor y-approved | 





| service methods, using the latest | 


equipment, is available in (1) auto- | 
motive electricity (Delco-Remy), 
starting, lighting and ignition sys- 
tems, (2) carburetion (Rochester), 
(3) electronics (Delco auto radio! 
and Guide autronic-eye). (4) auto-| 
matic transmissions (Hydra-Matic), | 
(5) New Departure bearings. United | 
Motors Service Classrooms operate | 
in these cities: Detroit, Cleveland, | 
Boston, New York (two centers), | 
Chicago, Washington, Jacksonville, 
Fla.; El Paso, Tex.; Portland, Ore.; 
Dallas, Los Angeles, Memphis, At- 
lanta, Philadelphia, Charlotte, 
N. C.; Denver, San Francisco, St. 
Louis, New Orleans, Houston, Buf- 
falo, Minneapolis, Oklahoma City, 
Milwaukee, Kansas City, Salt Lake 
City, Omaha, Pittsburgh and Cin- 
cinnati. 


Tire 


CHICAGO.—A two-pronged at- 
tack on winter driving hazards has 
been launched by the National 
Safety Council. 

The council is distributing in- 
formation on winter driving from 
a committee of 30 experts on 
automotive engineering, safety 
and law enforcement. 

In addition, six tips on safe driv- 
ing are being offered from Rep. 
Kenneth A. Roberts, Alabama Dem- 

ocrat and chairman of the House 
subcommittee which has been inves- 
tigating traffic safety, and Ray Ash- 
worth, director of the traffic divi- 
sion of the International Assn. of 
Chiefs of Police. 

Concerning the equipment for 
driving in ice and snow, the com- 
mittee of 30 experts had this to say: 

“The better snow tires are a 
big help in loose snow and slush. 
They are not much better than 
regular tires, however, on ice or 
very hard packed snow. 

“Tread treatments of some types, 
known as ‘winterizing’ give a small 
amount of tractive advantage on 
hard icy surfaces which might 
mean the difference between mov- 
ing and not moving. 

“Reinforced tire chains have each 
link of the cross chain reinforced 
by projecting teeth or cleats. They 
cut braking distances in half on 


| 


both snow and ice .. . increase trac-| 


tion to start or climb hills up to 


seven times over that with regular | 


tires on ice . . 
nearly four times on packed snow. 


“On giare ice, reinforced tire 
chains reduce braking distances— 
have a much better resistance to 
side skids . . . increase forward 
traction better than anything 
tested. 


“Regular or round wire link 
chains provide good stop-and-go 
traction on snow and ice, but their 
side-skid resistance on ice is poor 
compared to reinforced tire chains.” 

Concerning the great effect of 
temperatures, the committee said 
that the difference between zero 
and 30 degrees above can increase 
skidding distances at only 20 m.p.h. 





BN iin Me Rin, 
Fordyce Moves into 


New Building— 





More than 22,000 square feet of under-roof floor space plus 51% acres of paved 
working area are features of this new dealership building completed by Fordyce Chev- 
rolet Co., Inc., Melbourne, Fia. The parts department in the new location is three times 
larger than at the former dealership location, according to Walter A. Fordyce, dealer. 
The modernistic showroom, featuring large glass areas, accommodates 15 cars. New 
spray painting equipment and paint booth are features of the body shop. 


. outpull regular tires | 


Advice Offered 


by over 100 feet. The committee 
said: 

“Temperature can change stop- 
ping distances on ice. Stopping dis- 
tances are considerably longer when 
temperatures are near the melting 
point than when they are near zero, 

“A small temperature rise or a 
little sunshine can make ice wet 
and slippery within a few minutes. 
Use of tire chains provides the 
shortest possible stopping distances, 
regardless of temperature.” 

Committee tests show that a car 
with new tires going at 20 m.p.h. 
on glare ice may stop at 114 feet 
at zero, but the same car at the 
same speed takes 235 feet to stop 
at 30 degrees above zero. With 
reinforced tire chains, the brak- 
ing distance was about 77 feet 
regardiess of the varying tem- 
peratures. 

Six tips from Roberts and Ash- 
worth are: 

Ir’s Ur to You. You know that 
driving conditions are less favor- 
able during the winter. It’s up to 
you to winterize your car, to win- 
terize your driving techniques—and 
to winterize your determination to 
avoid accidents. 

Be Prepared for Poor Traction. 
Under any circumstances, be sure 
your tires have good treads. Tests 
have shown snow tires provide 
added traction. And for severe 
snow or ice conditions, be sure 
you have a set of reinforced tire 
chains in your trunk and use 
them when needed. 

Keep WINDSHIELD AND WINDOWS 
Crear. Be sure that your wiper 
blades, your heater, and your de- 
froster are operating properly. 
Clean snow and ice from the wind- 
shield and from all windows of your 
car. Ventilate to keep the inside of 
your windows from fogging. 

Get THE “Fre.” or THe Roap. Try 
your brakes occasionally while driv- 
ing slowly and away from traffic to 
find out if the road is slippery. Then 
you can adjust your speed to road 
and weather conditions. 

Follow at a Safe Distance. Keep 
well back of the vehicle ahead so 
that you will have plenty of room 
to stop. 

Pump Your Brakes. The best 
technique for stopping quickly on 
snow or ice while maintaining full 
control of your car is a fast up-and- 
down pumping of your brakes. Jam- 
ming and “freezing” on your brakes 
is almost certain to lock your 
wheels. This is likely to throw your 
car into an uncontrollable and dan- 


gerous skid. 
. & 


Driver Education Pondered 
For Schools in Ontario 


Driving education in schools is 
expected to be started by the 
Ontario Government this winter. 

Officials have confirmed that the 
program is under study and that it 
could be ready for announcement 
at this winter’s session of the 
Legislature. They said it will de- 
pend largely on final Cabinet ap- 
proval. 
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Lawsuits Affecting Dealers . . . 


Court Decisions 


By Leo T. Parker 


Attorney at Law 


RECEIVED an inquiry from an 

automobile dealer, J. F. Cate, 
Atlanta, substantially as follows: 

“In your recent writings in 
Avtomotive News you stated that 
an automobile 
dealer may lose 
the amount due 
from a purchaser 
of an automobile 
used illegally to 
transport liquor. 
Is this law appli- 
cable to the auto- 
mobile seller who 
has no knowl- 
edge that the 
purchaser may 
use the automo- 





L. T, Parker 


bile unlawfully?” 
Last month a higher court 
answered this question, yes. 


from a public street, where the 
testimony showed that the owner 
or purchaser of the automobile was 
delinquent in making agreed pay- 
ments. 

In Talasek v. Travelers Insur- 
ance Co., 242 Fed. Rep. (2d) 748, 
the testimony showed these facts: 

A man, named Talasek, pur- 
chased an automobile and held a 
theft imsurance policy on the 
automobile. Talasek failed to meet 
his agreed monthly payments and 
the seller repossessed the auto- 
mobile when it stood on a public 
street where Talasek had parked 
it. 

The higher court held the seller 
not liable for “theft” of the auto- 
mobile saying: 

“Whether it (automobile dealer) 
was the legal owner or not, and 
however high-handed and repre- 
hensible may have been its conduct 


In U. S. v. Standard Chevrolet|in repossessing the automobile, it 
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seems to us too clear to warrant 
discussion that such conduct of 
Auto Dealers Auction Co, did not 
amount to ‘theft, larcency, robbery 


or pilferage.’” 
= * : 


Oklahoma High Court 
Upholds Gift Stamps 


OKLAHOMA CITY.—The Okla- 
homa Supreme Court has affirmed 
a lower court decision upholding 
the legality of trading stamps and 
has enjoined Safeway Stores from 
cutting prices in violation of the 
State’s unfair sales act. 

The ruling ended a two-year con- 
troversy between Safeway and the 
Oklahoma Retail Grocers Assn. 
| Safeway had contended that it had 
| been forced to cut prices to meet 
the competition of the trading 
stamps and that stamps actually 


|}amounted to price cuts. 
| . = +. 
| 


State Courts Given 
| Wider Jurisdiction 
| WASHINGTON.—The U.S. Su- 
preme Court has held unanimously 


that a California state court could 
have jurisdiction over a Texas in- 





surance company even though the 





Co., 244 Fed. (2d) 342, it was shown 
that the Standard Chevrolet Co. 
sold to one Darden an automobile, 
with a small down payment. 

Seon afterward Darden sold a 
pint of whisky to a Federal 
secret agent, The testimony 
showed that Darden had neither 
paid the special tax imposed on a 
retail dealer of whisky nor 
obtained Federal retail liquor 
dealer’s stamp as required by law. 
The higher court held that the 

Government was within its legal 
rights of confiscating the automo- 
bile, whereby the seller lost future 
payments due from Darden. This 
was so although the automobile 
dealer, who sold the automobile to 
Darden, had no knowledge that the 
automobile would be used unlaw- 
fully. 

For comparison, see Jarrett v. 
U. S., 184 F. (2d) 532. That case 
dealt with the forfeiture of a 
truck which had been used in 
hauling sugar to a distillery. The 
higher court held that the truck 
could be seized and forfeited to the 
U. S., and said: 

“The statute clearly makes un- 
lawful the possession of property 
used or intended to be used in 
violation of the internal revenue 
laws and makes such property 
forfeitable at the suit of the U.S. 
And, also, see U. S. v. One Mer- 

cury Sedan, 242 F. (2d) 429, where 
the U. S. court directed forfeiture 
of automobiles which had been 
engaged in transporting yeast in 
one case and pumps in another to 
be used in violation of intérnal 
revenue laws. This court said: 

“The forfeiture provisions are 
free of ambiguity and clearly 
apply to any property which has 
been used, or is intended for use, 
in violating the internal revenue 
laws.” 

This higher court went on to 
explain that the U. S. may confis- 
cate an automobile “intended” for 
use in violating the provisions of 
the internal revenue laws, or regu- 
lations prescribed under such laws, 
or which has been so used, and no 
property rights shall exist in any 
such property. 

a 





> 
Within Scope of Employment 

ODERN higher courts consist- 

ently hold that an employer 
always is liable and responsible for 
Statements and acts made by an 
employe within the scope of his 
employment. 

In Marsalis Motors v. Simmons, 
3083 S. W. (2d) 511, it was shown 
that one Gordon Hamilton, sales 
manager of Marsalis Motors Co., | 
stated in substance: “There is 
the thief and this is the stolen 
automobile.” 

In subsequent litigation, the 
higher court held the sales man- 
ager’s employer, Marsalis Motors, 
liable in $8,000 to the person falsely 
accused of the theft. 

The court said an employer al- 
ways is liable and responsible for 
acts and statements made by an 
employe who acts within the scope 
of the employment. 

” * * 


Not Within Theft Laws 
AST month a higher court held 
that an automobile dealer can- 
not be liable for “thefts” of an 
automobile which he repossessed 
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Special Delivery— 


Al Wilson, president, Al Wilson Pontiac, 
Inc., Hatboro, Pa., dressed up as Santa 
Claus to deliver a new Pontiac convertible 
to Ann Weiland on Christmas morning. 
Miss Weiland received the car as gift 
from her parents. 





company had never done any regu- 
lar business in California. 

Since the opinion was not re- 
stricted in terms to the insurance 





27 


and corporations generally, some 


observers said. 
* = ~ 


Maine Court Denies 


Jobless Pay to Strikers 


AUGUSTA, Me.—The Maine Su- 
preme Court has held that it would 
be “against public policy” for per- 
sons directly concerned in a strike 
to receive benefits under the State 
unemployment security law. 

The opinion upheld a ruling in 
which the Maine Employment Se- 
curity Commission denied benefits 
to three Lewiston men during a 
1955 dispute between the Textile 
Workers Union of America and 
three textile mills with plants in 
Lewiston. 


+ * > 


‘Negligent’ Idaho Drivers 


May Get Licenses Back 

BOISE, Ida.— Attorney General 
Graydon W. Smith has ruled that 
all Idaho drivers licenses suspended 
because of negligent-driving con- 
victions should be reinstated, 

He said a recent decision of the 
State Supreme Court has made the 
State’s negligent-driving law un- 
constitutional. There no longer is 










business, it may also affect banks such an offense in Idaho, he ruled. 








Auto Repainting is a 


Big Profitable Business 





( but you gotta go after it) 


Check your area for the thriving dealerships or boom- 
ing repair shops. You'll find that most of them handle 
complete auto repainting in a big, bold, outstanding 
way. 


Which means that somewhere along the line, these 
businessmen took a long, shrewd look at their business 
picture and discovered this important key to high 
profits. 

Their next step was to call in DeVilbiss to get the 
right equipment and helpful technical advice. 

Perhaps they only started modestly —a DeVilbiss 
Spray Gun or two, paint cups, air transformer and 
the spunk to make it pay. 

As business grew, they added a DeVilbiss Spray 
Booth — scientifically lighted, exhaust engineered and 
built to Fire Underwriters’ specifications. Still later, a 
DeVilbiss Bake Oven. 

Then came the allied spray services — spray waxing, 
undercoating, flock applications, upholstery recondi- 
tioning and many others. 

The result: High profits, steady profits — the bump 
and paint shops often accounting for 50% of total labor 
sales, the major part of over-all service absorption. 

Your DeVilbiss jobber or our branch office will 
gladly help you get started. Just check the classified 
pages of your phone book for the name. 


THE DeVILBISS COMPANY 


Toledo, Ohio 
Barrie, Ontario ~ London, England 
Branch Offices and Distributors in Principal Cities 


FOR BETTER SERVICE. BUY 


DeViLBISS 
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Roundup from State Capitals... 





Legislation Affecting Auto Industry 


By Bethune Jones 


Legislative Correspondent 
EGISLATURES will convene in at least 21 states during 
1958 in regular, extended, budgetary or special sessions, 
with most of them getting underway this month. 


States in which regular, bu 


etary or extended sessions 


will convene are Arizona, California, Colorado, Delaware, 


Georgia, Kansas, Kentucky, 
Louisiana, Maryland, Massa- 
chusetts, Michigan, Missis- 
sippi, New Jersey, New York, 
Rhode Island, South Carolina, Vir- 
ginia and West Virginia. 

Special sessions are planned in 
Maine, Missouri and New Hamp- 
shire, with others likely to be called 
as the year and 
its problems pro- 
gress. 

In addition to 
legislative devel- 
opments of auto- 
motive interest, 
major issues of 
industry concern 
during the year 
will be placed be- 
fore the voters of 
many states 
through referen- 
dum and initiative measures, with 
most of these to be decided at the 
November general election. 

New trends also will take shape 
as the result of activities of state 
legislative interim study commit- 
tees and agencies, administrative 
action and the courts, as well as 
other developments at the state and 
local levels. 

Highway safety will come in for 
greatly intensified legislative at- 
tention, including such issues as 
speed regulation and use of other 
enforcement devices; driver edu- 
cation, licensing and point sys- 
tem and other enforcement pro- 
grams; drunken driving penalties 
and intoximeter use for enforce- 
ment. | 

Also, motor-vehicle inspection 
and equipment regulation, steps to 
deal with the uninsured motorist 
problem, measures to aid police en- 
forcement of traffic laws, traffic 
court modernization, improvement 
of traffic-ticket systems and other 
aspects of the highway safety prob- 
lem. > > > 


Compulsory Insurance 


N DEALING with the uninsured- 
motorist problem, proposals for 
compulsory insurance will be 
pressed in several states. Whether 
any additional states follow Massa- 
chusetts, New York and North 
Caroline into the enactment of such 
laws will be watched closely as an/| 
indication of what to expect next 
year, when a greater number of 
legislatures will convene. 

To be proposed again as compul- 
sory insurance alternatives will be) 
such action as the creation of spe- 
cial state funds for payment of 
unsatisfied claims arising out of | 





Bethune Jones 


motor-vehicle accidents, provision | 
for impoundment of accident- 
involved vehicles of financially irre- 
sponsible motorists and more 
stringent and uniform financial re- 





sponsibility laws, providing for sus- 
pension of driving privileges and 
vehicle registrations of accident- 
involved financially irresponsible 
motorists. 

In the field of legislation affect- 
ing merchandising, bills seeking 
new and more-effective curbs 
against Sunday selling will be in- 
troduced in many of the legisla- 
tive sessions, Meanwhile, such 
laws will continue to be the sub- 
ject of litigation in other states. 

New or revised motor-vehicle 
title laws are expected to be sought 
in some states this year. In Ken- 
tucky, for example, State Public 
Safety Commissioner: Don Sturgill 
will seek the enactment, of a title 
law, with central issuance of titles. 
Kentucky now has no vehicle title 
law and requires owners of vehicles 
only to record bills of sale. 

Bills proposing new regulation of 
interest charges and contract terms 
in automobile installment sales will 
be brought up in some sessions, but 
the next widespread push for such 
measures probably won’t come until 
next year. i ll 
Tax Rise to Continue 


oo issue in many lawmills this 
year will be tax and revenue 








problems, with little indication at 
this point of any general relief 
from the steady uptrend of the last 
dozen years on the overall level of 
state taxes. 


While public interest in govern- 
mental economy was more pro- 
nounced during the past year than 
in other recent years and there 
were scattered 1957 instances of 
state tax reductions, there are 
other current factors which appear 
likely to block any general down- 
trend in state taxes and probably 
will force new and increased levies 
in a number of instances. 


Not the least of these factors 
is continuing organized pressure 
for expanded state governmental 
services and outlays in virtually 
every direction. Of even more 
immediate significance are re- 
ports from many states of a fall- 
ing off of receipts from present 
tax and revenue sources, being 
attributed to general economic 
conditions. 


Failure in recent months of pres- 
ent state tax sources to produce 
revenue at anticipated levels has 
already led to executive orders for 
budget cutbacks in some states and, 
unless changed by improved eco- 
nomic conditions, is certain to add 
to pressure for new or increased 
state taxes. 


New, increased and broadened 
general and selective sales taxes, 
together with. new and higher lev- 


|} ies against personal and corporate 


income, will figure most promi- 
nently among proposals for new 
sources of state revenue. New pro- 
posals for adoption of withholding 
systems for the collection of state 
income taxes also will be advanced 
in several states. 

With cities and other local gov- 
ernments also facing revenue prob- 


j}lems, they will push with greater 
| intensity their continuing drive for 


both broadened local taxing au- 
thority and greater shares of state- 
collected taxes. 

>. 


Relief for Bus Systems 


T= problem of how to raise ad- 
ditional state funds needed to 
match available Federal highway 
aid and to provide for other road 
construction needs will be a major 
legislative issue in some states this 
year, but in many more will re- 
main in the study stage. The next 
widespread drive for new highway 
financing legislation will come in 
1959, when the legislatures of all 


| but a few states will convene in 


regular session. 

Questions as to whether trucks 
are paying their fair share of high- 
way costs will be raised again in 
many states, as will efforts to iron 





Chatting at Convention— 


James R. Medart, left, and “Speed” 
Medart, right, of Medart Auto Electric, St. 
Lovis, chat with Electric Auto-Lite Co. 
President J. P. Falvey, center, at Auto-Lite 
reception and dinner during Automotive 
Electrical Assn. Convention at Chicago. 
Falvey was featured speaker on Auto-Lite 
program to outline the firm's sales, ad- 
vertising and marketing plans for 1958. 





out truck tax reciprocity problems 
between the states. 

Proposals to provide motor- 
fuel, registration or other forms 
of tax relief to financially hard- 
pressed urban bus companies will 
again be proposed in several 
states in continuation of a trend 
which made considerable prog- 
ress last year. Such tax relief 
measures were enacted during 
1957 by at least 11 states, while 
similar bills were vetoed in three 
other states. 

Legislation affecting labor-man- 
agement relations will attract more 
attention in state capitals during 
1958 than in any other recent year, 
with advocates of new laws re- 
stricting labor unions pushing their 
efforts more aggressively in an at-| 
tempt to capitalize on the disclos- | 
ures of the McClelland hearings in| 





Washington. 

Among the major issues in this) 
field will be proposals for new) 
“right-to-work” laws, prohibiting 
the union shop and other formg of 
union security labor contracts.) 
These will be pushed both in legis- 
lative sessions and in a number of 
states through efforts to get initi- 
ated acts on the November election 
ballot. 


* * * 


Labor Legislation 


pNACtMmatr by the 1957 Indi- 
ana legisiature of a “right-to- 
work” act brought to 18 the num- 
ber of states which now have such 
laws. The others are Alabama, Ari- 
zona, Arkansas, Florida, Georgia, 
Iowa, Mississippi, Nebraska, Ne- 
veda, North Carolina, North Da- 
kota, South Carolina, South Da- 
kota, Tennessee, Texas Utah and 
Virginia. 

A proposed “right -to- work” 
amendment to the Kansas consti- 
tution already is slated for a vote 
at the 1958 general election, as a 
result of state legislative action 
taken last spring. Movements for 
initiated similar laws are under- 
way in several other states. 

Proposals for new and strength- 
ened state laws to regulate em- 
ploye welfare funds also will be 
widely pushed. Such measures 
were enacted last year in Cali- 
fornia, Connecticut and Wiscon- 
sin, following earlier adoption in 
Washington and New York. 

Other proposals will include| 
measures aimed at new restrictions | 
on picketing, requirements for se- 
cret ballots for strike authoriza- 
tions, requirements for unions to 
issue detailed financial statements 
to members, bans against political 
contributions by labor unions, bans | 
against collusive agreements be- 
tween unions and employers, regu- 
lations designed to assure respon- 
sible handling of union funds and 
numerous others. 

Organized labor not only will ac-| 
tively oppose the drive for new) 
“right-to-work” laws and other) 


ening of state unemployment com- 
pensation laws appears virtually 
certain in extension of a trend in 
progress ever since the original 
enactment of such programs. 
Continuing opposition is likely, 
however, for proposals for new 
cash sickness or temporary dis- 
ability acts. These laws provide 
cash benefits to wage earners un- 
able to work because of nonoccu- 
pational disability and been en- 
acted only in California, New 

Jersey, New York, and Rhode 
Island. No new measures of this 
type have been adopted since 

1949. 

Workmen’s compensation laws 
will continue to be liberalized 
through increased benefit levels 
and in other respects. Accompany- 
ing trends will be further efforts 
to improve the administration of 


such programs and measures aimed | Tire & Rubber Co. 





65,000,000" 
GENERAL TIRE 


DECEMBER 1957 


Milestone Tire— 


Rounding ovt a year in which records 
were set in production and sales, Generol 
in December turned 


at keeping workmen’s compensa-| ovt its 65 millionth domestically produced 


tion costs down through the pro- 
motion of industrial safety. 


General tire—a Dual 90 tire displayed 
| here by W. O'Neil, company founder and 


New and broadened minimum-| president. Many millions more have been 


wage laws will be sought in many 
states, while minimum-wage levels | 
will continue their uptrend through 


produced in General's multi-plant foreign 
network. Manufacturing tires in Akron 
since 1915 and at Waco, Tex., since 1944, 





administrative action under exist-| the company now makes tires for every 


| ing state laws. 


Across the Nation... 





| highway, off-the-road and indoor usage. 





Auto Dealer Changes 


Co., Hazlehurst, Ga. has been com- 
pleted. It is of steel and brick, and 
replaces the building destroyed by 
fire several months ago. 

> > os 


Halken Adds Deal 


Halken Broadway Mercury, Inc., 
has opened at 8415 Broadway at 
Harvard, Cleveland. 

> = 


Pickrell Buys Ford Deal 


Casa Linda Ford, 9407 Garland 
Rd., Dallas, has been purchased by 
Clarence B. Pickrell. 

+ 


Jordan Adds Triumph 
Jordan Motors (Dodge-Plymouth), | 
Toledo, has been franchised to} 
handle the British Triumph. 
> > > 


3 Acquire Michael Deal | 


William Michael, president of| 
Michael's Oldsmobile, 10640 St. Clair | 
Ave., Cleveland, has retired after 30| 
years as an automobile dealer. The| 
dealership has been acquired by | 


Ralph Meacham, service manager, 
and John Bartuccio, parts manager. | 
It has been renamed LaTour Olds-| 
mobile, Inc. 

> . | 


| Ambrose LaTour, general manager; | 


= 
Miracle Mercury Opens | 
Richard Walbergh is president of 
Miracle Mercury Sales, Inc., which 
has opened at 9811 Washington, 
Culver City, Calif. The firm suc- 
ceeds Jack Tighe Mercury. 
> > > 


Pomona Valley Builds 


Pomona Valley Motors, Inc. 


measures it regards as anti-labor,| (DeSoto-Plymouth), has begun con- 
but also will push with renewed | struction of a new building at 1111 


vigor its efforts to obtain the re- 
peal of such laws where they al- 
ready exist. In addition, new labor 
relations acts and other legislation 
favored by labor will be sought. 

+ = 7 


Workmen’s Compensation 


'W and more effective state 
conciliation and mediation fa- 
cilities will continue to be pro- 


posed. 
Further liberalization and broad- 


S-P Dealers 
Organize in L. A. 


LOS ANGELES.—A Metropolitan 
Studebaker-Packard Dealers Assn. 
has been formed in Los Angeles and 
outlying communities, according to 
Cc. V. Waltzer, zone manager of 
Studebaker-Packard Corp, in Los 
Angeles. 

Henry T. Mich, Mich Motors, 
Huntington Park, is president of 
the group; Lloyd Pearson, president 
of Lloyd Pearson in Pasadena is 





Wiles Honored— 


ivan L. Wiles, General Motors execu- 


tive vice-president, was honored by a 
group of his fellow GM officers recently 


vice-president, and John Rehwald,|on the eve of his retirement. They pre- 


Rehwald & Danyluk, Inc., Glendale, 
is secretary-treasurer, 

Waltzer said the group was 
formed to unify the drive for sales 
and to promote interchange of ideas 
among the dealers. 


sented him with a silver tray inscribed 
with their signatures during a luncheon. 
Shown above are Wiles (left) with W. F. 
Hufstader, GM vice-president in charge 
of Distribution Staff and long-time 
associate of Wiles. 





A new building for Fisher i Holt, Pomona, Calif. Howard 


Haefner is president of the firm 
which now is located at 501 W. 
Second, Pomona. 

* . > 


Jenkins Gets Promotion 


James R. Jenkins has been pro- 
moted from sales manager to gen- 
eral manager of Jenkins Auto 
Sales, Inc. (Dodge), Dayton, O. He 
also is secretary and treasurer of 
the firm, which is headed by his 
father, R. S. Jenkins. Stanley Ellis 
and S. M. Bunn have been named 
co-sales managers. 

> > > 


Dumas Chevrolet Grows 


Ben H. Nelson, president of 
Dumas Chevrolet, Inc., 4047 S. 
Carrollton, New Orleans, announced 
the opening of a fourth new-car 
outlet at 1829 St. Charles, New 
Orleans. Francis Nelson has been 
named manager. 

> . > 


Georgia Firm in New Home 


The new home of Nash 
Rambler Motors, Inc., 1520 Walton 
Way, Augusta, Ga. was opened 
Dec. 1. The business is owned 
by Robert E. Wills and Clarence 
Ehriich. 


* * * 


Connell Opens Chevy Deal 

Jim Connell, Inc. (Chevrolet), 
has opened at 14481 Euclid Ave., 
E. Cleveland, O. James C. Connell 
heads the firm, which occupies the 
former home of Lazar-Carver Chev- 
rolet. Connell bought the latter 
firm in November. 

a > > 


Stephens Shows Imports 


MacDonald Stephens, of Stephens 
Foreign Cars, has opened a show- 
room in the Stephens Buick Build- 
ing, 840 Carondelet St., New Or- 
leans. The firm handles Rolls-Royce, 
Bentley, Jaguar, Austin-Healey, 
MG, Austin, Morris and Opel. 

7 7 > 


Frost Buick Opens 
Mr. and Mrs. Henry Frost have 
bought Fisher Buick, Lagrange, 
Ind., and will operate it as Frost 
Buick. 


* * * 


DeSoto Deal Sold 


Claude Kirkpatrick, president of 
Kirkpatrick - Wallace Motors (De- 
Soto), Jennings, La., has announced 
that his firm has been sold to He- 
bert & LeBleu, Jennings Dodge- 
Plymouth dealership. 

” ” * 


Lloyd Distributor Named 


Lloyd Distributors, Ltd., Inc., has 
set up headquarters at 55 Charles 
St., Manchester, N. H. Dealers are 
being signed to handle the German 
import. 

+ * om 


New Shop for Semmes 


Semmes Motor Sales (Ford) has 
opened a body shop at 121 First 
Ave. N. E., Decatur, Ala., next door 
to its main building. Gaines Love- 
lady is body shop manager. 
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Affecting Factories and Dealers . . . 


Auto Advertising 


By Martin L, Whitmyer 
Staff Writer 

The Advertising Federation of 
America has come up with seven 
suggestions on how cities can 
guard against ad taxes such as 
those imposed in Baltimore and 
now being considered in St. Louis. 

The suggestions are: 

1. Sustain continuing progress to 
educate citizens to the economic 
importance of advertising and the 
reasons why advertising must be a 
free, unfettered function of mar- 
keting. 

2. Organize and maintain a 
legislative intelligence committee 
with close working relationships 
with local and state government 
officials. 

3. If a discriminatory tax against 
advertising is proposed, notify AFA 
immediately. 

4. Set up a headquarters office to 
handle anti-tax activities and place 
qualified persons in charge of pro- 
gram. 

5. Alert all media, advertisers, 
merchant associations, labor 
groups, chambers of commerce, 
civic clubs, etc., of the proposal 
and spell out the respective rea- 
sons why they should join in op- 
position to the taxes. 

6. Wage an intensive communi- 
cation program, utilizing all media 
and rostrums to graphically inform 
the public of the economy-crippling 
effects of punitive taxation on ad- 
vertising. 

7. Keep AFA posted on the local 
situation and advise the AFA of 
assistance required. 

AFA has joined Baltimore’s 
daily newspapers and broadcast- 
ing stations in a legal battle to 
defeat the imposed tax and will 
take it to the supreme court if 
necessary. 

A $50,000 “war chest” to help 
finance what is expected to be a 
long, relentless battle against the 
punitive Baltimore advertising tax 
is being collected by AFA, accord- 
ing to Robert Feemster, board 
chairman. 

Meanwhile, in St. Louis the ad- 
vertising club of that city has 
pledged cooperation with the city’s 
board of aldermen in solving rev- 
enue problems with alternative 
measures instead of the advertis- 
ing tax proposal. 

Hugo Autz, president of the Ad- 
vertising Club of St. Louis, said: 

“We recognize that the board 
has a serious revenue problem be- 
fore it, and we are trying to be of 
every constructive help possible. 
“The revenue needs of the city 
can be met without the necessity 
of taxing any specific field, such 
as advertising, and we are work- 
that end.” 


Olds Is First User 


Oldsmobile is the first national 
advertiser to take advantage of 
Life’s new seven-day closing serv- 
ice previously announced as avail- 
able beginning this month, 
according to Clay Buckhout, Life 
advertising director. 

A black-and-white page, head- 
lined “Rockets in the News,” ap- 
pears in Life’s issue of Jan. 20. Its 
purpose is to offer used-car buyers 
a wide variety of colors and models 
in low mileage °54-’57 used Olds- 
mobiles, according to Guy S. War- 
ren, executive vice-president of D. 
P. Brother Co., Detroit, Oldsmo- 
bile’s ad agency. 

Life’s seven-day closing units are 
available in black-and-white and 
two-color. 

+ © * 


Open Houses 

Again this year, dealers in three 
Massachusetts cities—Lawrence, 
Quincy and Haverhill—will hold 
Washington Birthday open houses 
on Feb. 22, with the daily news- 
papers in those cities publishing 
material in conjunction with the 
showings the previous day. 

The papers taking part in the 
promotions are the Lawrence Eagle 
and Tribune, the Quincy Patriot- 
Leader, and the Haverhill Gazette. 

Also observing Washington’s 
Birthday with an open house will 








be members of the Bergen County 
(N. J.) Automobile Dealers’ Assn. 
In conjunction with the promotion, 
the Bergen Evening Record at 
Hackensack, N. J., will publish a 
special section on Feb. 17. 

Car dealers in Providence, R. L, 
will hold open house from Feb. 16- 
22. with the Providence Journal 
Bulletin publishing‘a special section 
Feb. 16. 


* * * 


Asheville Show Feb. 6-9 


The Asheville (N. C.) Citizen 
and times will publish a special 
automotive section in conjunction 
with the Asheville Auto Show to 
be held Feb, 6-9 at the city 
auditorium. 


Sponsored by the Asheville 
Automobile Dealers Assn., it 
marks the first auto show in that 
city since 1955. 


. * * 


M-E Promotes Fol 


Paul Foley, who for the past two 
years has been vice-president and 
manager of McCann-Erickson, Inc., 
Detroit, has been 
elected asenior 
vice-president 
and a member of 
the board of di- 
rectors. Marion 
Harper, agency 
president, made 
the announcement 
in New York. 

Foley joined 
McCann-Erickson 
after 10 years of 
creative and 
account management responsibility 
with a major Detroit advertising 
agency serving automotive clients. 

> - > 


Paul Foley 


Grant Ups Conroy 


Robert B. Conroy has been 
named director of regional account 
—- for Grant Advertising, 

c. 

Conroy formerly served Grant as 
regional account executive for the 
Dodge dealer accounts in Kansas 
City, St. Louis, Pittsburgh and Cin- 
cinnati. 

In his new position, he will su- 
pervise the activities of Dodge 
dealer account executives in 18 re- 
gions, including Boston, New York, 
Philadelphia, Syracuse, Atlanta, 
Charlotte, N. C., Detroit, Chicago, 
Memphis, Minneapolis, Dallas, Los 
Angeles, Portland, Ore. and San 
Francisco. 

* * . 


Chicago Tribune Promotion 


The award of $25 cash or a 
certificate valued at $50 towards 
the purchase of a car is being made 
each day to the person whose auto 
license number is published in the 
Chicago Tribune’s classified adver- 
tising section. 

According to Arthur E. Rozene, 
classified ad manager, the paper is 
publishing one license number each 

> + * 





day in its automotive want ad 
columns. 

Rozene said the license idea was 
adapted from a successful promo- 
tion the Tribune has been running 
for the past six months, in which a 
$25 cash prize was offered daily. 

* * + 


Post to Up Ad Rates 

Saturday Evening Post advertis- 
ing rates will move up to a new 
rate base effective with the July 19 
issue, Curtis Publishing Co. has 
announced. 

In the new schedule, which will 
be based on a net paid circulation 
of 5,600,000, a black and white full 
page ad will cost $23,475 against 
$21,505 now. Cost of a two-color 
page will rise from $26,505 to $29,- 
340, while cost of a four-color page 
will be $35,000, up from the current 
$31,620. 

Volume discounts on the new ad 
rate card will range from 3 percent 
to 16 percent. The minimum dis- 
count on the new schedule will start 
on gross amounts of $163,540, com- 
pared with $147,745 now. 

+ 2 = 


Johnson Ups 2 Admen 


John H. Johnson, president of 
Johnson Publishing Co., Inc., Chi- 
cago, has named William P. Gray- 
son and LeRoy W. Jeffries as vice- 
presidents of the company. 

Grayson and Jeffries, eastern 
and mid-western advertising man- 
agers respectively for Ebony, Tan, 
Jet and Hue magazines, became 
the first two executives appointed 
to corporate management positions 
outside of the Johnson family in 
the company’s 15 year history. 

Grayson, located in the New 
York office, has been with the com- 


How Nation's Salesmen Meet 





Advertising Record— 


W. D. Moore, right, Dodge advertising 
and merchandising director, accepts 
National Radio Advertising Clinic award 
citing Dodge's summer radio advertising 
campaign of last year as one of the most 
effective radio commercial programs of 
1957. Making the presentation is Richard 
G. Cruise, national account executive, 
Radio Advertising Bureau, Inc., New York. 
The plaque, a gold plated record on a 
mahogany base, was one of eight pre- 
sented during the past year. A companion 
award went to the advertising firm of 


Grant Advertising, Inc. 
ae 


pany 10 years, while Jeffries, at 

the home offices in Chicago, has 

been with Johnson eight years. 
= * * 

Names 


Bernard Kramer, account super- 
visor for Rayco Mfg. Co., Inc., of 
Paterson, N. J., has been elected 





vice-president of Emil Mogul Co., 
Inc., advertising agency, New York. 
He joined Mogul in 1956, 

= * * 


Jay E. Miller has been named 
western director of public relations 
for B. F. Goodrich in Los Angeles. 
He succeeds James McCready, who 
is returning to the company’s pub- 
lic relations staff in Akron. 

* = + 

Robert E. Britton has been 
elected vice-president in charge of 
marketing and research operations 


of MacManus, John & Adams, Inc., 


Bloomfield Hiils (Mich.) ad agency. 
Britton formerly was with General 
Mills, Inc., where he was assistant 
director of marketing research. 
aa * = 

Wallace Lepkin has joined Mac- 
Manus, John & Adams, Inc., as re- 
search director in the advertising 
agency’s New York office. Lepkin 
was research director at Erwin 
Wasey & Co., prior to that com- 
pany’s merger with Ruthrauff & 

yan. 


= * * 

Robert C. McConaughey has been 
named to the New York advertis- 
ing sales staff of Farm ¢& Ranch 
magazine. He formerly represented 
Implement & Tractor and Agricul- 


tura de las Americas magazines. 
ao = > 


Rootes Motors, Inc., has named 
Peter Easton to head its newly 
formed publicity department in 
New York. 

aa = = 

Morton Frank has joined Family 
Weekly to represent the magazine 
in publisher relations. Frank had 
been in Canton, O., for the past 11 
years as editor and publisher of 
the Canton Economist and Stark 
County Times. 


Practical Problems of Selling 


HIS one comes from A. C. 
Fasenmyer, owner Fasen- 
myer Chevrolet, Inc., Raytown, 

Mo. Here is his story: 
We had to learn the hard way 
that high school students not 
only buy cars but 


Sales wield a lot of in- 
fluence in the home 

Case when decisions are 
Histories made about buy- 


ing a new car. 


It is easy to brush off the 
questions of a teen-ager especially 
when they arrive in a bunch to 
look at a new model. Sometimes 
you get the impression that 
they’re just killing time. 

Before opening up this busi- 
ness 15 months ago I had been 

in a location where the per- 
centage of teen-age buyers was 
zero, but we hadn’t been here 
long until one of our salesmen 
told me that it was wrong to 
brush off the teen-agers. 

He said the teen-agers often 
have incomes from after-school 
work that make it possible for 
them to buy with their parents’ 
consent if they are old enough 
for a driver's license. 

In other cases they wield a lot 
of influence with their families 








Ford Commercials Cited— 


John R. Bowers, center, car advertising manager, Ford division, accepts Radio Ad- 
vertising Bureau's ‘golden disc"’ award, emblematic of outstanding radio commercials, 
from Richard G. Cruise, RAB national account executive, as Edward J. Rogers, repre- 
sentative, looks on. RAB's 150-man judging panel selected Ford's Duffy's Tavern 
(Ed Gardiner) commercials as among the eight most effective of the year. This marks 


the third consecutive year in which Ford 


has achieved this honor. A similar award 


was made by RAB to J. Walter Thompson Co., producer of the commercial. 


who respect their advice in buy- 
ing a new car. A lot of them, of 
course, are prospects of the future 
and are taking driver’s courses 
in their schools. 

7 > > 


A= that I paid a lot more 
attention to teen-agers. Not 
long ago a couple of boys came 
in to look at the new models 
and they had a lot of questions. 
Since I was the only one they 
could get to at the moment they 
concentrated their attention on 
me. Remembering the advice of 
our experienced salesman I re- 
solved to give them the best at- 
tention I could. 


I answered all their questions 
as best I could and went to 
considerable trouble to show 
them other feathres of our new 
model which interested them a 
great deal. Still no expression 
of buying or even a commit- 
ment about the future. 


After about an hour one of 
the boys said that his father was 
thinking about buying a new car 
and that he would send him 
around, They thanked me for 
giving them attention and left. 

Naturally, I dismissed the 
whole thing. But one evening 
about four days later a man and 
his wife came in and asked for 
me by name and introduced 
themselves. The father said his 
son and another boy had been 
looking over the new cars a few 
days before and that he had in- 
sisted that he come and see me 
before he bought any car. 

> > - 


* SON said that he had 

been to four dealers and 
asked questions and that you 
were the only one who knew 
what he was doing because you 
were the only one that answered 
his questions,” the father said 
with a smile. 

Then I remembered the boys. 
I was the only dealer he had 
visited who took time to an- 
swer his questions. This thought 
flashed through my mind. 

The father wanted to buy a 
used car and I showed him sev- 
eral and in about an hour he 
had bought. A week or so later 
he came back in and bought a 
pickup truck. 

Then not long after the father 
and the other lad came in and 
his father bought a new car. 
Then a fellow just about,18 came 
in and bought a car and he 
turned out to be a good customer. 
His parents will probably buy 


from us because they signed the 
papers for him and liked his 
choice of cars and I hope his 
choice of dealers. 

The word was getting around 
with the teen-age crowd that 
“Fasenmyer had the answers,” 
just because I took the time to 
treat them as prospective cus- 
tomers. 

I found out that the teen-agers 
in my trading territory are a 
fine bunch of youngsters that 
rate first-class attention and 
that their parents want them to 
earn money and buy their own 
cars. Not all teen-agers by any 
means are hot-rod maniacs. 


Salesman Hatz Honored 


ROCHESTER, N. Y.—Henry 
Hatz, veteran automobile salesman 
for Ralph Pontiac, Inc., was hon- 
ored by the Pontiac Master Sales- 
men Guild at a dinner held in 
Brookfield Country Club, Buffalo. 
Hatz has been selling autcmobiles 
for Ralph Pontiac since 1939. 








Operation 'Whitenik’'— 


This isn't what the boys got for 


Christmas this year—+rather, it's W. lL. 
Pepin in all his rocket finery, sounding 
off the opening blast of a White-Autocar 
service campaign at White Motor Co., 
Cleveland. The “Shoot the Moon" contest 
for White service departments through- 
out the country stirred up a lot of en- 
thusiasm—even to space helmets, rocket 
guns, and beeps from ‘‘Whitenik.” Pepin, 
Harold Haldeman, Walter Furpahs and 
Ralph Carter are directing the month-long 
campaign to make all truck operators 
more aware of White's nationwide serv- 
ice facilities. 
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ported that miscellaneous freight 
loadings had a better record than 
total freight loadings as an indi- 
cator of business activity in re- 
cent years. 

While miscellaneous loadings 
may be somewhat faulty as a long- 
range indicator, they have a better 
than even chance of showing the 
week-to-week level of business ac- 
tivity correctly and they show it 
quickly, the bank said. 


* + * | 
Fedders-Quigan Reports 
Record First-Quarter Profits | 


Fedders-Quigan Corp. reported | 
that net income of $224,923 for the | 
three months ended last Nov. 30,| 
first quarter of the 1958 fiscal year, | 


Steel, Freight Reports... 


2 Business Indicators 
Analyzed by Critics 


By Kenneth C. Kelley Jr. considered standby equipment to 
Staff Writer meet a defense emergency. 
O business indicators came in 0 ae 
for some oman ~~ week—| Wrong Picture Possible 
steel making express n terms on HE capacity reports could pos- 
es aon ant T sibly indicate tough sledding 
car loadings as — of over! when the industry was actually 
all business activity. t expanding production. 
The American Iron & Steel fnq| The industry was rated at 133.5 
stitute is repo million tons a year in 1957 and will 














News Se ae be rated at about 140 million tons a perme an alltime high Ser 
of Cmphasize reports| Yea this year. Soumanately SP paseent Ghove sis! 
Finance which show that the If the industry operates at 75 | previous record set in the corre- 


steel industry is 
working in a given week at a cer- 
tain percentage of its capacity. 
These reports have shown the 
industry operating at 50 to 70 per- 
cent of capacity in some recent 
weeks. Those opposed to the ca- 
pacity reports contend for a num- 
ber of reasons that they don’t give 
a fair picture of steel operations. 


This is the way the capacity re- 
ports are made up: 

Once each year, each producer 
takes stock of his steel-making 
facilities and lists how much 
steel could be turned out in a 
year of peak operations with 
those facilities. An allowance is 
made for a normal amount of 
downtime for the usual mainte- 
nance of those facilities. 

Each week’s production is then 
compared with what might be pro- 
duced at full-capacity operations. 
The Steel Institute publishes a 
weekly report on how the industry 
as a whole is producing in relation 
to its theoretical capacity. 

A number of objections to these 
capacity reports are heard, Some 
of the most often repeated are: 

The steel industry’s capacity is 
increased from year to year. These 
increases are in line with long- 
range projections of the demand 
for steel and may be quite a bit 
out of line with the demand in any 
given part of any year. 

Some steel-making capacity is 
designed to meet needs which lie 
in the future. Other facilities are 





Executive Panel 
Sees Bright 758 
For New England 


BOSTON.--A_ fundamentally 
sound economy, further easing of 
credit and the money market, con- 
tinued activity in the construction 
business and a widening of the 
tourist industry were listed as con- 
tributing to a brighter outlook for 
New England in 1958, despite pos- 
sible stiffer competition. 

Representatives of the region's 
banks, utilities, real estate and 
trade boards, transportation facili- 
ties, and other segments of the 
economy voiced general optimism 
at the third annua] business fore- 
cast press conference sponsored by 
the Greater Boston Chamber of 
Commerce. 

William J. Bird, executive vice- 
president of the chamber, said: 
“Boston, in 1958, faces a favorable 

riod of slow but steady economic 

—headed toward a more 
dramatic period of expansion in 
1959 and 1960, and culminating with 
what can be totally new Boston by 
1962.” 

Richard P. Chapman, chamber 
director and president of the 
Merchants National Bank of 
Boston, forecast that “there will 
be some further easing in the 
money market early in 1958, with 
credit being somewhat more read- 
ily available and. at moderately 
lower rates. 

“The fundamental cause,” he 
said, “is not the reduction in the 
Federal Reserve discount rate, the 
consequences ‘of which have been 
strong but psychological, but 
rather the downturn in business 
activity with its threat of recession. 


Wood Named Sales Chief 


William P. Wood has been named 
general sales manager of Middle 
Georgia Motors (Dodge-Plymouth), 
Macon, Ga. Prior to joining the 
Macon firm, he was district sales 


percent of capacity this year, it 
will produce almost two million 
more tons of steel than it could 
have while working at 80 percent 
of capacity last year. 

Any time lost due to labor trou- 
bles reflects adversely in the ca- 
pacity reports. 

Steel men like to point out that 
the auto industry does not report 
its output in terms of what it 
might be doing at full capacity. 
They add that neither industry ex- 
pects to work every plant at full 
capacity all of the time. 


* * * 


Rail Freight Question 
HE Federal Reserve Bank of 
Chicago raised the question: 
“What's wrong with car loadings?” 
in its January review. 


The bank pointed out that 
freight-car loadings have their 
shortcomings as a business indica- 
tor. The chief objection is that a 
drop in freight loadings may indi- 
cate the competing means of trans- 
portation are getting more business, 
rather than a drop in the general 
level of business. 


On the plus side, the bank 
pointed out that freight loadings 
give a comprehensive picture on 
business activity and give it 
quickly. While many business in- 
dicators are weeks and even 
months old before they are re- 
leased, the freight report for last 
week will be published before the 
end of this week. 


Automotive News does not use 
steel-making capacity reports in its 
economic index, feeling that a re- 
port on the number of tons of steel 
made each week gives a clearer 
picture of what the industry is 
doing. 

“Barometer” freight-car loadings 
are reported in Automotive News. 
These are the loadings of miscel- 
laneous and less-than-car-load lots 
of freight, reflecting chiefly manu- 
factured goods moving into the 
channels of trade. 

> > > 

Duplication Eliminated 
C= types of freight loadings 

are eliminated, largely because 
they mirror other measures of bus- 
iness activity which are part of the 
index. For instance, the number of 
freight cars loaded with coal and 
coke is little more than a duplica- 
tion of the report on coal produc- 
tion. . 


The Federal Reserve Bank re- 








sponding months in 1956, 


Salvatore Giordano, president, re- | 


‘Sliding Door Appears Again— 


ported a decrease of 13 percent in 
over-all sales, due almost entirely 
to a return of the company’s auto- 
motive products volume to a more 
normal level. Net sales totalled 
$10,105,667, he said. 





ao 


~ 


An Alfa Romeo 2000 boasts a pretty gi 





ri on its fender and a sliding door on the 


driver's side. The coupe is Pinin Farina'’s newest experimental prototype. The sliding- 
door idea was first used by BMW prior to World War II. Farina’s door moves outward 


and then slides back. When closed, it is 
+. + > 


Correspondent George L. Glaser Writes .. . 


Auto Letter from Europe 


COLOGNE, Germany. — A stu- 
dent group from Technical Univer- 
sity of Berlin won top prize in the 
“Tomorrow's Car” design contest, 
sponsored by Ford of Cologne. 

The contest was limited to cars 

in the small and medium-price 


34 States to Partici 


field and designs could not be 
too far out of this world. 
The prize-winning design fea- 


| tured hydrostatic drive, an auto-| 


matic in which an _ oil-pressure 
pump is connected to the engine, 


te . . . 





08 Safety-Check Ready 


ASHINGTON. — “Check Your 
Car—Check Your Driving— 
Check Accidents” wil] be the offi- 
cial slogan of the annual National 


Vehicle Safety-Check program, | 


which will commence in May. 


Designed to arouse public 
awareness of the need to have 
vehicles safety-checked period- 
ically and to maintain them in 


safe driving condition, the pro- 
gram is being sponsored by the | 


Inter-Industry Highway Safety 
Committee and Look magazine, 
with the cooperation of NADA 
and the National Assn. of Safety 
Check Coordinators. 

The program will also provide an 
opportunity for motorists in states 
which do not require vehicle 
inspection to have their cars 
checked at community safety- 
check lanes and in cooperating 
dealerships, garages and service 
stations. 

Safety-check items include 
brakes, front and rear lights, steer- 
ing, tires, exhaust system, glass, 
windshield wipers, rear-view mirror 
and horn. 

According to M. R. Darlington 
jr., committee managing director, 
nearly 48 million, or two out of 
every three registered vehicles, are 


* * * 
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Safety-Check Identification— 





Dealer window trim for the 1958 Vehicle Safety-Check will feature the new “Circle 
of Safety” theme. The identification pieces are printed in red, yellow and blue. The 
circular poster in the center is 42 inches in diameter. During May, dealers in the 
34 states which do not require vehicle inspection will offer motorists safety-checks 


manager for a tire manufacturer. | of 10 items affecting safe driving. 





flush with the side of the body. 
= 


~ od 


and an oil-pressure driven motor 
to the rear wheels. 


The car also included roll-up 
doors, air springs and adjustable 
rear seats. Several other entries 
divided the car into three cells 
which could be removed for model 
| changes or repairs—similar to the 
|Panhard and Mercedes design 
trends. 
| On one car the headlights were 

replaced by a neon-light fixture 

across the front of the model. 

Another model featured seats 
containing small bags which could 


using the nation’s streets and high-/| be filled with air to fit the seat 


ways with no official check made 
to determine safe driving condi-| 
tions. 

In announcing the 1958 pro- 
gram, Darlington noted that 


| results of more than 2% million 


vehicles safety-checked during 
the 1957 program showed 19.5 
percent, or one out of five, were 
in need of service attention to 
one or more parts affecting safe 
vehicle operation. 


Reports from states conducting 
inspection programs each year) 
show as many as 50 percent or 
more of all vehicles inspected are} 
rejected because one or more parts 
require immediate service attention, | 
according to Darlington. 


This year’s program will be 
conducted in 34 states including | 
the 14 states and the District of 
Columbia which have compulsory | 
inspection laws. The latter states 
and the number of required in- 
spections are: 

Colorado, two; Delaware, one; 
Maine, two; Massachusetts, two; 
New Hampshire, two; New Jersey, 
one; New Mexico, two; New York, 
one; Pennsylvania, two; Texas, 
one; Utah, two; Vermont, two; 
Virginia, two; West Virginia, one, 
and the District of Columbia, one. 

Maryland, Mississippi and Wash- 
ington have periodic inspection 
laws which are presently inactive. 


Jap Firm to Build 
Clark Products 


BUCHANAN, Mich. — Clark 
Equipment Co. has received final 
approval from Japanese Govern- 
ment officials for a combination 
equity and licensing agreement 
with Toyo Umpanki Co., Ltd., ac- 
cording to Walter E. Schirmer, 
Clark’s international operations 
vice-president. 

Toyo Umpanki, with headquar- 
ters and a plant at Osaka, is one 
of the largest manufacturers of 
industrial trucks in Japan. The 
company will produce Clark indus- 
trial trucks and the MICHIGAN 
line of construction machinery. 

The arrangement gives Clark a 
substantial interest in the Japanese 
firm, with an option to acquire ad- 
ditional ownership at the later date, 
according to Schirmer. Japan is 
the sixth foreign country in which 
the company has one or more 
licensees. 





|matic transmission now 


to the contours of the rider’s body. 

In Dingolfing, Bavaria, Hans 
Glas announced that 43,650 Goggo- 
mobils were produced in 1957. 


| Work is being speeded on the new 


front-wheel drive T-600 to assure 
start of deliveries in the spring, 
Glas said. 

Glas also announced that auto- 
is avail- 
able on the Goggo. 

Bavarian Motor Works has 
hired more workers to turn out 
the 30,000 BMW -Isetta 600s 
scheduled for production in 1958. 
The firm’s dealers think the pro- 
duction schedule should be 
doubled and the price reduced. 

Volkswagen expects to turn out 
its two-millionth unit in February, 
and Opel Olympia 58 is due to hit 
the 100,000 mark in the same 
month. 

British auto firms exported 41,- 
000 vehicles last November, bring- 
ing the total for the first 11 
months of 1957 to nearly 390,000 
units, according to an industry 
spokesman. 

He said about 85,000 units were 
shipped to the US. the biggest 
market for British vehicles. 

Experts in Berlin are looking 
forward to the development of 
the three-cell car — a front car, 
body structure and rear car. 
When a tuneup or repairs are 
needed, the affected cells could 
be disconnected and replaced by 
a “loaner” cell in a short time, 


they say. 

Elsewhere on the automotive 
front: 

Major auto manufacturers in 


France have raised prices by 5 per- 
cent. 

The Mercedes Museum in Stutt- 
gart, Germany, reported that 84,000 
persons visited the exhibits in 1957. 

Damiler-Benz said it now has 

195 distributors and 1,600 dealers 

in 135 countries outside Germany. 

The “Lake Pennask,” a 10,000-ton 
freighter, has been placed in car- 
ferrying service between Great 
Britain and California. She can 
carry 800 unboxed British cars. 

A report from Moscow says all 
speed limits have been abolished 
there. 


Dodge Deal Builds 
Oregon City Dodge, Oregon City, 
Ore., has started construction of 4 
new building. Total investment will 
exceed $100,000, according to Ed 
McDowell, president. 
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The Man Behind the Wheel... 





Sales-Testing the New Models 


(Continued from Page 17) 


spring and the levelling valve that 
is easily removed or replaced from 
the inside. 

“That's like a lot of other things,” 
Watcher said, “when you under- 
stand them, you find they’re simple 
after all. We wouldn’t have any 
trouble draining the tank, raising 
it on our lift and performing all 
the other service operations, and of 
course it wouldn’t cost the owner 
any more. 

“Now when I see how the level- 
ling valve works I could service 
that unit myself. What surprised 
me is the size of the air springs— 
they hold about as much air as one 
of the tires. Looks like the coming 
thing and we’re ready for them.” 

7 « > 


What Else Is New? 


HEVROLET has a lot of new 

features that make it an out- 
standing automobile. Its advertising 
claims of a low-priced car that 
rides in the high-priced class is 
well borne out. Chevrolet has two 
new engines this year. 

The Impala sport coupe we 
tested was equipped with the new 
Turbo-Thrust engine and the 
Turboglide automatic transmis- 
sion, which features three tur- 
bines. This transmission provides 
a more solid feel and a quick 
getaway by reduction of normal 


slippage. It also had a retarder | 


to aid brakes in going down steep 
mountains under 40 m.p.h. 


The Turbo-Thrust engine, a 


compact power plant, generates 250 | 


horsepower at 4,400 r.pm., with 
355-foot pounds of torque at 2,800 
r.p.m., and is identified as the 348 
V8. It has four-barrel carburetor, 
hydraulic valve-lifters, compression 
ratio 9.5:1 for premium fuel and 
is coupled with the new Turbo- 
Glide automatic transmission. Dual 
exhausts are standard. 

This is an entirely new optional 
power plant in which only a few 
minor parts are interchangeable 
with previous engines. The crank- 
case requires only four quarts for 
refill, plus the usual extra quart if 
the filter is changed at the same 
time. 


Combustion Chamber Is New 


HE Turbo-Thrust engine has an 

entirely new combustion 
chamber, with improved new design 
of induction and exhaust system. 
This provides top performance 
throughout the power range. The 
combustion chamber is located 
within the cylinder block and the 
cylinder head has a fiat machined 
bottom face. 

This is the wedge-type combus- 
tion development, and most pros- 
pects will be interested in seeing 
a diagram of how it works. 

Some improvements in all 


Tufts Succeeds Black 


Thomas L. Black, vice-president 
and manager of the Pinehurst Gar- 
age Co., Inc., Cadillac and Chevro- 
let dealership in Pinehurst, N. C., 
has resigned and Peter V. Tufts 
has been appointed to succeed him 


as manager. 








Chevrolet V8s include: A change 
in throttle linkage which provides 
a firmer feel. The bypass spring 
in the full-flow oil filter has been 
changed from a 5 to 10-pound 
spring for improved filtering. 
Engines use a new mounting in 
the frame which reduces vibra- 
tion. 


A new 35-ampere generator 


Mack Introduces 
New C.0O.E. Model 
For Early Output 


PLAINFIELD, N. J.— Develop- 
ment of a new cab-forward type 
truck is announced by Mack 
Trucks, Inc. It is adaptable both 
for light and heavy hauling in the 
city or over the road, 

P. O. Peterson, Mack president, 
said the new cab-forward models 
will be produced for use either as 
| four or six-wheel trucks or trac- 
| tors, and will be available with 
| either gasoline or diesel engines. 
| Production will start in the next 
few weeks, 

E. G. Ewell, sales vice-president, 
added that the new vehicle will be 
the first cab-forward type with set- 
| back front axle capable of accom- 
modating a diesel engine over 200 
horsepower. 

Also featured 
| windshield said to contain more 
| glass area than ever before used on 
a vehicle of this class. 


Addition of these new models to 


is 





| Mack’s cab-forward truck line fur- 
|nishes the company with a com- 
plete range of cab-over-engine ve- 
| hicles, Peterson said. 

The new Mack N-Group uses the 
tilting principle for easier serv-| 
icing. 





Easy Servicing— 


Fast servicing through use of a tilting 
mechanism is said to be one of the out- 
standing features of Mack's new cab- 
forward WN series. Accessibility to the 
engine is achieved through a spring bal- 
ence arrangement which permits the cab 
to be tilted forward and returned by a 
| touch of the hand. Positive safety locks 
|are provided to secure the cab firmly 
|in both raised and bedded position. In 
| tilting the cab, it is unnecessary to dis- 


®connect instruments or controls. 
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Mack Unveils Cab-Forward Models— 


Mack's new cab-forward N models feature an extra-large wraparound windshield,| where they may require trans- 
wide doors which enclose steps and a set back front axle permitting maximum pay- 
load within legal limits. For fast, easy servicing, they use the tilting principle in 
which a spring balance arrangement allows the entire cab to be tilted forward and 
returned to position by a touch of the hand. They are available with either gasoline 
or diesel engines, and provide a range of transmissions covering five, 10, 15 and 


20 speeds. 


is a wraparound | 


| St., Los Angeles; 
Co., 159 Ridge Drive, San Antonio; 


|Balmoral Ave., 


|ers of automotive replacement 
| parts, automotive chassis parts and 








used on cars with power steering, 
and air conditioning. The rear 
bushing has been improved by a 
method of recirculating the lubri- 
cating oil. 

The ribbon-cellular radiator is 
replaced with a tube-on-center 
core radiator in which the water 
passages are individual brass tubes 


and the cooling fins are copper-| 


soldered to the tubes. 


Because the physical strength of | 


these tubes is much greater, the 
cooling-system pressure was in- 
creased from 7 to 13 pounds per 


square inch. The radiator also is| 


smaller. This is an important im- 
provement in cooling, and the radi- 


ator has been moved forward and} 


anchored more securely to allow 
no movement. 
+ * * 


Luxury, Performance Linked | 


LE the original Impala may 

have been a dream car, it in 

no whit detracts from the produc- 

tion model, which couples luxury 
and performance. 


In appearance it is striking and 


What's New... 





|a broadening beam, 


| outside, I find 


an attention-getter. All models 
this year are wider and lower 
and there is an increase in head- 
room. This was made possible in 
a lower car by redesign of the 
propeller shaft and a new X- 
frame which provides drop sec- 
tions that furnish more legroom. 
The customer may not be so 
much interested in how it was done 
as in the actual roominess and 
comfort of the interior. It is a 
tribute to engineering design that 


even though the car is 2.5 inches|} 


lower in overall height, headroom 
is one inch greater and ground 


clearance is increased nearly an 
inch. 
For those who are conscious of 


it will be 
interesting to know that hip room 
has been increased more than an 
inch in all models except the 
Impala, where the hip room is 
even greater. 


Impala interiors radiate luxury, 


| featuring sleek vinyls, tri-colored 


pattern cloth, bright chrome ac- 
cents and tinted anodized alu- 
minum. As one who has frequently 
criticized the lavish chrome on the 
it a distinct ad- 
vantage inside. Such protective 
and decorative strips stay clean, do 
a good job of protecting and do 


| not require refinishing. 








Big Stuff— 


“| didn't know these air springs were 
so big,” said Bud Watcher, filling station 
operator. “They're aimost as big as the 
wheel, no wonder they give such a good 
ride.” 


In Parts and Accessory Distribution 





Vis-U-All Products Names 


|New Sales Representatives 


GRAND RAPIDS. Vis-U-All 
Products Co., Grand Rapids, Mich., 
has appointed the following as 
sales representatives: 

Bray & Carter, 2234 W. Eleventh 
Hank Fischer 


Morton L. Friedman Co., 2814 W. 
Chicago; Herman 
Lewis Co., 1622 Sixty-eighth Ave., 
Philadelphia; R. C. Merchant & 
Co., 18411 W. MecNichols Road, 
Detroit, and Weller-Rahe Co., Box 
212, Worthington, O. 
* 


Neapco Buys Building 


PHILADELPHIA. —A _ two-story) 
industrial building at 860 Cross St., 
Pottstown, has been bought by 
Neapco Products, Inc., manufactur- 


agricultural power take-off joints 
and drive lines. 
- * > 


Germans to Train 


U.S. Distributors 





890 Federal Blvd. The firm, founded 
in 1909, had been located at Four- 
teenth and Lawrence for more than 
40 years. It has branch stores in 
Aurora, Wheat Ridge, Grand 
Junction, Durango and Colorado 
Springs. 


* * * 


Volvo Parts Headquarters 
Is Opened in Newark 


NEWARK, N. J.—Volvo Distrib- 
uting Co. has leased a building at 
357 Wilson Ave. for its national 
parts headquarters and its main 
port facility in the U. S. 

The new facility provides 58,000 


| square feet of storage space for 





Of Hi-Fi Radios 


NEW YORK. — Robert Bosch 
Corp., exclusive American repre- 
sentative of German- built Blau- 
punkt Hi-Fi car radios, will 
conduct technical training pro- 
grams for Blaupunkt distributors 
throughout the U. S. 

George F. Krieger, Bosch presi- 
dent, said distributors will be in- 
structed by Blaupunkt technicians 
from the German factory. They 
will set up one-week “schools” in 
major cities, he said. 

Krieger said current Blaupunkt 
models Koeln, Frankfort and 
Hamburg have been  supple- 
mented by a low-price model, the 
Bremen, introduced for the first 
time in the American market. 


The Wolfsburg is being manu- 
factured for March delivery as an 
exclusive product for Volkswagen 
cars, he added 

* ok * 


$3,000 to Blood Bank 


BURLINGTON, Vt.—The Auto- 
motive Wholesalers of Vermont 
presented $3,000 to the Vermont- 
New Hampshire Regional Red 
Cross Blood Program. The gift will 
help residents of the two states in 
any U. S. or Canadian hospital 


fusions. 
7 * + 


Denver Firm Moves 


| 400 cars. It will service automotive 


parts to 27 states and also will be 
the parts and storage headquarters 
for Volvo’s Penta Marine division. 


MEWA Slates 
Conferences at 


2 Universities 


CHICAGO. — The Motor and 
Equipment Wholesalers Assn. and 
the University of Illinois have 
drawn up the curriculum for 
MEWA’s Top Management Insti- 
tute, scheduled for May 11-16 at the 


University’s Allerton House, Monti- 
cello, Il. 

It is one of two such conferences 
to be conducted by MEWA this 
year. The other, a Sales Manage- 
ment Institute, is slated for March 
23-28 at New York University. 

Tution will be $130 for the Illinois 
institute and $150 for the New 
York course. Reservations may be 
made by writing MEWA, 309 W. 
Jackson Blvd. Chicago 9, IIL 
Checks should be made payable to 
the proper university. 

The trade group said each insti- 
tute will be conducted by veteran 
wholesalers, manufacturers and 
faculty members. Training methods 
will include classroom instruction, 
workshop, seminars, panel discus- 
sions and student participation in 
“brainstorming” sessions. 





New Hampshire Holds 
Inspections Too Costly 


CONCORD, N. H—Motor Ve- 
hicle Commissioner Frederick N. 
Clarke has said that a vehicle- 
inspection program could improve 
highway safety in New Hamp- 
shire but would cost too much. 

He said that, because the state’s 
population is scattered, it would 
take an “enormous” amount of 
time to test each car. 








Plaque Marks a Milestone— 


M. C. Patterson, left, Dodge president, presents plaque to Hanley Taylor, Detroit 
Dodge-Plymouth dealer, at 25th anniversary party. Taylor was honored by Dodge 
and Chrysler Corp. officials and Detroit-area Dodge dealers at a dinner marking the 
start of a family enterprise began by Taylor's father and himself in 1932. In that 
year, the firm started with five employees and sold 327 cars and trucks. Today, 
consisting of four dealerships, the company employs 240 and to date this year has 
sold 5,974 units. In all, over 25 years, the company's sales record has passed the 
DENVER.—Auto Equipment Co. | 55,000 mark. Taking part in -presentation ceremonies is Lee F, Desmond, right, Dodge 


| has moved into its new building at| sales vice-president. 
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COMPRESSOR TESTER—Sun Electric | 
Corp., Harlem & Avondale, Chicago 31, 
lil., aonounces its universal compression 
tester for engine compression tests. Leak- 
proof, positive fitting adapters are at- 
tached to cylinders and quick-disconnect 
fittings between adapter and tester are 
said to make setup easy-fast-accurate. 
Hoses ore furnished for 14 and 18 mm 
spark plug openings and a long starter 
switch lead facilitates connection and 
movement about the vehicle, it is claimed. 
Gauge is read by pushing thumb switch 
in handle and is scaled O-300 psi grad- 
vated in five psi increments. 

* > * 


Custom-Mixed Acrylics 


Acme Quality Paints, Inc., 8250 
St. Aubin, Detroit, has introduced 
three products and formulas which | 
make it possible to custom-mix 
acrylic lacquer colors on the Acme 
Color Eye. The painter, Acme said, 
simply adds one or more of 747 
Silver Metallic, 758 AC White, 758 
Modifier to Acme’s regular line of 
lacquer-tinting colors. 





> . > 


| minutes, Pryor claims, anyone can 
|} make up a colorful, durable display 
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Synthetic Primer-Surfacer 


Is Fast-Drying, Nason Says 

A fast-drying synthetic primer- 
surfacer has been introduced by 
R. N. Nason Co., 151 Potrero St., 
San Francisco, Calif. 

The synthetic primer-surfacer, to 
be marketed under the name “NX- 
12,” is ready for sanding in less 
than an hour regardless of atmos- 
pheric conditions, the firm said, and 
provides an excellent base for gloss 
finishes in enamel or lacquer. 


* * > 


Plastic Sign Maker 
Pryor Marking Products, 434 S. 
Wabash Ave., Chicago 5, IIL, is} 
offering Movitex, plastic three- 
dimensional sign maker. In a few 





or announcement sign. The pliable 
plastic letters are inserted into the 
patented perforated plastic back- 
ground. 








| TEST LEADS—Auto-Test, 600 S. 


Inc., 
| Michigan Ave., Chicago 5, lll., has come 


|} out with a three-unit test lead kit de- 
signed to simplify and speed electrical 
testing. Designated as Auto-Test No. TLK- 
10, this unique kit consists of three leads 

|in 12-inch, 18-inch and 24-inch lengths. 
Each lead is equipped with 1'%-inch 
cadmium plated, color coded, alligator 
clips at the ends. Behind each clip is a 
length of plastic sleeving in a specific, 
bright color. These color sleeves are for 
instant identification of lead lengths and 
positions. 

* > > 


Windshield Wiper 


| Chrysler Corp. 


| WIRE STRIPPER—A wire stripper, No. 
| 299, has been announced by Proto Tool 
|Co., los Angeles, Calif. The tool, which 
is only 5 inches long, fectures a thumb- 
operated gauge ond strips all commonly 
used insulated wire from 14 to 24 gauge 
| without nicking or cutting. Even the larger 
| sizes of wire con be handled, it is 
| claimed. Specially hardened edges cut 





Scott Paper Co., Chester, Pa., has 
announced development of a 
“heavy-duty” automotive windshield 
wiper, Brand No. 570, which it 
claims can clean and dry wind- 
shields better and quicker than 
ever. It consists of two paper plies 
that are soft and absorbent. 


* * * 
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FLOOR MATS—Custom Crown Mat Co., 
8000 Melrose Ave., has announced a line | 
of custom designed cor mats for all ‘58 
General Motors, Chrysler and Ford cars. | 
The one-piece mats are contoured to give 
protection to floor, toe-board, over-the- 
hump oreos and have an extra heavy 
built-in driver's heel pad. The cor mats 
are available in colors to complement car 
interiors. Also available is a one-piece 
matching rear mat with the same features 
for protection of the rear floor. 

> > > 


Steam Cleaner 


A high-pressure steam cleaning 
machine makes it possible for com- | 
panies to own a modern, high-profit | 
steam cleaner, according to Home-/| 
stead Valve Mfg. Co., 11 Johnson 
St., Coraopolis, Pa. The 750 Jenny 
Series is made in two basic models, 
one using kerosene for fuel, the 
other gas-fired. 

> 


> > 


Fittings for Teflon Hose 
“Seal-Lock” reusable fittings for 
high-temperature Teflon hose have 
been marketed by Resistoflex Corp., 
Roseland, N. J. 
> 





* * 
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WINDSHIELD WIPER ARMS—Designed 
especially for curved windshields, the 
Anco Anti Wind-lift Arm is said to 
combat wind lift, skip-wipe and snow 
pack. The arm pressure is set with a 
screwdriver adjustment. The arm comes 
in two universal models to “quick-fit" 
oli drum head (model DH) and screw 
head (model SH) wiper shafts beginning 
on 1941 cars. The arms extend from 10 
to 14 inches and replace all left-hand 
and right-hand arms. Anderson Co., 1075 
Grant St., Gary 40, Ind. 





easily. 
Toolmaker’s Ink 
A non-corrosive toolmaker’s ink 
is pigmented to provide sharp, clean | 
| scribing of work by tool, die and 
model makers, machinists and pro- 
duction layout men, according to 
| Crown Industrial Products, 713 Am- 
| sterdam St., Woodstock, IIl. 


> * * 


Insulating Spray Offered 

Crystal-Clear Spray Protective 
| Coating for insulating electro-| 
plating racks against metal plating 
\is being marketed by Krylon, Inc., 
|18 W. Airy St., Norristown, Pa. 


y 
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REPLACEMENT PANELS—A line of | 
packaged, precut and die-formed avto-| 
motive replacement panels designed to 
speed repair of rocker ponels and exten- 
sions has been developed by Automotive 
Metal Products Co., 11216 Brookpark, 
Cleveland, O. The panel line includes all 
General Motors, Ford, Mercury and | 
Chrysler group cars, Nash, Rambler and | 
Packard, 1949 through 1958. Most panels | 
are available with trim holes optional. | 
Accurately die-trimmed for snug fit around | 
front, center and rear posts, the AMP 
panels are made of 20-gauge, cold-rolled | 
steel. 





’ . * 


Dry-Cell Lamp Offered 


_A dry-cell lamp, powered by @| RADIO TRANSMITTER—General Electric 
six-volt battery and made of stain- | Co., Syracuse, N. Y., is now in production 
less steel, is offered by Koehler Mfg.| on a high power UHF base station radio 
Co., Marlborough, Mass. The com-| transmitter designed to give dispatchers 
pany said the lamp weighs 67) of mobile communication systems more 
ounces and can be equipped with | ability to reach vehicles traveling in out- 
flashing accessories. lying areas. Engineered to deliver up to 

ge ar 250 watts, the unit may be licensed for 


Ste toe Webber operation in the 450-460 mc band. The 


unit is especially applicable to the truck- 
An AC transformer type arcing market. The new transmitter increases 
welder for operation on single-| power output up to 12 db and enables 
phase, 60-cycle, 230-volt input has/| dispatchers to talk up to 50 percent 
been announced by Hobart Broth- farther. (For example, an operator of a 
ers Co., Troy, O. Output is 295 amps. | G-E Progress Line 15-watt station trans- 
on 20 percent duty cycle, 250 amps. | mitter who is now covering 20 miles with 
on 30 percent duty cycle and 200 | his unit may talk up to 30 miles with 
amps. on 50 percent duty cycle. | the super-powered set.) 








Preferred Electric Offers 


Ammeter, Oil-Pressure Unit 


An ammeter and pressure gauge 
assembly, which shows rate of 
battery charge or discharge and 
exact oil pressure, is offered by 
Preferred Electric & Wire Co., 68 
Thirty-third St., Brooklyn 32, N. Y. 

The device supplements the “gen” 
and “oil” lights on most late-model 
cars and can be installed on the 
dash or steering column of any car 
or truck. It may be used with either 
six-volt or 12-volt ignition systems. 

ok * * 


Pressure-Bleeder Adaptor 


A pressure-bleeder adoptor for all 
ears of the 1955 


through 1957 model runs, which 


| have the open-bowl, master-cylinder 
| reservoir, is being offered by EIS 


Automotive Corp., N. Main S&t., 


Middletown, Conn. 


* * * 















FILTER CHART—A 1958 automotive filter 
wall chart for dealers is now being 
distributed by Purolator Products, Inc., 
Rohway, N.J. The chart lists replace- 
ment fuel filters as well as oil and air 


filters for all stock models of cars and 
light trucks. The Purolator chart has 
been expanded to include the cars that 


have adopted the dry-type air filter since 
its recent introduction. The front of the 
chart gives the oil, air and fuel filter 
specifications for the more popular for- 
eign made cors as well as late model 
domestic cars and light trucks, The re- 
verse side provides cross references be- 
tween Purolator refill numbers and thir- 
teen other filter makes, stating brand 
name, type, model designation and di- 
mensions. 


—_ < « 
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BRAKE KiTS—The Automotive Division,’ 


Wagner Electric Corp., 6400 Plymouth 
Ave., St. Lovis 14, Mo., announces an 
assortment of brake shoe hold-down kits 
to help speed up brake work. The assort- 
ment, Wagner No. FL-480, contains 38 
kits of eight sizes for complete coverage 
of all cors and trucks equipped with 
sefvo-type brakes. Each kit contains 
springs, pins and washers for one brake 
assembly. ; - 


Harper Trucks 


Load balanced design, all welded 
construction and safety in handling 
are features of a new line of Har- 
per industrial hand trucks, accord- 
ing to Harper Steel & Supply, Inc., 
P. O. Box 33, Wichita, Kans. Four 
designs are featured. 

*” + . 


Valve Lubricant 


Parker Fuelube, a lubricant for 
fuel and oil-line valves, is recom- 
mended for service in aromatic 
and high-octane fuels by Parker 
Rubber Divisicn, Parker-Hannifin 
Corp., 17325 Euclid Ave., Cleveland 
12, O. 












LITTER BASKET — National distribution 
of the Rubbermaid Kar Litter Basket has 
been announced by Wooster Rubber Co., 
Wooster, O. The basket is an unbreak- 
able, rustproof, dentproof, specially styied 
waste basket for under the automobile 
dashboard. It has an adjustable bracket 
for hanging on the passenger side panel. 
The dimensions are 11 by 4% by 11% 


| inches, and it is available in Rubbermaid 
| hues 


of gold, silver, red and blue. 


* * * 


Stripable Paint Marketed 


|For Signs on Glass, Metal 


A stripable paint for signs on 
store and car windows and bare 
metal surfaces is being offered by 
Strip-Off Paint Sales Co., 5211 First 
Ave. S., Seattle. 

The company said the paint may 
be used for either temporary or 
permanent signs and can be peeled 


off when no longer needed. 
* = * 


with 
grille guards is the latest addition to 
the wrecker equipment marketed by 
Ernest Holmes Co., 2505 East Forty-third 
St., Chattanooga 7, Tenn. The bumper can 
be supplied with brackets to fit any 
standard truck and can be optionally fur- 
nished with a replacable rubber facing. 
Height of the bumper is 16 inches, 
while the height of the grille guards 
adds another 15% inches to its overall 
protection. The standard bumper weighs 
190 pounds. 


PUSH BUMPER—A push bumper 


= * 


Clamp-On Mirrors Offered 


Three rearview mirrors which can 
be clamped on the flanges of car 
doors are offered by Supersite 
Corp., 302 Seymour Ave., Derby, 
Conn. The mirrors are in oblong, 
round and pentagon shapes. 

od * a7 


Safety Ball Peen Hammer 


Stanley Tools, division of Stanley 
Works, 111 Elm St., New Britain, 
Conn., has introduced a safety ball 
peen hammer designed to minimize 
chipping of critical areas. 

cd 


* * 





LUGGAGE RACK—Ford Division, Ford 
Motor Co., Dearborn, Mich., has announced 
a luggage rack designed for station 
wagons. The rack is said to feature stain- 
less steel bed for maximum loads. One 
model may be used for permanent or 
removable installation. A hook strap as 
sembly is available for removable model. 
Permanent rack requires only four drill 
holes for installation. 
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TURNINGS 


by 


Joseph M. Callahan 


Engineering Editor 





Automation’s Best Potential: Autos 

oo ce percent of all car-making operations are poten- 
tially automatable, making the auto industry (including 

parts and accessories suppliers) the country’s largest poten- 

tial market for automation equipment. 


This is one of the conclusions reached in a survey of| Houston and a director of a North 
major U. S. industries by the@————————— 


American Society of Tool 
Engineers, the 38,000- 
member organizations which re- 
cently completed its 25th year. 

The ASTE reported, “The (auto) 
industry is particularly optimistic 


about its ability to automate a 
sizeable proportion — about one- 
third — of its machining opera- 


tions. To achieve this, 21 percent 
of the equipment would be brand 
new; about 12 percent would rep- 
resent modifications of existing 
equipment. 

“With regard to other opera- 
tions, the industry believes that 
one-third of its inspection and 
material handling operations, 
one-fourth of its grinding and 
finishing, one-fifth of metal 
forming and one-eighth of pro- 
duction welding operations are 
profitably automatable.” 

Noting that many of the large 
plants in the auto industry already 
have made “fairly good progress” 
in this direction, it was estimated 
that about 30 percent of the equip- 
ment purchased in the last two 
years was automated. 


To automate the industry’s oper- 
tions that are still potentially 
automatable would require the re- 
placement of 25 machine tools, 10,- 
000 grinders and finishers, 5,000 
metal forming machines and 
3-5,000 production welding ma- 
chines. 

. > > 


Where Profits Lie 


HILE the industry feels that 
a sizeable portion of its pres- 
ent equipment lends itself to auto- 
mation,” the association said, “it 
will prove more profitable in a 
majority of cases to secure new 
and modern equipment designed 
specifically for automation.” 
However, what progress the 
auto industry makes in regard 
to automation is strongly af- 
fected by sales from year to year. 
The optimistic plans that were 
concocted after 1955 have been 
trimmed considerably as a result 
of the 1956 and 1957 sales per- 
formances. 
In contrast to the 20 percent of 
the automotive operations that are 
potentially automatable, the ASTE 





Hertz to Buy 
4,000 Trucks 
For $22 Million 


CHICAGO. — Hertz Rent A Car 
System, Inc., raised the total cost 
of its 1958 motor vehicle purchases 
to $115,670,250 with the announce- 
ment that it will buy 4,000 trucks 
costing $22 million. 

Walter L. Jacobs, Hertz presi- 
dent, earlier announced an initial 
order for 19,737 cars costing $60,- 
170,250, and said that after Apr. 1 
the company would buy 11,000 more 
cars costing $33.5 million. 

The truck order, which will be 
delivered over a period of 12 
months, will boost the Hertz truck 
fleet to about 25,000 vehicles. In 
1957, Hertz purchased 3,600 trucks 
valued at about $16 million. 

The 1958 order will include trucks 
ranging from $2,500 panel and 
pickup vehicles to diesel-powered 
and specially designed trailers val- 
ued at $25,000 each. About 90 per- 
cent of them will be of the van or 
closed-body style, Jacobs said. 

The bulk of the order will’ be 
Placed with GMC Truck & Coach, 
International Harvester, Chevrolet, 
Ford, Mack and White, he said. 


survey revealed that this figure is 
18 percent in the aircraft industry, 
17 percent in the fabricated metal 
industry, 16 percent in the electri- 
cal and appliance industry, 15 per- 
cent in the air conditioning and 
refrigeration industry, 15 percent 
in the percision equipment in- 


dustry and 7 percent in the ma- 
chinery industry. 
+ * * 


Picture in Europe 


ISCUSSING the status of auto- 
mation in Europe today, 
Harold E. Collins, ASTE president, 
recently said, “Naturally, automa- 
tion has not progressed as fast in 
Europe as it has in this country 
for the simple reason that a supply 
of good craftsmen are available. 
“This can be attributed to 
excellent training systems for 
personnel and the desire of 
workmen to be best in their 
fields. Also, labor is considerably 
cheaper ... this does not leave 
much room for developing auto- 
mation as an economic measure.” 
Collins, who is foreign operations 
manager of Hughes Tool Co. in 


Ireland tool company, said the 
European plants have outstanding 
process developers incorporating 
unusual automation features. 

“At the recent Hanover Trade 
Fair in Western Germany,” he con- 
tinued, “most of the machined tools 
exhibited had automation features 
built into them as part of the ma- 
chine; many involved extremely 
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Course on Inventions 


Offered in Detroit 


DETROIT —A new 15-week 
course on “Protecting Your In- 
vention” will get under way Feb. 
6 at the Materials Management 
Center of Wayne State University, 
4801 Third Ave., Detroit. 

Designed as a nonlegal course 
for engineers and others inter- 
ested in inventions, the course 
will be offered Thursdays from 
6 to 8 p. m. Instructor will be 
Bernard J. Cantor, Detroit patent 
attorney. 

Registration for the course be- 
gins today (Jan. 20) at the Ma- 
terials Management Center office. 
Fee for the course is $30. 





ingenious methods for work- 
handling; including feeding, hold- 
ing, gaging and unloading.” 


> * * 


Labor View in Europe 
SKED about the labor- 
management situation in 
Europe, he said, “The viewpoint of 
labor in Europe appears to be 
healthy in that labor knows that 
its product must be of the highest 


33 


standard and be sold for a low 
price to compete in world markets. 

“Both labor and management 
realize that their products must be 
exported and sold in order for 
them to survive, as they manufac- 
ture in excess — far beyond their 
domestic requirements.” 

Collins said there was a big 
difference between European and 
American labor rates, with 
European machine operators 
earning 45 to 50 cents an hour 
for the same work done in this 
country at rates of $2.50 to $3.00. 

“This is not a true picture.” he 

asserted, “for when purchasing 
items with hours’ work rather 
than pay, the ratio is even greater. 
For example, a 17-inch screen TV 
set in the U. S. could be purchased 
with 40 hours work whereas, the 
same size set in Europe would re- 
quire 450 hours of labor. 

“The differential in labor rates 
will not supply the incentive for 
development in automation to the 
extent that it is present in the 
United States. As the supply of 
skilled labor decreases and labor 
rates increase, the economic in- 
centive to remove drudgery and re- 
petitive tasks from industry is in- 
creased—providing a natural trend 
toward automation.” 










UNCOVER YOUR ’S58S 
SERVICE OPPORTUNITIES 


KENDALL QUALITY LUBRICANTS KEEP PACE WITH NEW MODEL 


REQUIREMENTS ... ASSURE YOU OF OWNER LOYALTY 


KENDALL SuperB MOTOR OIL -— All Weather SAE 
10W-30O. Provides a// essential requirements 
to effectively lubricate the most advanced pas- 
senger car engines. Eliminates pre-ignition and 
detonation “ping’’. Minimizes valve train and cam- 
shaft wear. Assures proper functioning of vaive 
lifters. Offers owners added gasoline economy. 
Assures your customers of new engine perform- 


ance for thousands of miles ahead. 





PLUS —- Service-Selling Programs designed 


universal joints, 


KENLUBE 8-521 MULTI-PURPOSE GREASE 
- Proven exceptionally effective in silencing 
ball joint squeaks and squawk. Recommended 
for chassis fittings as well as wheel bearings, 
etc. Features unique resist- 
ance to shock, heat, water corrosion and oxida- 
tion. Your owners benefit from smoother, 
quieter operation. You profit through satisfied 


customers and savings in inventory and time. 


specifically for the franchised car dealer. Details from your 
local Kendall Distributor. 


Lubrication Specialists since 1881 


PENNA. 


The complete line of Kendall Motor, Gear ang Chassis Lubricants 
through continuous product research are developed and improved 
to match the performance requirements of 

advanced automotive engineering. 
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Sales Conditions in Various ‘Areas i 








Auto Market Reports 


Detroit 
A slight gain in new-car registra- 
tions was noted in Wayne County 
(Detroit) during December, with a 
total of 11,660, compared with 11,174 

in the previous month. 
General Motors accounted for 
44.58 percent of December sales, 


compared with 39.31 in November. 
Ford Motor dropped to 35.94 per-| 


cent in December from 36.13 per- 
cent in the previous month, and 
Chrysler skidded from 20.56 percent 
in November to 16.03 percent in 
December. 

All other makes accounted for 
345 percent in December, com- 
pared with an even 4 percent 
a month earlier. 

Sales by makes (with market 
penetration in parentheses) were 
as follows: Ford, 3,163 (27.13 per- 
cent); Chevrolet, 2,633 (22.58); 
Plymouth, 1,026 (8.80); Oldsmobile, 
833 (7.14); Buick, 673 (5.77); Cadil- 
lac, 601 (5.15); Mercury, 514 (4.41); 





oe divisionof SCOVILL 





459. (3.94); Dodge, 368 
| (3.16); Edsel, 308 (2.64); DeSoto, 
252 (2.16); Rambler, 190 (1.63); 
Chrysler, 166 (1.42); Lincoln, 120 
(1.03); Continental, 85 (0.73); Im- 
perial, 57 (0.49); Studebaker, 41 
| (0.35); Packard, 6 (0.05); Hudson, 
3 (0.03); Willys, 3 (0.03), and mis- 
cellaneous, 159 (1.36). 

For the full year, new-car 
registrations amounted to 150,112, 
compared with 138,936 in 1956. 

| New-truck registrations in De- 
|}cember numbered 687, compared 
with 703 in November. Registra- 


| Pontiac, 


trations in parentheses) were: 
| Ford, 280 (40.76); Chevrolet, 164 
(23.88); Dodge, 88 (12.80); Diamond 
T, 40 (5.82); International, 38 


baker, 1 (0.15), and miscellaneous, 
18 (2.62). 
Full- year registrations totalled 









tube 


tions by make (with market pene- | 


(5.53); GMC, 25 (3.64); Willys, 15) 
(2.18); Diveo, 7 (1.02); Mack, 6 
(0.87); Reo, 2 (0.29); White, 2 
(0.29); Autocar, 1 (0.15); Stude- 


| 8,573 in 1957 and 10,245 in 1956, — 
| (Robert M. Lienert.) 


| * * * 


Columbus, O. 


| Dealers in Franklin County 


(Columbus), O., sold 1,958 new cars| 


|in December, compared with 1,747 
in the previous month. 

Total for the year was 27,429, 
|which exceeded the 1956 total of 
| 26,956. 

December new-car_ registra- 
tions by makes were: Chevrolet, 


571; Ford, 503; Oldsmobile, 158; | 


Plymouth, 157; Buick, 119; 
Pontiac, 107; Dodge, 82; Mercury, 
67; Cadillac, 49; DeSoto, 27; 
Chrysler, 22; Edsel, 22; Volks- 
wagen, 18; Rambler, 9; Imperial, 
8; Lincoln, 5; Studebaker, 5; 
Triumph, 5; Simca, 4; Isetta, 3; 
| Jaguar, 3; Hillman, 2; King Mid- 
| get, 2; MG, 2; Willys, 2; Austin, 

1; Borgward, 1; English Ford, 1; 


less tires 
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Metropolitan, 1; Nash, 1, and 
Renault, 1. 

New - truck registrations 
amounted to 153 in December, com- 
pared with 169 in November. The 
year’s total was 2,454, compared 
with 2,451 in 1956. 

December registrations by makes 
were: Ford, 39; Chevrolet, 32; GMC, 
32; Dodge, 19; International, 18; 
Mack, 4; Volkswagen, 4; Reo, 3; 
Studebaker, 1, and White, 1. 

Tax-paid used-car transactions 
amounted to 4,066 in December, 
compared with 4,581 in November. 
The 12-month total was 63,629 in 
1957 and 64,647 in 1956. 


Used-truck sales totalled 214 in 
December and 245 a month earlier. 
The year’s total was 3,979, com- 
pared with 3,973 in 1956. — (Bert 
Strang.) 


« + * 


St. Louis 


The new-model year is getting 
off to a slow start in most lines. 
Both ends of the price range ap- 
parently are fairing better than 
the middle-priced group. Deliveries, 
particularly in the 
range, are somewhat 
expectations. 


Registrations 


below 


for the week 


wm) Always change the valve 
when mounting new 


Every time you install a new tubeless tire, be sure to install a 
new Schrader valve, too. Protect your customers’ driving safety 
and the reputation of your tire’s brand name with a new Schrader 
valve. Make this simple service a profitable “must.” For full, 
built-in mileage over the entire life of a tire, the valve should 

be as new as the tire. 


Tubeless business—ehangeover, repair, replacement—is growing 
every day. Be ready with complete Schrader service. 


A. SCHRADER’S SON * Division.of Scovill Manufacturing Co., Inc. 


FIRS 


BROOKLYN ‘38, NEW YORK 


T NAME IN TIRE VALVES 


FOR ORIGINAL EQUIPMENT AND REPLACEMENT 


middle-price | 





ending Dec. 20, totalled 1,001 
Passenger cars, compared with 
1,330 for the corresponding week 
in 1956. Truck registrations were 
off from 73 to 28. 


While there is much disappoint 
ment over the volume of sales 
dealers are somewhat encourage 
by the reported improvement. ir 
the gross profit per car. 

The market seems to be plague: 
by the unusual number of carry 
overs of '57 models. These car: 
must be sold without much profit 
and each sale removes a potentia’ 
1958 delivery and probable profit. 

The pricing situation still is 
clouded and an increasing num- 
ber of dealers are saying that 
prices should be cleaned up and 
packs eliminated in the hope that 
some day public confidence will 
be restored in prices and more 
dependable sales methods. 

Labor and parts sales are re- 
ported somewhat below this time 


last year. Further changes are 
expected in dealerships. (Sam X. 
Hurst.) 
+ * : 
Milwaukee 


A total of 2,715 new cars were 
registered in Milwaukee during 
November, for the poorest monthly 
showing since January, 1956. The 
October total was 3,208. 


Registrations by makes were: 
Ford, 775; Chevrolet, 536; Ram- 
bler, 216; Plymouth, 184; Buick, 
175; Oldsmobile, 169; Pontiac, 137; 
Dodge, 106; Cadillac, 81; Mer- 
cury, 68; DeSoto, 55; Chrysler, 44; 
Volkswagen, 40; Edsel, 38; Im- 
perial, 26; Studebaker, 23; Lin- 
coln, 17; Nash, 7; Willys, 5; 
Packard, 1, and miscellaneous, 
33. 


For the first 11 months, the new- 
car total was 38,998, compared with 
38,273 for the corresponding period 
of 1956—(John E. Hubel.) 


> . * 


Cleveland 


New-car sales in the Cleveland 
area in 1957 were the fourth- 
highest in history, according to the 
county clerk's office. 


Sales totalled 78,525, compared 
with 79,409 in 1956, the third-best 
year. Used-car sales in 1957 totalled 
87,265, compared with 88,132 in the 
previous year. 

Repossessions during the year 
amounted to 4,274, compared with 
3,761 a year earlier. 


Ford, which lost county leader- 
ship to Chevrolet in 1956, was back 
in the lead in 1957 with 18,537 reg- 
istrations, or 23.5 percent of total 
sales. Chevrolet had 16,817 sales, or 
21.5 percent.—(Sanford Markey.) 


* > . 


Atlanta 


New-car sales in the Atlanta 
area totalled 1,611 in December, 
while new-truck sales numbered 
130. 

By makes, new-car sales were 
divided as follows: Chevrolet, 491; 
Ford, 439; Oldsmobile, 139; Buick, 
113; Plymouth, 85; Pontiac, 83; 
Cadillac, 60; Mercury, 34; DeSoto, 
31; Dodge, 26; Chrysler, 22; Nash, 
15; Lincoln, 11; Studebaker, 7; Ed- 
sel, 7; Imperial, 6; Packard, 2, and 
miscellaneous, 40. 

Truck sales by makes were: 
Chevrolet, 58; Ford, 35; Interna- 
tional, 16; GMC, 8; Dodge, 7; Dia- 
mond T, 1; Mack, 1; White, 1, and 
miscellaneous, 3.—(E. C. Bash.) 


* * > 


New Orleans 


New-car registrations in New 
Orleans during December totalled 
2,501, compared with 2,029 in No- 
vember and 2,371 in December a 
year ago. 

Truck sales amounted to 170 in 
December,: compared. with 250 in 
November and 163 for the like 
period of last year. 

December new-car sales by 
makes were: Chevrolet, 806; Ford, 
781; Pontiac, 153; Buick, 150; Plym- 
outh, 133; Oldsmobile, 131; Mer- 
cury, 67; Volkswagen, 60; Cadillac, 
37; Dodge, 33; Chrysler, 28; Stude- 
baker, 23; Edsel, 21; Renault, 16; 
Rambler, 11; Lincoln, 10; MG, 9; 
DeSoto, 8; Imperial, 7; Mercedes- 
Benz, 3; Simca, 2; Nash, 2; Vaux- 
hall, 2; Austin-Healey, 1; Lancia, 
1; Rolls-Royce, 1; Volvo, 1; Pack- 
ard, 1, and Metropolitan, 1. 

Truck sales by makes were: 
Chevrolet, 66; Ford, 63; Interna- 
tional, 26; Mack, 10; Diamond T, 
2; White, 1; Dodge, 1, and GMC, 1. 
—(Gordon Hebert.) 
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Average Prices of Used Cars Sold at Auction 


(Compiled by Automotive News from Auction Reports.) 
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Prices of ’57s added and '49s dropped in November, 1956, Prices of '58s added and '50s dropped in December, 1957. 
Figures alongside bars represent dollars. 


Market Trend 


The overall average price of 
used cars sold at wholesale auc- 
tion last week rebounded from 
the previous week’s drastic slump 
by moving upward $41. 

Each individual model on the 
index had a higher average price 
last week. It was the first time 


that every model had escaped a | 


loss since the index of Aug. 26. 


Gains amounted to $1 on ’56s, 


$8 on ’53s, $10 on ’51s, $15 on ’57s, 
$24 on ’55s, $48 on ’52s, $55 on "54s, 
and $168 on ’58s. 

At a group of representative 
auctions last week, the average 
consignment was 226.4 units, the 
highest so far this year. It had 
been 205 units in the previous 
week. 


| 


The sales ratio was 66.3 per- | 


| 
| 
| 


cent, compared with 66.1 percent 
a week earlier. 


Prices marked with an asterisk 
indicate a unit equipped with an 
automatic transmission or over- 
drive, and (ps) indicates power 
steering. 

= = a 


DETROIT 


(Motor City Auto Auction. Sale every 

Monday. Prices are for sale of Jan. 6.) 
(Market slightly up. Sold 121 cars out 
of 196 consignments.) 

| BUICK—'57 Special 2-dr., $1,800°. "56 Su- 
per sedan, $1,510°; Special conv., $1,- 
250°; sedan, 2 at $1,400*°, $1, 025. "55 
Century Hardtop, $1,050*%; RM sedan, 
$950°*; Special 2-dr., 2 at $795°, $765°. 

CADILLAC—’'56 (62) club coupe, $2,550*° 
(ps). 

| CHEVROLET- "57 Bel Air sedan, $1,605°. 
‘56 Bel Air sedan, $1,225*. 55 Two-ten 
sedan, $700°. °54 Bel Air club coupe, 


$575*. ‘53 station wagon, $530; Two-ten 
sedan, 2 at $360, $350. ‘52 2-dr., $300, 
$275. ‘51 2-dr., $165. ‘50 2-dr., 

$155. 


CHRYSLER—’53 Windsor sedan, $400. '52 
club coupe, $120. 


DeSOTO—’55 Firedome Sportsman, $1,010. 


DODGE—’57 Royal (8) Lancer, $2,050*; 
sedan, $1,625*, $1,610*. "56 station wag- 
on, $1,175, $1,150; Fairlane (8) 2-dr., 
$1,100*; Custom 2-dr., $910°*. 

FORD—'57 Fairlane (8) 500 sedan, $1,- 
675*; Custom (8) 300 2-dr., $1,400°. '56 
station wagon, $1,175, $1,150; Fairlane 
(8) Victoria, $1,100*; Custom (8) 2-dr., 
$910°. °'55 Fairlane (8) 2-dr. Victoria, 
$950*°, $885°*, $855°. 2-dr.. $740°; Cus- 
tom 2-dr., $675; Main sedan, $555, $400. 
"54 station wagon, $780; Crest Victoria, 
$590°; Custom 2-dr., $455, $425, $375. 
Main 2-dr., $425, $420. '53 Custom sedan, 
$425*, $425, $380, $350, $315, $310, $290. 


MERCURY —'54 club coupe, $690°. °53 
Monterey conv., $300°. °52 sedan, $275. 

OLDSMOBILE—’57 (98) sedan, $2,225*. 
"56 (88) conv., $1,500°. ‘55 (88) Holi- 
day, $1,235, $1,110°. ‘53 (88) 2-dr., 
$360°. ‘52 club coupe, $325. ‘51 club 
coupe, $130°. 


PLYMOUTH—’'57 Belvedere sedan, $1,780*, 
$1,695°, 
$810. "55 Savoy 2-dr. 


$1,540°. '56 Savoy sedan, $830, 


$680, $530, $525. 


$265, | PONTIAC—'56 Star Chief sedan, 3: 250°. 


‘55 Star Chief sedan, $950°*, "4 


(Copyright, 1958, by Automotive News) 


Star Chief 2-dr., $415. °53 Chieftain se- 
dan, $330, $310. ‘52 2-dr., $180. ‘51 
sedan, $155. 


MISCELLANEOUS — ‘57 Dodge Express, 
$855. 


BUFFALO 


(Thruway Auto Auction, Inc. Sale every 
Monday. Prices are for sale of Jan. 6.) 

(The first sale of 1958 was short in 
volume of cars entered, but long in cars 
sold. Sold 40 out of 61 cars.) 


BUICK—’55 Super Hardtop, $1,125* (ps); 
Special 4-dr., $720*. ‘53 Super Hardtop, 


$280°. 

CADILLAC—’'55 Fleetwood 4-dr., $1,835* 
(ps). 

CHEVROLET—'57 Bel Air (8) 4-dr., 


$1,- 
600°. °56 Bel Air 4-dr., $600° (taxi) 
FORD—'56 Country sedan, $1,285*; Fair- 
lane 4-dr., $1,150°. "54 Main 2-dr., $410; 
Custom 4-dr. $375. °53 Custom conv., 
$465; 4-dr., $370, $170; 2-dr., $240. 
MERCURY —-'55 Monterey Hardtop, $1,- 
000°. '53 Monterey 4-dr., $400°. "52 Cus- 
tom 4-dr., $205°. ‘51 2-dr., $120°. 


OLDSMOBILE—'55 (88) Hardtop, $1,050*. 

PACKARD—'53 4-dr., $295. 

PLYMOUTH—'56 Savoy 2-dr., $820. ‘55 
Savoy 2-dr., $613. °54 station wagon, 
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$500*. ’53 2-dr., $160. ‘51 coupe, $185. 
PONTIAC — '55 Chieftain Hardtop, $670. 
SEATTLE 


(South Seattle Auto Auction, Sale every 

Wednesday, Prices are for sale of Jan, 8.) 
(Cars are selling.) 

BUICK—’55 Special Sport coupe, $1,100* 
(ps). °54 Super Sport coupe, $1,020*; 
Special Sport coupe, $815. 

CADILLAC — '53 coupe de Ville, $1,150* 
(ps). ’51 (62) 4-dr., $460°. "50 (62) 4- 
dr., $515*. °49 (61) *4- dr., $195°*. 

CHEVROLET—’58 Impala (8) Sport coupe, 
$2,875* (ps), $2,870° (ps); Bel Air (8) 
Hardtop, $2,695* (ps). °57 Two-ten (8) 
station wagon, $2,045*, $1,960*, $1,950*, 
$1,930* (ps), $1,920; 2-dr., $1,590*; Bel 
Air (8) Sport coupe, $2,005*, $1,995*; 
4-dr., $1,820* (ps). '56 Bel Air (8) Sport 
coupe, $1,445*; 2-dr., $1,350*; Two-ten 
(6) 4-dr., $1,275°*, $i, 085* ; 2-dr., $920. 
"55 Two-ten (6) 4-dr., $980; 2-dr., $950; 
One-fifty 2-dr., $780. "'53 Bel Air 2-dr., 
$595*; Two-ten 4-dr., $475*; One-fifty 
club coupe, $415, $345. ‘52 Styleline 4- 
dr., $365°, °51 4-dr., $250; 2-dr., $210. 

CHRYSLER—’50 NY 4-dr., 

DODGE—’56 Royal (8) 4-dr., 
station wagon, $630°; 4-dr., 
Sport coupe, $240*. ‘50 4-dr. $175°*. 

FORD—’' 57 Country sedan (8) station wag- 
on, $2,050°, $1,725; Fairlane 500 sedan, 
$1,950° (ps). "56 Country sedan (8) sta- 
tion wagon, $1,420, $1,310*; Ranch 
Wagon, $1,415*; Custom 4-dr., $1,220°, 
$1,205*; 2-dr., $1,110*, $1,020. '55 Ranch 
Wagon station wagon, $985, $930; Cus- 
tom 4-dr., $980*, $930*, $910; Main 
2-dr., $610. '54 conv., $850° (ps), $745°; 
Country Squire station wagon, $695°*. 

MERCURY—’ 57 Monterey Sport coupe, $2,- 
015*. °56 Montclair Sport coupe, $1,760*° 
(ps), $1,385° (ps). "54 Monterey 4-dr., 
$945°* (ps); Custom Sport coupe, $880*. 

OLDSMOBILE — ‘56 Super (88) Sport 
coupe, $1,855* (ps); (88) 4-dr.. $1,375°. 
"54 Super (88) 4-dr., $1,085*; Sport 
coupe, $1,010°. ‘53 Super (88) 4-dr., 
$615*° (ps). "52 Super (S88) 4-dr., $450°. 

PLYMOUTH — ‘56 Suburban (8) station 
wagon, $1,145; Savoy (8) 4-dr., $1,100°, 
$1,040. '55 Plaza (8) 2-dr., $805, 

PONTIAC—’'55 Star Chief (8) Sport coupe, 
$1,355° (ps), $1,285°. "50 2-dr., $150°*. 

RAMBLER—’57 Super (6) 4-dr., $1,480. 

STUDEBAKER—’57 Champion 2-dr., $1,- 
340. °52 4-dr., $205*. °51 4-dr., $145°. 

MISCELLANEOUS—’56 Volkswagen 2-dr., 
$1,355; International pickup, $745. ‘54 
Ford \%-ton pickup, $650. 


JENISON, MICH. 


(Grand Rapids Auction, Sale every Tues- 
day. Prices are for sale af Jan. 7.) 
(Market stable, Buying on very selec- 


(Continued on Page 36, Col. 3) 





ALABAMA 








JOHNSON AUTO 


AUCTIONS 


Lawrenceburg, Tenn.—Tuesday 
Huntsville, Ala.—Friday 
100% Insured—No Registration Fee 





COLORADO ¢ 











DENVER AUTO AUCTION 
(Denver's Oldest and Finest Auto Auction) 
4575 So. Santa Fe Littleton, Colo. 
Ph: SU 1-6673 — Ed. G. Smith 
Auction Every Friday at 12:00 Noon 


We Issue Auction Checks and Titles Are 
Guaranteed by Empire Auction Insurance 
Agency 





CONNECTICUT 





Sale Every Wednesday at 11:00 


SOUTHERN AUTO SALES, INC. 
AUCTION 


Werehouse Pt., Conn. 

















FLORIDA 
DAYTONA BEACH — Florida Auto 
Auction. Municipal Airport. Tues., 
11 A.M. Completely un shelter. 
MARYLAND 
BEL AIR AUTO AUCTION 
Bel Air, Md. 


subsidiary of Manheim Auto Auction 
% Auction Checks Issued 
*% Titles Guaranteed 
— Every THURSDAY at Noon — 
Phone Bel Air, Md. 894-1580 














GRAND RAPIDS AUCTIONS, INC. 
On M2i—One ae ae <8 @ Canoe, 


EVERY TUESDAY—CHECKS INSURED 
At 1:00 P.M. Sharp—Dealers Only 
Auctioneer: Col. W. E. "Bill" Nagy 
“Michigan's Best" 

Phone: ARdmore 6-4720 





MISSISSIPPI 


JACKSON — Greater Jackson Auto 
Auction, Inc., Wilmington St., P. O. 
Box 8468, Wednesday, 12:30 P. M. 








CLASSIFIED WANT ADS 
BRING RESULTS 








ST. LOUIS AUTO 
AUCTION BARN, INC. 
3807 Easton Ave. 

St. Louis, Mo. 
Phone Franklin 1-3845 


SALES EACH TUESDAY 
AND FRIDAY 


We Issue Our Checks and Insure Titles 
Owned and Operated by 
BILL McCRACKEN and 


ROY McMANAMA 
We Will Bey Your Used Cars 








NEW JERSEY 


Crossroads of the East 


JUNCTION OF PENNSYLVANIA AND 
NEW JERSEY TURNPIKES 


N. A. D.E. 


Dual Lane Sale — 
WEDNESDAY, 11 AM. 


We issue auction checks, guarantee titles 


NATIONAL AUTO 
DEALERS EXCHANGE 


Route 206 South, Bordentown, N. J. 
(Exit 7, N. J. Turnpike) - AXminster 8-i702 


MICHIGAN 





Detroit's Barometer 
APTCO AUTO AUCTION 


8 Years Old 
Conveniently located Y% mile from Detroit City Limits 


TWO BIG AUCTIONS EACH WEEK... 
WEDNESDAY AND FRIDAY AT 12 NOON 


19241 DIX-TOLEDO HIGHWAY (U. S$. ROUTE 25) 
MELVINDALE, MICHIGAN 


Checks and titles guaranteed 





Phone Dunkirk 3-0150 





NEW YORK 


NEW YORK STATE'S OLDEST 
NATIONALLY KNOWN 


TIM ANSPACH 
Dealer Auto Auction 
Albany 5, N. Y. 

Monday — I! O'Clock 
80 car sale average 
All Titles and Checks Guaranteed 





LAFAYETTE—Syracuse Auto Auction, 
Center of Empire State. Check and 
Title Protection. (Wed.). 


NEW YORK CITY's 
SKYLINE 
AUTO AUCTION 


EXCLUSIVELY FOR AUTO DEALERS 
You are 100% safe because all titles 


and checks are insured 
EVERY TUESDAY 12:30 P.M. 


GREENPOINT AVE. & PROVOST ST. 
BROOKLYN 22, N. Y 
Tel. EVergreen 3-4800 


Auctioneers—David B. Spielman 
John W. Becker 





Thruway Auto Auction, Inc. 
Route 18B Buffalo, New York 
EVERY MONDAY 
Insured Checks — Insured Titles 
Fast, Accurate Market Reports 
Phone: HObart 4700 Al Clements, Owner 
Flying Dealers — Land at Buffalo Air-Park, 
5 miles south of Buffalo Municipal Airport. 
Hard surface runway - Unicom Radio. Auction 
is onty five minutes away. Call 


us, we'll 
pick you up. Pp 





NORTH CAROLINA 
RALEIGH — Mann’s Auto Auction 
Sale, Rt. 5. Ph. 3-1564, Titles & 
checks guaranteed. Mon. 10 A. M. 





FOR QUICK RESULTS 
USE AUTOMOTIVE NEWS 
WANT ADS 











MONTPELIER AUTO AUCTION CO. 
MONTPELIER, OHIO 
Sale Every Monday, 12:30 P.M. 
“WE NEVER miss” 
Your Good Will—Our Most Valuable Asset 
On U. S. Route 20A Phone 5-9535 





PENNSYLVANIA 





MANHEIM 
AUTO AUCTION, INC. 
Manheim, Penn. 
On Route No, 72 
5 miles South of Pennsylvania Turnpike 
Sale Every Friday—i0:00 A.M. 


%& Dual Lane Selling 

¥%& Auction Checks 

%& Titles Guaranteed 
Patronize the 


NATION'S LARGEST AUCTION 
Phone Manheim MOhawk 5-240! 


Issued 





WASHINGTON 





SOUTH SEATTLE AUTO 


10844 E. Marginal Way Seattle 88, Wash. 
Phone Mohawk 6490 


SALE EVERY WED. 11 A.M. 
“WE HAVE BUYERS!" 


“Take Home a Guaranteed Auction Check" 
Bill Johnson Bob McConkey 


Crossroads 


. where they meet . . . 
buyers and sellers . . . new and 
used car dealers. They meet at 


the dealer auctions of the na- 
tion . . . and on the pages of 
Automotive News. 


You will reach both groups 
through an ad in Automotive 
News. 
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Brown & Thomas Expands 


Brown & Thomas Automobile, feet now owned by the company. 
Co., 2644 Whalley, New Haven,| The dealership, which was founded 
Conn., has purchased property and|in 1904, is headed by Harry H. 
buildings at Whalley and Sherman/| Brown jr., a former president of 
avenues which will add 21,000| the Connecticut Automotive Trades 


square feet to the 80,000 square/| Assn. 


Bil 


LOCAL SERVICE 


The NADA Official Used Car Guide is now published 
in 8 regional editions, every 30 days to provide 
better service and even more accurate reporting in 
your local area. 


In addition, the Guide contains many valuable 


features such as: 














@ Average Wholesale 
Value 


@ Average Retail 


@ Average Loan 


(in most areas) 


© Identifying Specifications 
and others 


Quantity Prices on Request 





NATIONAL AUTOMOBILE DEALERS 
Useo Car Guipe Co. 


JO K Street, N.W., Washington 6, D0. C 


America’s Best 


SALES MANAGER 


For Buick Dealership 


SALARY $25,000 
And An Opportunity to Make More 


|= man we are seeking must be one of the 
top Sales Managers in America. He must be 
able to take charge and operate a large Buick 
dealership in Northern N. J. Our company has 
been in business for many years and enjoys the 
finest reputation in the industry. We are now 
operating and always have operated profitably. 


The man we want must be able to operate a 
volume dealership in a clean, ethical business- 
like manner profitably and successfully in to- 
day’s market. He must be an exceptional indi- 
vidual, who can develop new business, hire, 
train and direct sales personnel, help close 
deals, be experienced in sales promotion and 
have present proof of accomplishment. 


Please do not apply unless you have a proven 
record of accomplishment, have the finest char- 
acter with the very best of references and can 
stand rigid investigation of your past perform- 
ance. Send full resume, which will be held in 
strict confidence to: Box AN-11, Automotive 
News, Detroit 26, Mich. 





CHRYSLER—’57 NY 2-dr., $2,400° (ps 
"566 Windsor 4-dr., $1,195° (ps). ‘55 
Windsor Newport, $1,100*; 4-dr., $1,- 
040°; NY 4-dr., $1,155* (ps) 


Used-Car Auction Pp r i ces DeSOTO—'55 Fireflite 4-dr., $1,105* (ps), 
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tive basis. Everyone wondering what will 
happen to market. Sold 77 cars out of 
160 consignments.) 

BUICK — ’57 Century Riviera 2-dr., $2,- 
015*; Special 4-dr., $2,000, $1,970* (ps). 
’56 RM 4-dr., $1,525* (ps); Super Rivi- 
era 2-dr., $1,515* (ps); Special station 
wagon, $1,500* (ps); Special Riviera 2- 
dr., $1,375* (ps); Century 4-dr., $1,- 
485°. °55 RM Riviera 4-dr., $1,030* (ps); 
Special 4-dr., $985; Special Deluxe 4-dr., 
$910*, $850*, $750. °54 Special Riviera 
2-dr., $850*; Super Riviera, 2 -dr., $770°, 
$635°. ’53 Super Riviera 4-dr., 

CADILLAC—’57 (62) club coupe, $3, 265° 
(ps). 

CHEVROLET — ‘57 Bel Air (8) station 
wagon, $1,715*, $1,710*; Sport coupe, 
$1,680*; Two-ten 4-dr., $1,510*°, '56 Bel 
Air (6) 2-dr., $1,085; Two-ten (8) 4-dr., 
$1,005*; (6), $975. '55 Bel Air (8) 4-dr., 
$850°* ; '2-dr.. $800; Two-ten 2-dr., $600. 

DeSOTO—’56 ‘Firedome Hardtop, $1, 505° 
(ps). °53 club coupe, $350° (ps). 

DODGE—’52 2-dr., $115. 

FORD—’57 Fairlane 500 (8) 4-dr., $1,- 
680°; 2-dr., $1,615* (ps), $1,550° (ps); 
Custom 300 2-dr., $1,410*; Ranch Wag- 
on, $1,400. °56 Country sedan station 
wagon, $1,330°; Fairlane (6) 4-dr., 
$985*; 2-dr., $875*; Custom (8) 2-dr., 
$825. °55 Country sedan station wagon, 
$1,125*; 2-dr., $640; Custom 2-dr., $590°*, 

. 53 Custom 2-dr., $300; Main 2-dr., 
$250, ‘52 2-dr., $310*; 4-dr., $260°; club 
coupe, $175*. 

IMPERIAL—’57 4-dr., $2,600* (ps). °51 
4-dr., $150° (ps). 

MERCURY—'57 Monterey 4-dr., $1,775*. 

NASH—’'53 Ambassador 4-dr., $240°*. 

OLDSMOBILE—’57 Super (88) 4-dr., $2,- 
180° (ps). °'56 (88) 2-dr., $1,000°, ‘55 
Super (88) Holiday coupe, $960° (ps); 
2-dr., $925°. '54 (98) 4-dr., $250° (ps). 

PLYMOUTH—’'55 Belvedere 4-dr., $810. 

PONTIAC—’56 Chieftain (8) 2-dr., $1,050°. 

STUDEBAKER—’56 Champion 2-dr., $695°*. 

MISCELLANEOUS—’57 Isetta, $655. ‘54 
Ford panel, $325. 


LITTLETON, COLO. 


(Denver Auto Auction. Sale every Fri- 
day. Prices are for sale of Jan. 3.) 
BUICK—’56 RM coupe, $1,525*° (ps). ‘54 

Century 2-dr., $640. ‘53 Super 2-dr., 2 

at $405°;: RM 4-dr., $350° (ps). 

CADILLAC — '57 coupe de Ville, $3,800*° 
(ps). °56 (60) 4-dr., $2,585° (ps). ‘52 
(62) 4-dr.. $790° (ps). "46 4-dr., $110. 

CHEVROLET—'58 (8) 4-dr. station wag- 
on, $2,550*°; (6) 4-dr. station wagon, 
$2.250. '57 Bel Air (8) Sport coupe. 8 
at $1,875; Two-ten (8) 4-dr.. 5 at. $1,- 
850. °56 Two-ten (8) 4-dr., $1,415° °55 
One-fifty (8) 2-dr.. $770°. °54 Two-ten 
4-dr., $519. '53 Bel Air 4-dr., 2 at $570*; 
Svort coupe, $430; Two-ten 4-dr., $385°. 

CHRYSLER—'56 NY station wagon, $2,- 
300° (ps): Windsor 4-dr., $1.640° (ps). 

DODGE — ‘57 Coronet 4-dr., $1,800°. °49 
Meadowbrook 4-dr., $135. 

FORD—'58 Fairlane (8) 500 2-dr.. $2,633° 
(ps), $2.625° (ps); Country sedan, §$2,- 
525°. °57 4-dr. Country sedan, 4 at $1,- 
875°; Fairlane (8) 500 4-dr., 3 at $1,- 
850° °55 Fairlane (8) 2-dr., "$865, $835. 

OLDSMOBILE — ‘57 (98) 2-dr., $2,515* 
(ps). "56 (88) Super 4-dr., $1,675° (ps). 
"55 (88) 4-dr., $1,275°. "54 (88) Super 
4-dr.. $625°. 

PLYMOUTH—’'57 Savoy (8) 4-dr., $1,485°. 
"56 Belvedere 4-dr., $1,075. ‘51 2-dr., 
$210. 

PONTIAC—'51 2-dr., $155°*. 

RAMBLER—'58 2-dr. station wagon, $2,- 


500. 

STUDEBAKER-—'57 Commander 2-dr., $1,- 
490. 

MISCELLANEOUS—’56 Chevrolet (6) %- 
ton pickup. $830. ‘55 Ford (8) %-ton 
pickup, $495. 


NEW YORK CITY 


(Skyline Auto Auction. Sale every Tues- 
day. Prices are for sale af Jan. 7.) 

(For second consecutive week 80 per- 
cent of all cars entered were sold. Lack 
of new-car trading keeping used-car 
market very firm in New York ares. 
Good sale. Good crowd.) 

BUICK—’56 RM conv., $1,520* (ps); Super 
Riviera, $1,490° (ps); sedan, $1,480* 
(ps); Special 4-dr., $1,360; conv., $1,- 
325° (ps). "55 RM 4-dr., $1,040° (ps); 
Century conv.. $935* (ps); Super 4-dr., 
$1,010° (ps); 2-dr., $740*° (ps). "54 Super 
Riviera, $750°; 2-dr., $590° (ps); Cen- 
tury Hardtop. $785*: 2-dr., $580°; Spe- 
cial 2-dr.. $640. "53 RM conv., $530* 
(ps); Super Hardtop. $465; Svecial 4- 
dr., $480°. "52 RM Hardtop, $200°. ’51 
4-dr.. $295°*. 

CHEVROLET — ‘57 Bel Air (8) Sport 
coupe, $1,675*; Two-ten 2-dr., $1,350. 
"56 Two-ten station wagon, $1,260, $1,- 
215: 4-dr., $1,120, $1,075°. $980, $975. 
$930, $900; 2-dr., $935, $925, $900; Bel 
Air (8) 4-dr., $1,185. '55 Bel Air (6) 
4-dr., $850*°, $805; Two-ten club coupe, 
$745; station wagon, $755*; 4-dr., $735, 
$625; 2-dr., $710. °54 Two-ten 4-dr., 
$550: Delray, $445*; Bel Air Hardtop. 
$740*; conv., $455*; 2-dr., $400. ‘52 
conv., $285*; 2-dr., $115. 

CHRYSLER — ’57 Windsor 4-dr., $1,900* 
(ps). °55 Windsor 4-dr., $1,150° (ps). 

’56 Fireflite 4-dr., $1,375* (ps). 

’55 Firedome 4-dr.. $985*. 

DODGE—’55 Coronet 2-dr., $960*. '53 Cor- 
onet 4-dr., $380*, $320. °51 4-dr., $110*. 

FORD—’56 Country sedan, $1,135; Fair- 
lane (8) 4-dr., $1,045*%; Custom 2-dr., 
$1,070*; Main 2-dr.. $750; conv.. $760* 
(ps). °55 Country Sauire, $1,075* (ps); 
Fairlane (8) 4-dr., $710*; 2-dr., $755*; 
Custom (8) 4-dr., $735°; 2-dr., $605, 
$565, $510. °54 Crest Victoria, $615*; 
conv., $640* (ps), $365*; Custom ‘4-dr., 
$500*. °53 Custom 4-dr., $425*, $230; 
2-dr., $165; Main 2-dr., $215*; Hardtop, 
$290*. '50 4-dr., $110. 

MERCURY—’55 conv., $1,035*. °54 Hard- 
top, $630°; 4-dr., $590; station wagon, 
$700. '53 4-dr., $385. 

OLDSMOBILE—'56 (88) Holiday, $1,525* 
(ps), $1,510° (ps). '55 (88) 4-dr., $1,- 
065° (ps). °54 (98) 4-dr., $805* " (ps). 

—~? Panama Hardtop, $535* 


(ps 

PLYMOUTH—’ 57 Savoy (8) 2-dr., $1,350°. 
’56 Suburban, $900, $855. '55 ‘Savoy 4- 
dr., $780*, $695°; Plaza station wagon, 
$700, '54' Belvedere 4-dr., $460* (ps), 
$410*; Savoy 4-dr., $390*, ’52 4-dr., 


$185. 
PONTIAC—'56 Chieftain 2-dr., $965. °54 








DODGE—’58 Coronet 4-dr. Hardtop, §2.- 
625* (ps). °55 Coronet 4-dr.. $725. °54 
Coronet station wagon, $710; 4-dr., 
$420*; Royal 4-dr., $560. 

FORD—’58 Fairlane (8) 500 Victoria, $2 - 

Hardtop, $660*, $550*. 53 4-dr., $325*. 455* (ps), $2,275*. '57 Fairlane Retrac:- 


STUDEBAKER—’53 4-dr., $275, $240*. able Hardtop, $2,210* (ps); Victoria, 
MISCELLANEOUS—’56 Volkswagen 2-dr., $1,660*; Ranch Wagon, $1,710*; Country 
$1,010. ’52 Ford 1%-ton pickup, $245. sedan, $1,595*; Custom (8) 300 sedan, 
$1,455. °56 Thunderbird, $2,120*; Fair- 

CHICAGO lane (8) Victoria, $1,300* (ps), $1,150*, 

$1,145* (ps); Country sedan, $1,240*; 2- 

(Arena Auto Auction. Sale every Tues- dr., $930*; Main (8) Ranch "Wagon $1 ° 
day. Prices are for sale of Jan. 7.) 065*; Custom (8) 2-dr., $905*, $850° » 


(We started 1958 with our biggest sale $805* (ps), $750. '55 Fairlane (8) Vic 
ever at Arena. Sold 473 cars out of 712 toria, $1,110*° (ps), $880°, $855*° (ps); 
consignments. ) 2-dr., $830*; 4-dr., $695*, $610*; Custom 
BUICK—'58 Super Hardtop, $2,955* (ps).| 4-47-, $565; Main 2-dr., $600. a soon 

‘57 Special Riviera, $1,900* (ps), $1,- try sedan, $730; Crest Victoria, $600°, 

725*: Super Riviera $2, 175* (ps) 56 $520° ; Custom 2-dr., $575*; Main 2-dr. 

Special station wagon, $1,650* (ps); $355. - Cae 2-dr., $410; 4-dr., $380 

Riviera, $1,455*, $1,450* (ps), $1,350*;| HUDSON—’53 Hornet 4-dr., $220°*. 


RM 4-dr., $1,550° (ps), $1,120° (ps); | LINCOLN — '56 Premiere conv., $2,350* 


Century station wagon, $1,525* (ps). '55 (ps), $2,225* (ps). '54 Capri 4-dr., $780* 
Century Riviera, $1,255° (ps); 4-dr., $550*; coupe, $650* (ps). 
* . . 
SO Baer de. §o70" "54 ‘station | MERCURY—'57 Turnpike Cruiser, $2,330° 
050° ; pe ” . 5 (ps); Monterey Hardtop, $2,005* (ps); 
wagon, $895*; Super Riviera, $890* (ps) ; 4-dr., $1,825* (ps) "56 4-dr station 


® *. sad . . 
coat Soeetat a eo. nevtere, wagon, $1,490*, $1,170*; Hardtop, $1,- 
$700*; 4-dr.. $605*, °53 RM 4-dr., $570* 195*, $1,080* (ps); coupe, $925*; Med- 
(ps) ’ $395°" (ps); Super 4-dr "” $505*; alist sedan, $905*. ‘55 station wagon, 
Special 4dr $405. ** . $1,175* (ps); Montclair 4-dr., $1,095* 
CADILLAC—'58 (62) 4-dr., $4,765* (ps);| (PS): coupe, $1,000°; Hardtop, $840°, 
coupe, $4,705* (ps) $4,600° (ps), $4,- 2700; Cunemn SEE, ee". o 4-dr., 
530° (ps), $4,525° (ps), '57 sedan de| %720°; Sun Valley, $665° (ps). '53 Cus- 
Ville, $3,740* (ps); (62) coupe, $3,490°| ‘om 4-dr., $450°; 2-dr., $240°. 
(ps). "56 coupe de Ville, $2,975* (ps);| NASH—'54 Ambassador 4-dr., $400. ‘53 
(62) coupe, $2,650* (ps), $2,445* (ps); 4-dr., $265. 
4-dr., $2,635* (ps), $2,435* (ps), $2,225° OLDSMOBILE — °58 (88) Super Holiday, 
(ps). °55 (62) coupe de Ville, $2,045* $3,220° (ps); (88) Holiday, $2,785*, °57 


(ps); coupe, $2,000* (ps); 4-dr., $1,905* (98) Holiday, $2,645* (ps), $2,375* (ps), 
(ps), $1,735* (ps). °54 (62) 4-dr., $1,- $2,345° (ps); conv., $2,230° (ps); (88) 
550° (ps). °53 (62) 4-dr.. $825° (ps), Super Holiday, $2,195* (ps); (88) Holi- 
$820* (ps), $790*. "52 (62) 4-dr., $525*| day, $2,055° (ps), $1,895° (ps). '56 (98) 
(ps). Holiday, $1,550° (ps), $1,385° (ps); (88) 

CHEVROLET— 58 Impala 2-dr., $2,660*; Holiday, $1,465° (ps), $1,330°; 4-dr., 
Bel Air (8) Hardtop, §$2, 405°. '57 Cor- $1,230°. °55 (98) Holiday, $1,355* (ps), 
vette, $2,625*; Bel Air (8) Hardtop, $1,- $1,300° (ps); 4-dr., $1,060°; (88) Super 
780° (ps), $1,650%, $1,595°, $1,575°; Holiday, $1,270%; (88) 4-dr., $1,220°, 
station wagon, $1,475; 2-dr.. $1,330°; $1,160°, $1,150°, $1,045°. "54 (88) 4-dr., 
Two-ten (6) 2-dr., $1,305; Two-ten (8) $920°, $805° (ps); (88) Super 4-dr., 
4-dr., $1,300, °56 Bel Air (8) conv., $1,- $600*; (98) Holiday, $895*° (ps); 4-dr., 
300°; Hardtop, $1,270*, $1,230°, $1,215*; $775° (ps). "53 (98) 4-dr.. $555°. ‘52 
4-dr., $1,260°, $1,200°, $1, 005° ; coupe (98) eneny, $280°; (88) 4-dr., $220°. 
$1,250*; Two-ten (8) 4-dr., $1,035, $980. PACKARD — ‘55 Clipper Hardtop, $950* 
$965; 2-dr., $915, $905, $835, $875, $860. (ps); 4-dr., $695*. 


’55 Bel Air (8) Hardtop, $1,130°*, cI, -| PLYMOUTH—'56 Belvedere (8) Hardtop, 
115°, $1,105*, $985°; Two-ten (8) Hard- $1,250°; Fury, $1,240°; 4-dr.. $1,065° 
top, $940; 2-dr., $860°, $855°; 4-dr., (ps); Savoy 4-dr., $845; Plaza 2-dr., 
$820; Delray, $770; station wagon, $720; $660. ‘55 Belvedere coupe, $1,040°; 4- 
sedan, $660°, $605°. ‘54 Bel Air (8) dr., $800°; Savoy 4-dr., $705, $665°; 
coupe, $745*; station wagon, $685°; 4- 2-dr.. $595°, $440° $330°; Plaza 2-dr., 
dr., $675*, $595°, $495; Two-ten 4-dr.,| $495°. ‘54 4-dr., $305*, °53 4-dr., $210. 
$585; 2-dr., $550. °53 Two-ten 2-dr.,| PONTIAC — '57 Chieftain Catalina, $1,- 
$465; conv., $390. | (Continued on Page 40, Col. 2) 
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Many of the happiest family parties grow from ideas seen in BH&G! 


There's nothing so powertul as an idea! 


An even more exciting fact about Better Homes & Gardens than the 
vast number of people who read it every month, or even who they are, 
is what happens to the people who read this famous idea magazine. 

You might call BH&G a catalyst. It accelerates the normal reactions 
of home-loving people. 

They start out hunting for ideas about how to live better — ideas 
about things to do and things to buy for their homes and families. 
And then BH&G makes reality so fascinating that they can hardly 


wait to turn their ideas into action. They begin to “live by the book” 
—and to them, “the book” is Better Homes & Gardens. 

BH&G’s idea-filled pages keep readers in a perpetually active state 
of mind—planning, talking, doing, buying. And it’s a very profitable 
state of mind from an advertiser’s standpoint! In fact, there’s no 
other major advertising medium quite like Better Homes & Gardens. 
Meredith of Des Moines . . . America’s biggest publisher of ideas for 
today’s living and tomorrow’s plans 


/o ot America reads BHaG the family idea magazine 


4,350,000 COPIES MONTHLY 
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$100 Million in Dealer Sales Seen... 


Ford Shows Heavy-Duty Trucks 


By A. W. Williams 
Staff Correspondent 

LOUISVILLE.—A new line of 
heavy-duty trucks, featuring 20 per- 
cent more payload capacity and 30 
percent more horsepower than any 
of its other models, has been in- 
troduced by Ford division. 

A special merchandising plan 
has been drawn up to market the 
new models. Wilbur Chase jr., the 
division’s truck marketing man- 
ager, said he believes they will 
increase dealer sales by more 
than $100 million. 

The basis of the new marketing 
system is 350 specialized Ford 
dealers located strategically 
throughout the country. They have 
elected to be primary marketing 
points for the sales and service of 
the new heavy-duty line, Ford 
said. 

All Ford dealers will sell 
complete line of Ford trucks. How- 
ever, under the new system, those 
who have not elected to adopt the 


plan will purchase the heavy-duty | 


models through a specialized dealer 
for sale to their customers. 

As it enters the rapidly expand- 
ing heavy-duty field, Ford offers a 
wide selection of models ranging 


from 25,000 to 51,000 pounds GVW | 


and 50,000 to 75,000 pounds, GCW. 

The new series includes the F- 
850, F-90950, F-1000 and F-1100 
conventional-cab models; the C- 


850, C-950, C-1000 and C-1100 
> > . 


¥ 


. 


+ we 





the | 


| tilt-cab models and the T-850 and 

T-950 tandems. A wide range of 
wheelbases, regular production 
options and special equipment is 
available. 

The trucks feature three new 
engines, seven transmissions, 11 
rear axles with capacities up to 
38,000 pounds plus all the options 
needed to equip the line fully. 

Automatic transmissions are 
under study and may be available 
later on. All models are gasoline- 
powered, and Ford apparently has 
| no plans for diesels in the big jobs 
at this time. 

Power steering is standard on 
the T-850 and T-950 and is optional 
on ail F and C models. Full air 
brakes are standard on the T-950 
and the F and C-1000 and 1100. A 
mechanical tachometer is standard 
on all models. 

Ford’s new V-8 engines displace 
| 401, 477 and 534 cubic inches and 


power. Compression ratio is 7.5 to 
1. 

The engines are of deep-block 
design with 240 degrees of bearing 
support for greater rigidity and 
durability. The block is stress- 
relieved to prevent distortion 
resulting from operating temper- 
ature changes. 

Machined, angle-wedge combus- 
tion chambers are in the block in- 
| stead of the head. 





Other features are sodium-cooled 
* * 


Ford Introduces Heavy-Duty Trucks— 


Ford's new heavy-duty trucks are said to be fully competitive with the biggest | — 


gasoline-powered trucks made. Ten new series, including this C-950, feature tilt cab, 
conventional and tandem models with payloads up to 20 percent bigger thon Ford 


has ever offered. They ore available with 
duction options and special equipment. 


@ wide range of wheelbases, regular pro- 


are rated at 226, 260 and 277 horse-| 
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exhaust valves, stellite-faced intake 
valves, alloy steel inserts for all 
valves and hypalon 
high-tension ignition wires. 


Piston tops are step-shaped for 


action during the exhaust cycle. 


block. Ford said this eliminates 
external piping and reduces the 
possibility of oil leaks. 


A three-stage cooling system is 
said to improve engine efficiency. 
By successively opening the heads 
and intake manifold, the block 
and then the entire system and 
radiator to circulating water, the 
| engine gets fast warmup and 
cooling only when needed. 


The heart of the system, Ford 
said, is two thermostates and a 
|new vortex-type pump which re- 
portedly eliminates air bubbles and 
|pumps more than 200 gallons of 
water a minute. 

The fuel system is new. The fuel 
pump is submerged in the fuel and 
is driven by magnetic lines of 
force from a completely sealed 
electric motor. Since the fuel is 
pushed, instead of pulled, to the 





insulation on| 


greater turbulence and better com- | 
bustion and more efficient sweeping | 


The oil pump and oil cooler are! 
inside the engine, and the aircraft- | 
type two-quart oil filter and the air | 
compressor are mounted on the| 









Se 


Ford's New Tandem Model— 


TY 





This T-950 tandem is one of the models included in Ford's new line of heavy-duty 


trucks. 


Power steering and full air brakes, powered by an integral air compressor, 


are standard on the T-950. A mechanical tachometer is standard on all models, The 
trucks feature three new engines, seven heavy-duty transmissions and 11 heavy-duty 


rear axles with capacities up to 38,000 pounds. 
ie ie 


* * * 


carburetor, vapor lock is practically | tional generator. 


impossible, Ford said. 

Gasoline flows to a new four-| 
barrel carburetor, and the fuel} 
mixture is warmed and vaporized 
by passing through a _ water-| 
jacketed, free-breathing intake 
manifold into the combustion 


Spark plugs are located above 
the manifold for easy accessi- 
bility, and the water pump can 
be serviced without disconnecting 
hoses. The oil filter and distribu- 
tor are at the front of the engine. 

All models use double-channel 





chambers. 


alternator 


The engines use a 50-ampere 
instead _of the conven- 


frame construction with section 


New Commercial Car Registrations, 


All States for November, 1957-1956 


Truck registrations by states 
as 
compiled by R. L Polk repre- 


sentatives in state capitals. 


are released here weekly, 
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modulus up to 25.65 and have a 
new 13-inch two-plate clutch. 


To- 
TAL 















































4 States Previously "57 22| 11414 196| 2776) 11654; 3025 4991 613 73 247 429; 1268 989| 37697 
Reported for November 56) 17| 15789 172| 2644) ('11297| 3621) 4907 58! 119| 288) —69%6)_—sI4I 563) 42105 

| California” ‘57 2144 12 472; 2411 450; 530! 25 i} 49 57 114 403; 6698 
"56 2746 16} 432; 2227) 699 525 45 30) 59 67 16! 198| 7205 

lowa ‘s7 282 6 53 268 | 47 142 8 1 7 2 12 14 842 
56 307 8 4! 242 60 179 1 3 3 T 3 8) 8b 

Missouri a, 57 490 7 57 445 139 199 21 TT 19 18 22 1428 
"56 6! 5 7 453; 133 219 2 7 6 23 14,156! 

New Yonk "57 52; 803 12; 323 952 223 642 2 24 14 80 177) 181; 3575 
ie _% a 17 335) 819,333 618; 84 36 15 92 203 125| 3672 

Oklahoma "57 517) _ = 458 it 213 3 1 8) 24 39 10; (1459 
oC 524) 2 43; 448) ~—123)_— 162) 4 _2 1 oe / 9} 1349 

Pennsylvania ‘57 S| 73) #12 657 901 193 395, 118 5| 33 71 1s 105; 3403 
ba 56 T 892 14 224 813) 257, 398) 60 9:32 ‘58 iS! 46) 2965 
South Carolina ‘S7 2s|  # | #«+2| #229 54 108 20) 4 7 9) 19 698 
"56 30! 125 259) 6 84 10 1 3 7 i 865 

Texas ‘7 t«“‘«‘“;*;‘«SkT it} 255| 1783) 336 543 51 3 21 46 101 35| 5256 
- ; "56 2377 19 141) 1547) 396) S47) 72) 2} | 102} Sh 18} 5313 
Washington ‘57 248; 322) «SBI 230 83 133) 7 1) 9 2 31 77 864 
"56 404 |; 148 217} 98} 8} i]t} ta 50 36} 1082 

All States Reported ‘s7 79| 18987) 261; 4789) 19331; 4661) 7896; 958) 119; 403! 737) 1884; 1815; 61920 
For November 56) 56] 24918) — 253) 4204) 18322) 5784| «7737 870| 208} ~— 448; ~—:1080|_—- 2086) ~—1017| «66983 
Year to "57 680/ 270610; 3160) 45181; 258520) 57689, 89422) 12290; 1945; 6139| 11776; 19864) 18649) 795925 
Date 56 820) 280114) 3704) 52719| 245792| 76255| 100472) 12089) 2785| 8106) 14158) 20806) 10877) 828697 
“The information contained in this report has been compiled from ‘official state documents. Every reasonable precaution has been 


exercised to insure accuracy of this report to the extent of the registrations received and tabulated at the time the report is published. 
or omissions. 


R. L. Polk & Co. cannot assume any liability by reason of inaccuracies 


New Passenger Car Registrations, All States 


meR. L, 


Polk & Co. 


for ee: 1957-1956 
















































































Previous Peport "S7|  4536| 401 76, 19% =5209| 3510) += 61) 3541) + 8128{ 17202) 33342) 47022 1093; 5917| 56879| 12461 48791| 10687; 9551| 85780| 108, 2448| 2556] 7496| 191262 
For November ‘56 287!) 244) 418) += 9770|_— 4523) = 2589) += 369) 2775) ~— 8249) 17307) (31289) 55172 1460} 6824) 63486) 11399 it 52832} 9832! 10178| 85974 —567| _—-2295| += 2862 +3072! 191206 
Alabama ——t—~«‘'S | 46 2| 1 7 2 7 18} 40, 16t| 301) 592) 949 19) 126) 145) 271 60; 1199) 197/174) 1901 2, 23,25] 158) 3873 
| Ss a3], . oe. he 46| . 16! 453) 741) 172i) S| S| 8} 233) 1980) 398 48| 2122) 285, = 275| 3124, SS 38 43 44| 6009 

Ealilorate 57 7ib; 158) 4 25; -905|—= «799 =—310) S41) 1880) 3763) 7393) «10751; a 94 —«:307|—=«1:342| «13135; —«2353)—=«*218| 10722; «2480! —«1776| ~=—«18549| 13| 38! 394, 4217) 44593 
a 267|__ 9 39} 49956) 729) 16] S70) 1687) 3326) 478) 11265) =| tb) = 453) 2391) 14125) 2648) 275, 10179, ~—-2049|—-2412|_:17563| ~—s18| ~— 457, ~—«575| +2940] 42637 

George téi‘(i‘Swv 70} 15 Lien 4 oe; #77 24 56) 225,527) S909) 2145 72 13 17; 219; 2466) 500,139) 1967/3389) 356) 3351 4, 59|63/—«204/ «7082 
So) 44 4] i 20) on 5 49; 18! 440|  740| (24% tt} 24} et|_— 335} 84} 2610), —S 317) 71} = 377|_——3 61) 74| 74| 7435 

Indiana — s7 28! 3 20; 322; —=«228 62; 230|«471| «1064; «2055/3138, 253 25 60; 395; «3871; «1030S «243 «3147, 842; 668] +5930) 10; 368) 378) 231| (12787 
: 56 149 6) 25| 52} 232) 114 7\_-207|_—418)_—sttn| 847) 57} | S| 390} ~—3311| 34 82} 296) 585, 631| 4893 . 300} 335 63} 10681 
Towa 57 19 2 1 (13 64 14 80; 161; 403; 722) —«L 414 98 2 17; 173; —«*1708|—«356 74, 1545! «275! ~—=«275| 2525) 79 80; «116) «5282 
56 78 14 43 136 72 7 76} 244, 422} 821) 1854 30; 167; «2051/4426 43; 2138/ —317|_ 315} 3239) 13 65) 78 53| 6378 

Keatucky ‘s7 60 10 ' 7 47 13 62 137 378! 637|_—s«1217 60 e 20; 208; «1513; 339 71| 1399; 254) 210) 2273 3) 30 33, «93| «4620 
56 25 2 10 4 SI 39 4 49} 143] 342) ~=—s«577; «1b ib ___ 2 209|_—s 1845] 2867 26; (1743| —«-247|_——259| 2542) 5] SB 38 10} 5063 

Tovisiana ‘s7 60 7 i 3 71 90 30, 94255) SHI) 1030/2415, 4 14 23; 248, 2784, «409; 152|-2205|483/—431| —3680) 2; 76, 78|«d72|Ss7815 
$6 24 4 4 6 38 34 12 63} 165) = 438) S712) ~—«183! 2 22| 145) = -2000)_—219| 35| 1779| ~—«-259|_—S 358) —2650}_~—S8}_~—séS7 65 34) 5499 
Massachusetts ‘57 355 9 a 20,402; —Ss«203 56| 224, «396 Ss BPI| ~=—«1770| +=—-2050| = 70 14 90, 274, —«2498| —632|—Ss«d92|~=«1'933/ = 12; S525) 4094 10; 68} 78) 580| (9422 
56 252 10) 33 55} 350) 116 15} 175] = 345) = 686} ~—s«1337| +2704 4 75| 289, «= 3072}_—«537| 63} 2092| ~—678| ~—639,~—-4009 26 72| 98| 247) «9113 

Tichicen 57 565 se é 17; 638) 368) 118) 534) 1080) 2346) 4446) 6624, 348} S144; 210) S911 | += 8257) 1676) +603) 582) «1715; ~=—«1235| «BIN | 6; 221, 227| Ss BOI | «25980 
‘56| 341) 36) 48} =~ 108} = 533) 293 79| 492; + 957| 2573) +4394) ~=—«784! 5) 223|_—851| 8920) 1434) = 252) 7428; ~—:1492| ~—*1382 11988 23} «174; ~—s«197| = 333] 26365 

ae ‘| 1 #2 2 12) 200 82 19; 112) 265) ——«S72| (1050) ~—«*1791 93 9 19,189, 2101, «376 124) 1972| 410|~—-277| «3159 3; (122; s«125{ sb] ~—«679% 
56] 106, os 32| 148 6! 1 | 242) 300) 695} si], S| S| | 94} 272) ~— 267} 0} 1934) ~~ 265) 288) ~—2814) 7| 78| 85} 21} 5935 

Mississippi ‘57 20 4 2 26 19 8| 31 65; «173 «-296| ~—«1028 22 3 5; 104) 1162) 201] 45; 990 93; 176) ~—«1505) 40| 40 39| 3068 
— oe) 3 4| 27 27 1 31 93; 319) a7) tia} 10} 151} 1475] aan} = 392] ——2t7|_—s99|__—*1838 3| 46] 49 12} _ 3872 

Missouri ae 156) Wy 6 6} 179, «C1085 32) 165) -343)—Ss«969)~—«s1614) 2458) 79) 10 21; 327) «2895; 596) = 169) «= 2935) 499) —S—520) ~—«4719) 2} -132)—«134)—«*83)—=«9724 
‘56 | a a 4i| 148 7} —st|_—*S2|—284| 1056/1569) 2592) 4) 49,397; -3042| 659} 123] 3094] = 504) 494] 4874 24) (134) 158 gi} 9872 

New York _— ‘5? 810 | 12 31; 918) 924) 246) B71) 1748) = 3362; 7151] 6834) 435) 115/258, 1230 += 8872| «-2398| += 920! «7422; «= 2563| +=—«:1747| +1500) 14| 435, 449|—«-2273| (34713 
"5o] 455) 47 62| 116} ~— 680) 534) ~— 104} 605] 401) += 2894) + 5538) 8558 i 299| 1145) 10013} 2102} ~—325|_—«7717|_~—«2322|_~—«*N877|_‘14343] 70} 311] 381} 1149) 32104 

Oklahoma ‘s7 102 | 10 1 5; «ti 6; C23) —=—«<C YC 487)! C790; —St«=«CD 6] 14) 248, —«2127| «392 135| 1772, +375, ~=—«409| +~«—«3083 7 95|  102| ~=—«o217| ae 
56 ee en ee ee ne ee: ee 31; 205} +2294) ~—«331| ~~ 69|_—«*888) = 3531285] 2926 12| 60) 72| 21| 6009 

South Carolina 57) 46 2] | 3) 62) 46 15) 53 125} 304 543) (969 34 2 13 108; (1126) S29 60; -934| 187| 187; 1664) | 28| 29 ‘87)—«3511 
56 27) ne a | 118 305| 504; ~—*1447| 1 uN 152; _16it| 234 40| _ 1350 177| ___ 204) 2005) 3| 31 | 34| 39} 4230 

Texas 57} 266) ~SCtC«C8 | 1 7) 309/341) 124) 350) BIN) 2166) 3792) 7598) «259 30 105, 865; 8857, 1901, 635, 7398; 1870) 1223) 13027) 5|-206[ = 211| 634) 26830 
‘56 166] | 14| 5i| 258; 223) 4] ~—-270)_~—747| ~*'1967| +3248] ~—8493| | . 133] 920) +9552) ~—«:1998| ~——-302| 8575) ~—«1569! 1429! 13873] 43| 263) ~—306| ~——175|—«-27412 

Washington ‘57 173| 3 1 2) 189| 69) 15) 58, 1% 350, 6B) HNIS/ 63) 3 32; -'140| —«*41353) S236 45| 1252) 184) 213) 1930 2 61 63; 465) 4688 
‘56| 9%) 23| 14] 4t|_—s74 si} _ _—s5} 57} 145) 271 59/1231) S| sit] S22] 12] N41] 259) 25| 1015 160} 237; —«*1696| ~—s12|_—_—s582 64; 219] 4128 

All States Z| 0565, 827; ~=—«134) = 345| 9891) = 7110) ~=—-2088| += 7223| 16631 35819) 68871| 101308; 5277| 817! 2323) 13024! 122749! 26423| 9175) 104165! 24315 19953| 184031! 193) 4872| 5065! 17927| 408534 
For November ‘56| 5357) 689)_—71'9| 1737} 8504) 5194) == 829|_— 5825] 15722} 34579| 62149| 117100) 84| 2983] 14959| 135126] 24364| —3624/ 112619| 21628| 21833) 184068} 987] 4527| +5514) 8587] 403948 
“Yearto ..-—«'57|_~—« 82202, «« 11013) 4433/9108) 106756) 98764) 30606) 97118) 241962) 558533|1026983| 1364094) 21150 1434 32232| 245738) 1664648| 358428| 127910|1316502! 335522| 293743|2432105' 4972) 58071| 63043| 178365|5471900 
Date ‘56| 65294] 6515] 11069] 23678) 106556) 98661! 8597 _91439| 200523| 440107| 839327| 1236986| |__ 1415} 39363) 253968] 1531732) 4892666) -121096/ 1436288| 403176) 330708|2780534| 27736| 70695| 98431| 846075441187 


eee 


The information contained in this report has been compiled from official state documents. 
precaution has been exercised to insure accuracy of this report to the extent of the registrations received and 





Every reasonable 


Polk & Co. 








tabulated at the ‘time | the r paper is published. R. L. Polk & Co. cannot assume any liability by reason oi 
inaccuracies or omissions."'—R. 
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CIRCULATION NOW AT ALL-TIME HIGH 
44,748 Paid Subscribers 


If any of the subjects listed here are important to you and you are not one of the above, 
why not enter your subscription RIGHT NOW!! 
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| IT COULD BE THE MOST IMPORTANT $8.00 YOU’VE EVER INVESTED 


® Current Industry News—by the ® Dealer Ad Ideas 

largest editorial staff in the field 

© New Car Prices 

| ® Registration Figures 
] © New Car Stocks 
Z ® Production Figures 
2 ® Used Car Prices and Auction 
as ® Dealer Forum Directory 
o ® Automotive Washington ® Auto Advertising 
4 © Court Decisions ® Foreign Car Reports 
- ® Financial News and Complete ® Monthly Service Section 
e Business Index 

| © Monthly Truck Section 

© What's New in Parts and Accessory é 

| Distribution Monthly Engineering Section 
: © New Products $e . 
: ‘New Subscription Order: 
ty | | 
: i aiiasiiiaeiiais New oubscription Urder: 
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74% of Daily Men's 
Store Linage 
(76% of the total)— 


68% of Daily Women’s 
Store Linage 
(75% of the total) — 


Appears in the 
COURIER-EXPRESS 


®@ Proof that Buffalo’s fastest 
growing newspaper is best to 
sell both men and women. Use 
it daily for economy, Sundays 
for saturation. 


ROP COLOR evailabie 
daily and Sunday 


Member: Metro Sunday Comics ond 
Sundoy Mogazine Networks 


BUFFALO 
COURIER 
EXPRESS 


Representatives: 
Scoloro, Meeker & Scott 


Pocific Coast: Doyle & Howley 
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Used-Car Auction Prices 





(Continued from Page 36) 


895* (ps), $1,710* (ps). °56 Star Chief 
Catalina, $1,365* (ps), $1,300* (ps). '55 
Chieftain coupe, $975* (ps); 2-dr., $790; 
Star Chief Catalina, $985°*. 


MISCELLANEOUS — ‘56 Triumph 2-dr., 
$1,450; GMC pickup, $860*. 


DYER, IND. 


(Len Pollak’s Dyer Auto Auction. Sale 
every Friday. Prices are for sale of Jan. 
3.) 

(Sold 125 cars out of 202 consign- 
ments.) 

BUICK—’55 Special 2-dr., $935. '54 Super 
Riviera, $590°, '53 Super Riviera, $460°; 
Special. 4-dr., $425*, ‘52 Super Riviera, 
$200*; 4-dr., $230*°; RM 4-dr., $150°, ’51 
Special 2-dr., $100, '50 2-dr., $150°. 

CADILLAC — '57 coupe de Ville, $3,750*° 
(pa); sedan de Ville, $3,750* (ps); coupe, 
$3,400* (ps). °56 (62) 4-dr., $2,395* 
(ps). °54 (62) 4-dr., $1,450° (ps). 

CHEVROLET—’57 Two-ten (8) 4-dr., $1,- 
375°. '54 Two-ten 4-dr., $525. '53 Two- 
ten station wagon, $450; 4-dr., $325. '51 
2-dr., $155*; 4-dr., $150. 

FORD—’57 Thunderbird, $2,400*; Country 
sedan, $1,925° (ps). ‘56 Fairlane (8) 
Victoria, $1,195*; Custom Victoria, $1,- 
115*. °55 Fairlane (8) Victoria, $805*; 
Custom 2-dr., $750°; Main (8) 2-dr., 

'54 Crest (8) Victoria, $670*, 

Custom (6) 4-dr., $375*, $325. 

MERCURY—'56 Montclair coupe, $1,400* 
(ps). °56 Custom 4-dr., $1,100°. ‘55 
Montclair coupe, $900*; Custom 2-dr., 
$530*. "53 coupe, $240°. '51 4-dr., $165. 

OLDSMOBILE — ‘57 (98) 4-dr., $2,100*° 
(ps); (88) Holiday, $2,120° (ps). ‘55 
(88) 2-dr., $960* (ps). '54 (88) Holiday, 
$870* (ps). "52 (98) 4-dr., $185°. °51 
4-dr,, $135°. 

PLYMOUTH—'54 Savoy 4-dr., 
4-dr., $135, $120. 

PONTIAC—’56 Star Chief Catalina, $1,- 
350° (ps). 55 Star Chief Catalina, $1,- 


$435. *51 





000* ’54 Chieftain 2-dr., $525*; 
4-dr., $435°. 

RAMBLER—’56 Cross Country station 
wagon, $1,300°*. 

STUDEBAKER — '53 Commander coupe, 


$335*. ‘51 Commander 4-dr., $120*. 


LOS ANGELES 


(Harold Henry’s Los Angeles Auto Auc- 
tion, Sale every Tuesday. Prices are for 
sale of Dec, 27 and Jan. 3.) 
BUICK—’56 Super Riviera, $1,650* 


(ps). 





(ps), 


$1,580* (ps); Century Riviera, $1,470°*; 
Special 2-dr., $1,200*. '55 RM Riviera, 
$1,280* (ps); Special Riviera, $1,075*, 
$1,075* (ps);. Super Riviera, $1,000* 


(ps). "54 Century Riviera, $820*; Special 
Riviera, $750° (ps); 4-dr., $700*. ‘53 
Super 4-dr., $385* (ps), $380°; RM 4- 
dr., $275* (ps). '51 Super Riviera, $145*. 


CADILLAC—’57 (62) 4-dr., $4,200* (ps); 
coupe de Ville, $4,150° (ps), $4,000*° 
(ps); Eldorado Seville, $4,000* (ps); 


conv., $4,000*° (ps), $3,745* (ps); coupe, 
$3,800*° (ps), $3,640° (ps), $3,570° (ps), 
$3,550* (ps); (60) 4-dr., $4,095* (ps). 
'56 sedan de Ville, $3,100* (ps), $2,660° 
(ps); (62) 4-dr., $2,340*° (ps); conv., 
$2,305* (ps). '55 coupe de Ville, $2,600*° 
(ps), $2,380* (ps); coupe, $2,005*° (ps). 
CHEVROLET — ’57 Corvette, $2,275; Bel 
Air (8) 4-dr., $1,810* (ps), $1,805*, $1,- 
795° (ps), $1,790* (ps), $1,775*° (ps), 
$1,775*; conv., $1,635°; One-fifty (8) 
Handyman, $1,530; Two-ten (6) 2-dr., 
$1,450. °56 Bel Air (8) Sport coupe, $1,- 
525*; Bel Air (6) 4-dr., $1,050*; Two-ten 
(8) Delray, $1,175*; 2-dr., $1,030. °55 
Two-ten (8) Delray, $1,055°; 4-dr., 
$940°*, $850; Two-ten (6) Delray, $970; 
One-fifty Handyman, $895. '54 Corvette, 
$735*; Bel Air 4-dr., $450°. ‘53 Bel Air 
| 4-dr.. $700° (ps); station wagon, $580*. 
CHRYSLER — '57 Windsor Hardtop, $2,- 
150° (ps). "56 NY 4-dr., $2,350° (ps). 
| DeSOTO—'57 Fireflite conv., $2,270° (ps). 
DODGE—’56 Coronet Lancer, $1,135*. ‘54 
Royal club sedan, $495°*. 
FORD—’58 4-dr. station wagon, $2,500*; 





Fairlane (8) 500 Victoria, $2,450°. ‘57 
Thunderbird, $2,705* (ps); Fairlane (8) 
Victoria, $1,900*, $1,725*, $1,685°; Fair- 
lane (8) 500 Victoria, $1,850* (ps), $1,- 
825* (ps); Custom (8) 300 4-dr., $1,- 
550°; Custom (6) 2-dr., $1,325, $1,275; 
4-dr., $1,200. '56 Country sedan, $1,450*; 
Fairlane (8) conv., $1,330* (ps); 4-dr., 
$1,185* (ps); Custom Ranch Wagon, $1,- 
195°; 2-dr., $1,925*, $935; 4-dr., $960; 
Main (8) Ranch Wagon, $1,170. °'55 
Thunderbird, $1,825*; Custom Ranch 
$1,155*, $1,000°%; 4-dr., $625°*, 
2-dr., $550°; Fairlane (8) Vic- 
toria, $945*; Main (6) Ranch Wagon, 
$875* 


LINCOLN — '57 Premiere coupe, $2,900* 
(ps). '56 Premiere coupe, $2,500* (ps); 
4-dr., $2,140° (ps). °55 Capri coupe, 





Model Breakdown 
Of Auction Averages 











Jan. 1958 Dec. Nov. 

Model To Date 1957 1957 
1958.............. $2,733 $2,856 
nm 1,813 - $1,882 
Se wisnbeesene 1,156 1,269 1,307 
1955...... 901 939 1,009 
1954..... 592 631 689 
1953... 358 391 441 
1952... 220 260 273 
_ —_—_ 165 189 216 
a * * 190 

Overall —— 

Average $ 978 $1,043 §$ 751 
*Not computed. 
$1,285* (ps). ‘53 Capri conv., $645° 
(ps); coupe, $605° (ps) 


MERCURY—’57 Montclair coupe, $2,160°. 


'56 station wagon, $1,650* (ps). "51 4- 
dr., $115, $105. 
NASH—’55 Statesman sedan, $650°. 
OLDSMOBILE—’57 (88) Super 4-dr., $2,- 
325° (ps); (88) Holiday, $2,095° (ps). 
'56 (88) Holiday, $1,625° (ps); (88) 
Super Holiday, $1,600° (ps). ‘55 (98) 


Holiday, $1,400* (ps); (88) Holiday, $1,- 
390° (ps); 4-dr., $950°. 


PLYMOUTH—’'58 Belvedere (8) coupe, $2,- | 


750° (ps), $2,730° (ps). ‘57 Belvedere 
(8) coupe, $1,825* (ps). "56 6 pass. Sub- 
urban, $1,300°. "53 4-dr., $260. 
PONTIAC —'53 Catalina, $380° (ps), 
$325*: station wagon, $275*. ‘52 Cata- 
lina, $280°; 4-dr., $145°. °50 2-dr., $125°. 
RAMBLER— 57 Cross 
$1,750°. ‘56 Cross Country, $1,525°. 
STUDEBAKER—'54 station wagon, $500°. 
MISCELLANEOUS—'58 GMC %-ton pick- 
up, $1,800. °57 Austin-Healey roadster, 
$2,200*; Morris conv., $1,025; Simca 4- 
dr., $1,300. ‘56 Chevrolet %-ton pickup, 


$945: Ford F-100 pickup, $890, $850, 
$830, $700; Volkswagen 2-dr., $1,325, 
$1,300; Volvo 2-dr., $1,255. ‘53 Ford 


F-100 pickup, $485, $400. 


ALBANY 


(Tim Anspach Dealer's Auto Auction. 
Sale every Monday. Prices are for sale of 
Jan. 6.) 

(Our first auction of the year opened 
with a fine selection of cars, and buyers 
in large numbers from almost all of the 
Eastern states. Bidding was brisk from 
the start. Prices seemed to be about 
where we left off in December with less 
effort to get them sold, Sold 142 out of 
184 cars.) 

BUICK —'57 RM Riviera, $2,125° (ps); 

Special Riviera, $1,975° (ps). °56 Special 


Country, $1,850°, | 





i 


Riviera, $1,460° (ps). "55 Century Rivi- 
era, $1,150°; RM Riviera, $1,080° (ps), 
$1,000* ‘ps); Super Riviera, $1,050° 
(ps); Special 4-dr., $1,025°; 2-dr., $860, 
$820. ‘54 Century Riviera, $840°, $810; 
Super 4-dr.. $780; RM Riviera, $770° 
(ps). "53 Special Riviera, $450°; 2-dr., 
$300; Super 2-dr., $430°; 4-dr., $380°. 
CADILLAC—'56 (62) sedan de Ville, $2,-)| 


860° (ps); coupe de Ville, $2,690° (ps). 
"55 (62) 4-dr., $2,000° (ps). "54 (62) 
coupe, $1,525° (ps). ‘52 (62) coupe, 


$450°. ‘51 4-dr., $300° 
CHEVROLET—'58 Yeoman station wagon, 
$2,250; Bel Air (8) 4-dr., $2,440°. ‘57 
Bel Air (8) conv., $1,700° (ps); Two-ten 
(8) station wagon, $1,675°, $1,650°; 4- 
dr., 2 at $1,460; Two-ten (6) 4-dr., $1,- 
425°; 2-dr., $1,440°; One-fifty (6) 2-dr., 
$1,160, $1,110, 3 at $1,100. ‘56 Two-ten 
(6) Delray, $1,150; station wagon, $1,- 
100; 2-dr., $1,050, $985; 4-dr., $965, 
$950. '55 Two-ten (8) station wagon, 
$1,070*; Delray, $825*; 4-dr., $800°; 2- 
dr., $790; Bel Air (6) 4-dr., $800°; One- 
fifty (6) 2-dr., $610. 
CHRYSLER—'55 Windsor 2-dr., $1,150°. 
DeSOTO—'56 Fireflite conv., $1,390° (ps). 
DODGE—’55 Coronet Sport coupe. $860*. 


FORD—'57 (8) Ranch Wagon, $1,620. "56 
Country Squire, $1,490° (ps), $1,290; 
Thunderbird conv., $900° (ps); Custom 


(8) club sedan, $990, $975*; Ranch Wag- 
on, $1,080. '55 Fairlane (8) 4-dr., $810° 
(ps), $790*; Custom Victoria, $900°; 4- 
dr., $735*; 2-dr., §700°; Main 4-dr., 


$500. 

LINCOLN—’'55 Capri coupe, $1,360*° (ps). 

MERCURY—'55 Monterey station wagon, 
$1,200°; 4-dr.. $860°; Custom 2-dr., 
$850°*. ‘54 Montclair Sport coupe, $800*. 

NASH—’55 Statesman 4-dr., $650. 

OLDSMOBILE—'58 (88) Super Holiday, 
$3,250° (ps). "57 (88) Holiday, $2,000°. 
"56 (88) Super Holiday, $1,640° (ps). "55 
(88) Super 4-dr., $1,275* (ps). "54 (98) 
Holiday, $1,055* (ps); 4-dr., $910°* (ps). 

PACKARD—'55 Clipper 4-dr., $700*, °52 
4-dr., $170*, $100°*. 

PLYMOUTH—'57 Belvedere (8) 4-dr., $1,- 
670°; Plaza 4-dr., $1,080. °56 Belvedere 
(8) Hardtop, $1,235*; Sport coupe 
230°; Custom Suburban, $1,230*; 
4-dr., $1,030°. '55 Belvedere (8) 2-dr., 
$1,025*; Belvedere (6) 4-dr.. $775*; 
Plaza 2-dr., $600. '52 Cambridge 4-dr., 
$775*. 51 coupe, $120. 

PONTIAC—'55 Chieftain 4-dr., $860°; 2- 
dr., . "54 Chieftain 4-dr., $500, 
$455°. ‘53 Chieftain 4-dr., $375. °50 
coupe, $150*. 

RAMB "52 
Sport coupe, $160. 

MISCELLANEOUS—’57 Dedge %-ton pick- 
up, $960; English Ford, $960; Volks- 
wagen station wagon, $1,700. '56 Ford 
¥%-ton pickup, $650. '54 GMC 1-ton rack, 
$550. '53 English Ford, $260. 


PORTLAND, ORE. 


(Portland Auto Auction, Inc, Sale every 
Tuesday. Prices are for sale of Jan. 7.) 


Hardtop, $1,525*. '55 Century 
(ps), $1,425° (ps). 


Hardtop, $575*; RM 4-dr., $450* (ps, 

CADILLAC—’56 (62) sedan, $3,355* (p<). 
’52 Coupe de Ville, $825* (ps). °48 (6°) 
4-dr., $140*. 

OHEVROLET—’58 Brookwood (8) station 
wagon, $2,630°. '57 Bel Air (8) station 
wagon, $1,995* (ps); Bel Air (8) Har.i- 
top, $1,965* (ps); 4-dr., $1,845* (pr), 
$1,750*; 2-dr., $1,770*; Two-ten (6) st.- 
tion wagon, $1,695; (8) 4-dr., $1,600-; 
2-dr., 2 at $1,545; One-fifty (6) 4-dr., 
$1,360. ’56 Corvette sedan, $2,200; Two- 
ten (8) station wagon, $1,660*, $1,57.", 
$1,545*, $1,465; Hardtop, $1,375*; 4-dr. 
2 at $1,275, $1,225, $1,210; Bel Air (s) 
Hardtop, $1,610*, $1,530*; 4-dr., $1,405-, 
$1,315*. °55 Two-ten (8) station wagon, 


$1,345*, $1,245; 2-dr., $965; (6) 4-dr., 
$950°, $875; 2-dr., $825; One-fifty (6) 
2-dr., $795. °54 Two-ten 4-dr., $635° 


CHRYSLER—’55 ‘‘300’’ sport coupe, $1.- 
570° (ps). '53 Windsor 4-dr., $470* (ps 
"51 NY Hardtop, $200* (ps). 


DeSOTO—’'55 Fireflight (8) Hardtop, §1.- 
340° (ps). 
DODGE—’'56 Coronet (8) 2-dr., $1,075* 


°53 Coronet (8) station wagon, $480. 50 
4-dr., $125. 

FORD—’57 Fairlane (8) station wagon 
$2,035*, $1,960*, $1,910*; 4-dr., $1,650°: 
Custom (8) 4-dr., $1,600*, "56 Thunder- 
bird sedan, $2,285*; Fairlane (8) station 
wagon, $1,625*, $1,515; Hardtop, $1,475-, 
$1,350; 4-dr.. $1,300*, $1,155; Skyline 
conv., $1,230*; Custom (8) 2-dr., $1,145, 
$995, $860°; 4-dr., $1,120, $1,100, $1,- 
005, $975°; Main (8) 2-dr., $855. ‘55 
Thunderbird coupe, $2,010*; Fairlane (8) 
station wagon, $1,250* (ps); 4-dr.. $1.- 
095°, $1,000; 2-dr., $1,050*, $940* 
$900*; Custom (8) 2-dr., $975°. ‘54 
Ranch Wagon (6) station wagon, $750; 
Custom (8) 4-dr., $600, $565. "53 Cus- 
tom (8) 2-dr., $500; (6) 2-dr., $420; 
Main (8) 4-dr., $390. "52 Hardtop, $445*; 
Custom (8) 4-dr., $280*. '51 4-dr., $190* 


HUDSON—’53 Hornet 4-dr., $310. 

MERCURY—'57 Montclair Hardtop, §2.- 
275° (ps); Monterey Hardtop, $2,075* 
(ps). '56 Monterey Hardtop, $1,380. °55 
Montclair 4-dr.. $1,295* (ps). ‘54 Mon- 
terey Hardtop, $875; 4-dr., $830°. ‘53 
Custom 4-dr.. $525. "52 Monterey Hard- 
top, $400*. 

OLDSMOBILE—'57 (88) Hardtop, $1,950 
"56 Super (88) Hardtop, $1,850° (ps), 
$1,550° (ps). 55 (98) Hardtop, $1,615* 
(ps); Super (88) Hardtop, $1,450° (ps) 


PACKARD—’'55 Hardtop, $1,.290* (ps). '53 
Clipper 4-dr., $355° (ps) 

PLYMOUTH—'57 Savoy (8) 4-dr.. $1,590° 
"55 Belvedere (8) 2-dr.. $860; Savoy (8) 


4-dr.. $855; (6) 2-dr.. $760. "54 Savoy 
4-dr., $560°. ‘53 station wagon, $615, 
$600, $595. ‘51 station wagon, $400. 
PONTIAC—'56 Star Chief (8) Hardtop, 
$1,475* (ps). "53 Hardtop, $495*; 4-dr., 
$425*, $330°. "52 Hardtop, $380* 


RAMBLER—'56 station wagon, $1,635*. 

STUDEBAKER—'56 President (8) 2-dr., 
$1,295°. 

MISCELLANEOUS — ‘58 DKW Hardtop, 
$1,650°. "57 Roadster sedan, $1,980. ‘56 
Volkswagen sun roof. $1,350; 2-dr., $1,- 
350, $1,225. ‘55 Volkswagen sun roof, 
$1,200; Chevrolet %-ton pickup, $750 
"54 Volkswagen 2-dr.. $1,040: Chevrolet 


%-ton pickup, $575; Panel, $500; Ford 
%-ton pickup, $565. ‘51 Dodge %-ton 
pickup, $450. "50 Chevrolet %-ton pick- 


up, $375. "49 Dodge %-ton pickup, $300 
* * * 


— Auctions in Brief — 
INDIANAPOLIS 


Ken Schaefer Auto Auction. Sale every 
Thursday (Jan. 9). Market slightly firmer 
this week. Active trading with 167 cars 
sold from 231 consigned reflected dealer 
optimism for the start of ‘58. 

* * * 


CHICAGO 
Greater Chicago Auto Auction. Sale every 
Thursday (Jan. 9). Sold 364 cars out of 


588 consignments. 
* * * 


FLINT, MICH. 

Flint Auto Auction, Inc. Sale every Wed- 
nesday (Jan. 8). Seemed to be more ac- 
tivity on the block yesterday. Bidding real 
brisk, but some consignors reluctant to sell 
at the prices offered. Perhaps anticipating 
a slight price rise. Sold 171 out of 321. 

* * * 


DANVILLE, VA. 

Danville Auto Auction. Sale every Wed- 
nesday (Jan. 8). Market has rallied back 
to normal with a very high sales percent- 
age this week. Sold 140 cars out of 171 
consignments. 

* * 


> 
BORDENTOWN, N. J. 
National Auto Dealers Exchange. Sale 

every Wednesday (Jan. 8). Snow for the 
third sale in a row brought low reserva- 
tions, but a high percentage of sales. With 
just 174 cars registered 138 were sold. 
Buyers again were paying high prices for 
sharp, well-detailed cars, taking home 81 
percent of the units offered for sale. 

* * 


VALDOSTA, GA. 
Tom Hewitt Auto Auction. Sale every 
Friday (Jan. 10). Had a better sale today 


than usual. Prices were up and the dealers 
were buying and selling all their clean cars. 





Impressive 
ie L e4 APPROACHI 





Hand your next 
prospect a 


FULL COLOR 
BUSINESS CARD 


These colorful business cords ere now oved- 
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EMKAY, INC. 


6850 Cottage Grove Ave. 
Chicago 37, Illinois 


Nationwide Automotive Leasing 
Service 
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Division of C. A. Norgren Co. 
1201 $0. CHEROKEE ST., DENVER 23, COLO. 
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6 Million Sales Possible, NADA Told... 


Dietz Voices Optimism for 58 


(Continued from Page 16) 


times your salesmen may lose 
deals because someone will figure 
that a new set of tires and an 
engine overhaul is a safer invest- 
ment than a new model. 

But, in times like these, we can 
all be certain it is going to happen. 
Just how often, and with what 
effect on the sales and profits of 
your dealership, seems to me to 
be primarily up to you and your 
sales staff. 


‘Sell to the Smiths’ 


WE ARE dealing here with public 
attitudes, expectations, opinions 
—what people have in their minds 
and not what they have in their 
pocketbooks or bank accounts. Cer- 
tainly, this problem is one that only 
salesmanship and business leader- 
ship can deal with—only you can 
decide how it shall be dealt with 
in your own business. 

And let me remind you of some- 
thing you already know. This 
matter of changing public attitudes 
and buyer confidence is a self- 
feeding mechanism when it is 
handled right. The best way to get 
that husband to change his mind 
and decide to buy a new car after 
all is to sell a new car to the Smiths 
down the block. 

When our couple sees that the 
Smiths have a new car and that 
the Smiths are not trying to get by 
with a fixed-up old bus, they are 
very likely to feel that things 
aren’t so bad after all, and that 
maybe they shouldn’t deny them- 
selves a new car. If you'll just sell 
one new car in every block of your 
home town during the next three 
months, this gold-plated “depres- 
sion” will be finished! 

Except for a little Army service 
in the first big war, I have spent 
42 years in the automobile busi- 
ness, working with automobile 
dealers. One of the most im- 
portant lessons I have learned is 
that there has never been a time 
in this whole period that there 
were not a lot of dealers who 
were operating successfully and 
profitably, no matter how much 
other dealers were complaining 
or how bad general economic con- 
ditions might be. 

Many dealers, selling all makes 
of cars, are always reaping great 
profits from the automobile busi- 
ness. We have the figures to prove 
it! In our confidential financial 
relationship with many of you, we 
are privileged to see and to eval- 
uate your operating statements on 
a regular basis—usually from 
month to month. We can get a 
better spread of general dealer ex- 
perience than any manufacturer, 
for the factories see only the state- 
ments of their own dealers. 

Just to prove how profitable the 
auto business can be, I would like 
to tell you very rapidly about a 
handful of actual cases of outstand- 
ing profit performances for 1957— 
a year when, to be sure, the going 
was supposed to be pretty difficult! 

* ” > 


HAVE these cases on some cards 

here —taken directly from our 
records. And they aren’t hand- 
picked either, except that they are 
all success stories of which there 
are hundreds more just as good. 

Remember these are all authentic 

cases, but I'll have to be a little 
careful about the details I give, 
in order to protect the confidence 
of the individuals and manufac- 
turers concerned. I assure you, 
though, that some are dealers 
handling so-called “slow” lines, 
some are “low-priced three” deal- 
ers, some are so-called independent- 
make dealers and some are han- 
dling genuinely “big” cars. 

Here’s a Massachusetts dealer 
selling in a small suburban com- 
munity. He is only in his early 
thirties, with only a few years 
experience under his belt, but he 
made more than $200,000 before 
Federal income taxes in the first 
10 months of last year. In the 
same community, for the same 
period, dealers handling reputedly 
more popular lines were strug- 
gling to show a small profit or 
break even. 

Here’s a dealer in an Ohio com- 


- LOMIL wc munity where competition is noto- 


riously tough. His is the smallest 
operation selling his line there but, 








while selling only 90 new and 123 
used cars in the past eight months, 
he has netted $30,000 before taxes, 
the best profit showing in town. 

Here’s a bigger dealer handling 
one of the cars that is supposed 
to have had a “tough” year in 1957. 
This dealer more than doubled his 
1956 deliveries of both new and used 
cars and increased his profits for 
the first nine months, from $12,000 
in '56 to $50,000 in ’57. 

* * > 

Success Stories 


Ca a certain country 
dealer in the Midwest. He took 
over the dealership midway through 
1956 and turned a losing proposition 
into a profit showing of $8,000 for 
the year as a whole. He increased 
in new-car sales from 56 units in 
1956 to 76 units in 10 months of 
1957, improved used-car deliveries 
from 61 to 166 units, and shows a 
profit of $17,000 for the period, after 
taking out a good salary. 

In March 1957, a promising young 
man took over a dealership in a 
small southwestern community. 
The operation was in the red. In 
seven months, on a $60,000 invest- 
ment, he made $40,000 before taxes. 
This was a far better performance 
than that of any of his competitors, 
all of whom were long-established 
in the territory. 

One of our reports shows a new 
Midwest partnership netting $45,000 
in nine months of 1957 on a total 
investment of $25,000. 

Here’s another dealer handling 
a line that was supposed to be in 
trouble in 1957. Nevertheless, he 
maintained his new and used-car 
deliveries at the same level in 
1957 as in 1956 and increased his 
comparative eight months’ net 
profit from $22,000 to $38,000 while 
doing s0. 

Here are two partners who have 
a fine operation up North. They 
have been in business only 18 
months in a highly competitive, 
metropolitan market. In the last 
half of 1956 they earned a profit 
of about $30,000, but in 1957 they 
earned $120,000 after taxes through 
the month of October! 

There's a dealer down South here 
who had a $40,000 profit for 11 
months of this year, selling 200 new 
cars of a less-popular line together 
with 225 used cars. His achieve- 
ment far outstrips all but one of 
the older, long-established dealer- 
ships in the community, even 
those who handle makes that far 
outsell his line on a national basis. 

* > > 
A DEALER in a comparable situ- 
ation in the Rocky Mountain 
area also has been showing his 
heels to bigger competition. He is 
getting a good share of all the new- 
ear deliveries in the community, 
does a fine job with used cars, and 
is netting better than $3,000 a 
month clear. 
Finally, I will mention just one 


|}more case although our records 


would permit me to relate hun- 
dreds. Handling one of the fastest- 
selling cars, a certain dealer in a 
strictly industrial community in 
the Mid-South sold almost as many 
new and used units as the combined 
total of all the other dealers in 
town. He sold over 1,000 new units 





Rambler Signs Hacker— 


Mike Hacker, 
Rambler dealership at 2343 Broadway in| my costs of doing business did 


right, has opened a 
Oakland, Calif., next door to his Lincoin- 
Mercury dealership. Here he is congratu- 
lated by Mark Page, American Motors San 
Francisco zone manager, following the 
franchise signing. 








in 1957—and made himself more 
than $140,000. 

There are many reasons, as 
our records show, why these 
men have been successful. Some 
sell relatively few cars but insist 
on making a pretty good net 
from each sale; others operate on 
closer profit margins and depend 
on volume sales to build a good 
income. Some do an outstanding 
job with their finance depart- 
ments, obtaining an important 
contribution to the total profit 
from their reserves. 

Almost all have profitable op- 
erations, a few showing 100 percent 
service absorption or higher. Some 
are virtual geniuses at creating a 
sales force and keeping that sales 
force functioning at a high pitch. 
One or two are great personal 
salesmen—they carry almost the 
full load of producing sales and 
profits themselves. Some are long- 
established dealerships with a 
paramount place in the life of the 
community and a very large fol- 
lowing of loyal customers. 

Almost every case is some com- 
bination of these and other favor- 
able influences—but they all have 
some things in common. They know 
how to control expenses and they 
are doing it. They are blessed with 
great confidence in themselves, 
their communities and the automo- 
bile business. They build and keep 
good customer relations. They are 
aggressive and determined—and 
they like to make money. 

> > > 


°6 Million Sales Possible’ 


big point is that they were 
all highly successful in a time 
and a market when their competi- 
tors were losing money or struggling 
to stay in business. These men all 
swam strongly against the current 
and made progress in a year when 
many dealers and the industry 
itself barely held its own. 

These men—and many more like 
them, including many within the 
sound of my voice—will do the 
same in 1958. That is the real an- 
swer I want to make to the final 
question I proposed in my analysis 
of the automobile business this 
year. The question was: Will people 
be willing to buy cars in 19587 

Millions will—I can promise you 
that. Lots of people are going to 
buy from these dealers I have 
just described and others like 
them. 

With so many prospects—proved 
new car buyer-prospects from 1955 
and 1956 aggregating some nine or 
10 million—there exists today all 
the market you need to move a lot 
of units at your dealership and 
make good money doing so, if your 
management is right. 

It is possible to sell the American 
people six millon new automobiles 
in 1958. I won’t say that it is going 
to be done, for I have already made 
plain that I do not know how you 
as automobile merchants and the 
consumers of this country are going 
to react to the troublesome condi- 
tions we now are facing. But the 
potential is there and we could do 
it—if we would! 

Six million cars this year—what’s 
optimistic about that? We really 
ought to beat that figure by plenty! 

> . > 


S° HERE is my realistic look 
ahead—for you. If I were a 
dealer, I would forget the huge fig- 
ures of industrywide sales and the 
forecasts of so-called experts who 
have to make speeches. I would 
concentrate my thinking on my own 
prospects, my own sales and my 
own profits. 

If I could increase my sales 10 
percent and my profits 10 percent 
during the coming year, I don’t 
think I would be particularly wor- 
ried about what may happen to 
overall sales or how my competi- 
tors’ profit-and-loss statements 
look. 

I would concern myself with 
my own statement instead and, 
if I were not sure about the 
ability of my organization to 
reach whatever sales goal I had 
set I would make very sure that 


not outrun my actual sales ac- 
complishments. : 

Right here in Miami today -are 
not only the finest automobile mer- 
chants of all time but some of the 
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finest businessmen and salesmen 
that ever walked the earth. Among 
you are many who are going to do 
very well in the coming year. 
Others, to be sure, will not fare as 
well, for this is not an era of auto- 
matic sales and guaranteed profits 
such as occurred after the last 
war. 

I have a world of admiration for 
and confidence in the men of the 
automobile dealership fraternity. 
You possess courage and leader- 
ship, great selling skills, enormous 
stores of imagination, energy, and 
understanding of the American 
public. The course the automobile 
industry will take in 1958 is in 
your hands. The American people 
have the money and the credit to 
buy enough new cars to make it a 
record year. 

* * + 


One Basic Question 


| SUCH an atmosphere, the po- 
tential rewards for outstanding 
business leadership and outstanding 
salesmanship are great. Fear is our 
worst enemy, for leadership and 
salesmanship cannot abide where 
fear rules. By the examples of 
your own confidence, optimism and 
determination, you have it in your 
power to inspire your sales force 
and the rest of your organization 
with these same qualities. 

The prospect who must be 
SOLD in 1958, if 1958 is to be a 
good automobile year, is that 
prospect who is thinking about 
letting the old bus do for another 
year. He really doesn’t want to, 
but he is fearful or uncertain, A 
sales force infected with enthu- 
siasm, conviction and courage can 
convert many such people into 
car buyers at profitable prices. 

Perhaps they won’t always do it 
on the first call but there’s abso- 
lutely nothing in the laws of any 
state to stop an automobile sales- 
man from making two or three 
calls on a good prospect and to 
keep after him for several weeks 
or a couple of months until he is 
ready to buy. 

The basic question is—and only 
you can answer it— will you put 
forth this overall sales effort in 
your community and among your 
potential prospects? Maybe the 
economy will pause for awhile in 
1958 to catch its breath, but the 
best-managed and most aggressive 
automobile dealerships of this 
country will not do so, for they are 
in fighting trim, tuned up and 
ready to go ‘the distance all year 
without taking a breather. 

The rewards for being ready, or 
getting ready, for 1958 market 
conditions are worth the consider- 
able efforts that the times demand. 

For 1958 is only a prelude to 

1959, 1960 or those other great 
years that lie ahead, when a con- 
stantly-growing and richer Amer- 
ica will provide our industry with 
markets and opportunities that 
will far outstrip anything the 
past has ever known. 

While I have always been an 
optimist, I think I am also a hard- 
boiled realist. Many dealers have 
called me that over the years. 

If so, then this is the testimony 
of a hard-boiled realist: 

The best, my friends, is surely 
yet to come! 







SLEND SELECTOR 


StParare 
PUMP METERS 


Separate 
FUEL PUMPS 





Blending Pump— 


The avtomatic custom-blending pump 
being introduced at Sunoco service sta- 
tions gives motorists a choice among six 
grades of motor fuel, all dispensed from 
a single automatic blending pump and 
each priced according to octane quality. 
The pump draws two fuels, one well 
above 100 octane, from separate under- 
ground tanks in a ratio selected by a 
dial setting. The two streams flow through 
a hose-within-a-hose to the nozzle where 
they are blended to produce a motor fuel 
of the predetermined octane quality. 
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Dealerships Remain Intact .. . 





L-M Division Absorbs Edsel 


(Continued from Page 1) 


to the staff of R. S. McNamara, 
group vice-president, car and 
truck divisions, He will help 
Nance integrate Edsel with the 
new division. 

In announcing the consolidation, 
Henry Ford commented: “Under the 
direction of Nance, the M-E-L di- 
vision will be organized in such a 
way as to provide concentrated 
management attention to each of 
the five separate car lines while 
retaining the advantages and effi- 
ciences of a single top-level admin- 
istration.” 

Ford also said, “Unified direction 
of the organization responsible for 
the five M-E-L product lines will 
strengthen the profit potential of 
our dealers and assist in increasing 
the company’s efficiency.” 


+ * * 


NANCE is embarking on his third 
top-level job in 14 months with 
Ford Motor Co. He joined the com- 
pany in November, 1956, as market- 
ing vice-president after leaving the 
presidency of Studebaker-Packard. 

Last September, he became 
general manager of Lincoln and 
Mercury division, which was 
formed by combining two previ- 
ously separate units. 

Other M-E-L appointments in- 
cluded H. C. MacDonald as chief 
engineer; C. S. Brown, general 
purchasing agent; Gordon L. 
Walker, industrial relations man- 
ager, and S. M. Vass, controller. 

= > oe 


7 merger left the corporation 
with only two passenger-car di- 
visions in the U. S. Eighteen 
months ago, it had five—Ford, Mer- 
ecury, Lincoln, Continental and 
Special Products. 

M-E-L will handle only the im- 


Colbert Aaastte 
U.S. Is Equal 
To All Demands 


PHILADELPHIA. — America’s 
economy is strong enough to meet 
its defense needs and at the same 
time maintain its standard of liv- 
ing, L. L. Colbert, president of 
Chrysler Corp., said here. 

Speaking at the 52nd annual 
dinner of the Poor Richard Club, 
where he received the organiza- 
tion’s gold medal award, Colbert 
declared: 

“In any emergency, short of 
armed conflict, it appears that our 
economy now has the strength to 
keep moving forward simultane- 
ously in both the civilian and de- 
fense sectors. 

“Right through the Korean 
crisis,” Colbert pointed out, “we 
produced very large quantities of 
arms, and at the same time in- 
creased overall capacity and raised 
the level of personal income and 
the general standard of living. And 
since the end of the Korean war 
our economy has become stronger, 
more diversified and better bal- 
anced.” 

Colbert stressed that “only 
through expansion on a broad eco- 
nomic front can we provide the 
strength necessary to meet the 
challenge of this critical period in 





‘our national life.” In addition to its 


other benefits, he said, an expand- 
ing economy “builds a broadening 
base of income that can, if nec- 
essary, supply increased tax reve- 
nue without higher tax rates.” 

Colbert said he is confident that 
the nation’s economy will continue 
to grow “if the people of this coun- 
try contribute sufficiently to that 
growth with their talents and 
energies, and if wise decisions are 
made by government, by business 
management, by organized labor 
and others—based on a realistic 
understanding of our problems and 
our potentials.” 


Minn. Names Stephens 
To Credit-Study Group 


ST. PAUL.—Win Stephens jr., of 
Stephens Buick, Minneapolis, past 
president of the Minnesota Auto- 
mobile Dealers Assn., has been 
named to Gov. Orville Freeman’s 
study committee on consumer 
credit. 





porting and marketing of the Eng- 
lish Ford line. These cars are built 
by Ford Motor Co., Ltd., Dagen- 
ham, England. 

Industry observers were quick 
to assume that the formation of 
the M-E-L division was precipi- 
tated by the failure of Edsel to 
find greater favor with auto buy- 
ers. 

A total of 21,150 Edsels were reg- 
istered in the first three months the 
car was on the market—7,566 in 
September, 8,307 in October and 
5,277 in November. 


Those figures gave Edsel a mar- 
ket penetration of 1.53 percent in 
September. It climbed to 1.79 per- 
cent in October, but dropped to 1.29 
percent in November. 

> * * 


OFFSET this tumble, Edsel 

had instituted a bonus program 
under which it will pay dealers $50 
to more than $200 for each new car 
sold from Jan, 1 to March 31. 

Edsel’s latest 10-day sales re- 
port indicates that the bonus pro- 
gram is bearing fruit. 

In the sales report, Edsel said 
dealer deliveries during the first 
10 days of January were 18. per- 
cent ahead of the corresponding 
December period. It added that 
prelimtnary reports for the second 
10 days of January show the same 
— trend in Edsel’s selling 
rate. 


T Edsel bonus plan mentioned 
above is divided into three 
parts. They are: Part A~—For each 
sale of a vehicle that was in dealer 
stock before Dec. 1, the factory 
pays $100 for a Ranger, Pacer or 
station wagon and $150 for a 
Corsair or Citation. 

Part B — For each sale of a 
vehicle built by the factory after 
Dec. 1, the factory pays $50 for 
a Ranger, Pacer or station wagon 
and nothing for a Corsair er Ci- 
tation. 

Part C — For each sale of a 
vehicle in dealer stock in excess of 
60 days as of Nov. 30, the factory 
pays $15 for a Ranger, Pacer or 
station wagon for each month it 
was in stock over 60 days, and $20 
for a Corsair or Citation for each 
month it was in stock over 60 days. 
This is in addition to the payment 
under Part A. 

It has been reported that Edsel 
no longer is building Corsairs and 
Citations as part of the regular 
daily production schedule. An 
M-E-L spokesman declined to com- 
ment when asked about the status 
of these models. 

. > * 


Cr WAS perhaps, inevitable, that 
Lincoln and Mercury should be 
involved in Ford Motor’s latest in- 
ternal merger. One or the other 
(or both) has figured in nearly 
every such action since they were 
linked in 1945 to lead off the com- 
pany’s divisionalization program. 
Ford division was set up in 1949. 





Willys in Venezuela 
TOLEDO.—A two-week sales and 
training conference for Venezuelan 
dealers was opened by Willys- 
Overland Export Corp. last week in 
Caracas, W. S. Pickett, vice- 
president in charge of export sales, 

is in charge of the meeting. 


Dealers Install Officers— 


Lincoln and Mercury became 


separate divisions in April, 1955, 
under Mills and F. C. Reith, respec- 
tively, as general managers. 
The Special Products (later Edsel) 
division was established at that 
time with Krafve at its head. 

In that realignment, Benson 
Ford became group director of 
Mercury and Special Products, 
and William Clay Ford was 
named group director of Lincoln 
and Continental. Benson had 
been L-M general manager, and | 
William had filled a similar post 
with Continental. 
Benson left his group director-| 

ship to become chairman of the) 
Dealer Policy Board, and William’s | 
group post was terminated in July, 
1956, when Continental became part 





of Lincoln division under Mills. | 
William Ford now is corporation 
product planning and styling vice- | 
president. 

Lincoln and Mercury were re-| 
combined under Nance last Sep-| 
tember, setting the stage for last) 
week’s formation of the M-E-L 
division. 





~ Canadian Output 


By Martin L. Whitmyer 
Staff Writer 


ANADIAN automotive opera- 

tions produced 411,252 vehicles 
in the 1957 calendar year for a 13 
percent decline from the 472,766 
cars and trucks rolled from the 
assembly lines in 1956. 


Showing the sharpest decline 
were truck assemblies, which 
dropped from 98,559 units in 1956 
to 71,263 units in 1957. Car as- 
semblies over the same period 
dropped from 374,207 to 339,989 
units, lowest car output in Can- 
ada since 1954, which counted 
only 285,601 assemblies. 

The 27.7 percent decline in truck 
output brought commercial-car as- 
semblies to the lowest point since 
1954 and second worst showing in 
the postwar era. 

> 


ENERAL MOTORS of Canada 
was the only manufacturer to 
show a numerical] gain in 1957 as 
it upped its car output from 148,179 
units the previous year to 153,417 
units last year. Last year’s car out- 


AC Sales Reach 
Record in 1957 

FLINT.—An alltime sales high 
was recorded in 1957 by AC Spark 
Plug division of General Motors, 
according to General Manager 
Joseph A. Anderson. He said 1957 
sales were about 3 percent ahead 
of the previous peak year of 1953. 

Anderson predicted additional 
gain for 1958, but noted that the 
profit margin is narrowing. “De- 
spite the gain in sales,” he said, 
“our divisional profit margin has 
declined, showing that costs are 
going up faster than sales in- 
crease.” 

Sales in 1957, he said, were about 
10 percent ahead of 1956 in re- 
placement products, 8 percent up 
in defense products and 6 percent 
up in original equipment. 





New officers of the Twin City New Car Dealers Assn., from left, are William Klum, 
vice-president; Lou Schroeder, executive board member; Mary Lou Ross, secretary; 
Ray Shank, president, and Chuck Furland, treasurer. Harold Karsen, another executive 
board member, is not pictured. The association includes dealers in Benton Harbor and 


St. Joseph,. Mich. 


How They Fared in Canada 


12 Months’ Car Output—'57 vs. ‘56 


Total 
Output, 
1957 
69,423 
109,889 
153,417 


Chrysler Corp. .................. 
Ford Moter Co. ................ 


Pet. 
of 
Total Cars 
24.63 
31.96 
39.60 


Pet. Total 


Output, 
1956 
92,164 


119,598 
148,179 


of 
Total Cars 
20.42 


32.32 
45.12 





Total, Big 3 


1,792 
5,468 





97.86 359,941 96.19 
5,584 


8,682 


0.53 1.49 


1.61 








Total, Little 2 
Total Cars, Canada .... 


7,260 


12 Months’ Truck Output—'57 


Total 


of 
Total Trucks 


General Motors .... 
International 


Total Trucks, Canada 71,263 


Combined Total, 
Cars-Trucks, Canada 411,252 


* « 


put also was just 9,477 units shy 
of GM’s alitime high of 162,894 
cars built in 1953. The 148,179 cars 
assembled in 1956 marked the third 
highest offering by GM in calendar- 
year assemblies. 

All other Canadian manufac- 
turers— Chrysler Corp., Ford 
Motor, American Motors, 
Studebaker-Packard and Interna- 
tional — built fewer cars and 
trucks in 1957 than they did the 
previous year. 

On a percent-of-industry basis, 
GM and Ford picked up ground in 
car assemblies, while only Ford 
managed to gain in commercial- 
car output. 

GM, which picked up 3.5 percent 
in numerical output, captured 45.12 
percent of total Canadian output in 
1957, compared with 39.60 percent 
on 148,179 cars the previous year, 
while Ford managed a 0.36 
percentage-point gain over 1956, 
despite the fact that its car assem- 
blies dropped from 119,598 to 109,- 
889 units. 


* . . 


HRYSLER CORP., which was 

hit hard by a lull in December 
assemblies, showed the biggest de- 
cline of any maker—dropping from 
a 2463 percent slice of total as- 
semblies on 92,164 units in 1956 to 
20.42 percent on 69,423 cars in 1957. 


The GM-Ford gains, however, 
offset the Chrysler-AMC-S-P 
losses to give the Big Three a 
1.67 point gain over 1956. The Big 
Three turned out 332,729 cars to 
capture 97.86 percent of total 
industry output in 1957, compared 
with 96.19 percent on the 359,941 
cars assembled during the prev- 
ious 12 months. 

American Motors, which stopped 
producing cars in mid-year, showed 
a 0.96 percentage-point decline from 
1956 as its output was off from 
5,584 units and 1.49 percent of total 
Canadian assemblies in 1956 to 0.53 
percent on 1,792 units in 1957. 

S-P dropped 0.71 points in 
percent-of-industry ground as it 
turned out 5,468 cars for 1.61 per- 
cent of total output in ‘56, com- 
pared with 2.32 percent on 8,682 
asgemblies in 1957. 

” * ” 
A combined basis, the Little 
Two turned out 7,260 cars for 
2.14 percent of total output in 
1957, compared with 3.81 percent 
on 14,266 units the previous 12 
months. 

Although Ford’s truck opera- 
tions skidded off 17.1 percent 
from ’56, it did manage to pick 
up 434 points in percent-of- 
industry ground last year. 

Ford turned out 24,258 trucks for 
34.04 percent of total output in 
1957, compared with 29.70 percent 
on 29,268 assemblies during the 
previous year. 

Showing the biggest loss in truck 
assemblies was Chrysler Corp., 
which slumped from 12.96 percent 


3.81 
100.00 


2.14 
100.00 


14,266 
374,207 





' 

vs. 56 
Pet. or 

Gain 

Loss 
—2.61 
+4.34 
—1.16 
—0.57 


Pet. Total 


Output, of 

1956 Total Trucks 
12,772 12.96 
29,268 29.70 
40,629 41.22 
15,390 16.12 


10.35 





Off 13 Percent 


on 12,772 commercial cars in ‘56 
to 10.35 percent on 7,376 trucks last 
year. Its decline in numerical 
figures was 42.2 percent and its 
drop in percent-of-industry ground 
was 2.61 points. 

> * > 

RUCK manufacturer showing 

the smallest decline was Inter- 
national, which dropped 0.57 per- 
centage points from 1956. The 
Chatham (Ont.) manufacturer cap- 
tured 15.55 percent of total truck 
output on 11,079 trucks in 1957, 
compared with 16.12 percent on 15,- 
890 assemblies the previous 12 
months. 

GM skidded 1.16 points from 
1956 as it captured 40.06 percent 
of total Canadian truck output 
on 28,550 units in 1957, compared 
with 41.22 percent on 40,629 as- 
semblies during the previous 
year. 

On a combined car-truck basis, 
Chrysler was off from 104,936 
vehicles in 1956 to 76,799 cars and 
trucks in 1957; Ford dropped from 
148,866 to 134,147 units, and GM 
skidded from 188,808 to 181,967 
vehicles. Numerically, Chrysler de- 
clined 26.8 percent, Ford 9.9 per- 
cent and GM, 3.6 percent. 


S. Dakota Dealers 
To ‘Dial’ Romney 


SIOUX FALLS, S. D. — George 
Romney, president of American 
Motors, will address South Dakota 
auto dealers in the fourth of a 
series of telephonic conference 
meetings Jan. 23, according to H. 
A. Billion, South Dakota Automo- 
bile Dealers Assn. president. 

Romney will discuss “Some Basic 
Trends in the Automobile Indus- 
try.” 

Meetings will be held in Aber- 
deen, Brookings, Huron, Mitchell, 
Rapid City, Sioux Falls, Watertown 
and Yankton. Association directors 
Penn Williams, Forest Frie, Mar- 
shall Osman, Charles Rozum, Lou 
Vidal, Paul McKean, Ward Bichler 
and Mike Pfeiffer will preside at 
the respective towns. 











Jaguar Flies Parts 


To West After Fire 


NEW YORK.—Despite a $300, 
000 fire at the parts depot of the 
Jaguar dealer in Los Angeles, 
Jaguar Cars North America Corp. 
said there will be no shortage of 
parts and accessories in that 
area. 


Parts have been shipped to 
Los Angeles by air from New 
York, San Francisco and Fort 
Worth. Larger shipments will 
follow from England. 














last 
ical 

its 
ind 


ing 
er- 
er- 
The 
ap- 
ick 
957, 
15,- 

12 


sis, 
936 


ind | 


om 


. 
a 


967 


er- 








— 


2-Month Trial Seen... 
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Monopoly Suit Begins 
In GM Bus Business 


DETROIT.—The Government’s 
antitrust suit against General 
Motors’ operations in the bus field 
has begun in Federal Court here. 

Attorneys for both sides ex- 

ted to consume several days 
setiling definitions and clarifying 
issues and to take about two 
months to conclude the case. 

GM is charged with monopolizing 
the manufacture and sale of inter- 
city and transit buses by conspiring 
with four major bus companies. 

The Government complaint says 
that GM and Greyhound Corp. of 
Chicago had an agreement between 
1929 and 1952 whereby GM agreed 
not to sell any buses to competitors 
of Greyhound without its consent 
and Greyhound agreed to buy at 
least 75 percent of its buses from 
GM. 

Both companies had become 
monopolies by the end of the 
agreement, the Government 
charged. 

In addition to Greyhound, three 
companies are named in the suit 
as coconspirators but not defend- 
ants. They are Hertz Corp., New 
York; Naitonal City Lines, Inc., 
Chicago, and Public Service Co- 
ordinated Transport Co., Newark, 
N. J. 

The Government has charged that 
GM had 85 percent of the bus 
business in terms of unit sales in 
1955 and an even bigger share of 
the market in terms of dollar sales 
because the company concentrated 
on the larger, more expensive types 
of buses. 

Other U. S. charges include hav- 
ing a GM officer on the board of a 
competitor, restricting activities of 
competitors, special price, parts and 
financing deals, refusing to sell to 
competitors of favored bus- 
company customer and inducing 
officials of municipal transit firms 
to draw equipment specifications 
to eliminate other bidders. 


The charges were denied by 
GM President Harlow H. Curtice 


New-Car Sales 
Continue to Gain, 


Makers Report 


(Continued from Page 4) 


vious December, Abernethy said. 

The Rambler sales total of 98,567 
for the calendar year amounted to 
an increase of 33.5 percent over the 
73,807 sold in 1955, the previous 
record year. The 1957 total also was 
a gain of 38.2 percent over sales in 
1956. 

Last month’s total was the best 
for any December in Rambler his- 
tory and the third highest of any 
month, topped only by June and 
November of 1957. 

Sales of Metropolitan also set a 
record in 1957, according to J. W. 
Watson, Metropolitan sales man- 
ager. 

Dealers sold 12,226 Metropolitans 
last year, compared with 7,323 in 
1956—an increase of 66.9 percent, 
Watson said. 





at the time they were filed in 
1956. 

Bruce Bromley, GM attorney, said 
as the trial began: 

“This case is of extreme im- 
portance. We want to show that 
our superiority in the market is 
due only to the fact that we make 
the best bis.” 

Concerning GM’s share of the 
bus market, Bromley said it was 
20 percent of the sales of buses of 
all types. The Government’s 85- 
percent total included only the 
market for intercity and transit 
buses made as a single unit by one 
manufacturer. The suit concerns 
this class of buses. 

The Government seeks to have 
GM enjoined from selling more 
than 50 percent of the bus re- 
quirements of the four operating 
companies and that GM be re- 
quired to terminate all restrictive 
agreements relating to bus manu- 
facture and sale. 

Greyhound has signed a consent 
decree agreeing to buy busses from 
companies other than GM, a Gov- 
ernment attorney said. 


Weeks Reports 
No Delays in 
Road Program 


WASHINGTON.—The Federal 
highway program is on schedule, 
Commerce Secretary Sinclair 
Weeks told the Senate Roads sub- 
committee. 

He added that the progress 
being made is “most gratifying.” 

In other testimony, he opposed 
extending the mileage of the 
41,000-mile Interstate System at 
this time, opposed reimbursement 
of toll roads and opposed reim- 
bursement of utilities for reloca- 
tions necessitated by the highway 
program. 

Weeks and Subcommittee Chair- 
man Albert Gore, Tennessee Demo- 
crat, disagreed about the progress 
of the highway program. Gore 
observed that it “seems to be dis- 








appointingly behind schedule in| 


several states.” 

Weeks, backed by Federal High- 
way Administrator Bertram D. Tal- 
lamy, said eight states are ahead 
of schedule, eight are behind and 
33 (including the District of Co- 
lumbia) are on schedule. 

The secretary said the eight 
states that have not yet committed 
any of their 1958 funds are South 


Carolina, Montana, Maine, South) 


Dakota, Idaho, Indiana, Delaware 
and West Virginia. He said the 
Bureau of Public Roads will make 
every effort to have the lagging 
states catch up. 
Hillman Sales Triple 

NEW YORK. — Rootes Motors, 
Inc., said Hillman sales in the U. S. 
tripled in 1957, rising to 13,306 
units, compared with 4,215 in 1956. 
Sunbeam Rapier sales also showed 
a healthy increase, climbing from 
496 in 1956 to 797 last year. 





oe 


Fashion Show at Auto Show— 





Highlight of the Dodge exhibit at the Detroit Auto Show this week is a fashion 
show by the Millinery Institute of America. From left to right, Jan Hartwig wears a 
flipped brim by the late Christian Dior; Taffy Scott a “swept wing disc” by Cesar 
Rubio; Sally Walsh a wraparound by Emme, and Cathleen Treacy a “Mimosa” also 


by Rubio. 











Japanese Import Arrives in Los Angeles— 


Two pretty representatives of the Imported Motorcar Show, Shirle Hill, left, and 
Nobu McCarthy, were on hand at the Port of Los Angeles to witness the arrival of 
the first Japanese Datsun car in the United States. Capt. Okotaro O. Tange, master 
of the SS Atami Maru which brought the auto here, smiles his approval. Two Datsuns, 
manufactured by the Nissan Motor Co., Yokohama, were displayed at the Los Angeles 
show last week. The cars were imported by the Los Angeles branch of Marubeni-lida 
(America), Inc. Sales plans for the Datsun in this country were not disclosed. 


At NADA Convention... 





Service Events a Big Hit 


(Continued from Page 4) 


of worn car and truck seat cush-| 
ions and backs. 

One of the changes made in 
NADA’s programming that met 
with enthusiastic appreciation from 
the exhibitors was the lengthening 
of the noon hour break, which gave 


| dealers more time to visit exhibits. 


Fortunately for NADA, the 
weather, once the show opened, was 
kind to the visitors and the associ- 
ation. 

However, the show tent suppliers 
failed to follow dimensions and 
the main exposition tent was at 
least 20 feet too short and 10 to 20 
feet too narrow. Thus the aisles 
were far too narrow for comfort, 
and there was no space inside the 
tent at either end for people to get 
from one aisle to another. 

The factory service executives 
went all out this year to make 
their consultation areas beautiful 
and comfortable. Thick carpeting 
was on the floor and large, com- 
fortable chairs were available for 
the dealers when they visited 
their home areas. 

“Make” service managers, their 
assistants and technical men man- 
ned the booths every day of the 
show. 

Many sales executives of the 
factories who visited their areas 
claimed that this added feature was 
perhaps one of the most outstand- 
ing aids in arriving at a better 
dealer-factory relationship. 

Several hazarded the thought that 
it might well result shortly in giv- 
ing the service department execu- 
tives a much better standing in 
their own factory line of command. 


At a press conference on the 
opening day of the show, Allen B. 
Du Mont Laboratories, Inc., an- 


is Picadas Settles 
U.S. Tax Claims 


ST. LOUIS.—Tax claims for $161,- 
931 against Joseph Simpkins, for- 
mer Ford dealer here, and his firm 
have been settled for $77,475 in 
U. S. Tax Court. 

The Government charged $109,218 
was due because the income of 
Ford Center Investment Co., an 
auto loan firm, was not reported 
and excessive deductions were 
made for salaries and expenses in 
1951-53. That claim was settled for 
$49,812. 

The claim against Simpkins per- 
sonally was for income taxes in 
1942-44. The Government said that 
$52,713 was due in taxes and pen- 
alties and the claim was settled 
for $27,563. ' 


nounced a complete new line of 
electrical test equipment. 

The move established the elec- 
tronics firm as the first major new 
entry in the automotive tuneup 
equipment industry in more than 
20 years. 

E. E. Ecklund, sales manager, 
told the press that distribution is 
all set for the line which includes 
oscilloscopes, instruments, gauges, 
indicators and their stands and 


| accessories. 


FTC Accuses 
9 Wholesalers of 
GM Diesel Parts 


WASHINGTON.—The Federal 
Trade Commission has charged 
nine franchised wholesale distribu- 
tors of General Motors diesel en- 
gines and parts in the Southwest 
with illegally combining to control 
the selling prices of diese] engine 
replacement parts. 

An FTC complaint alleges that 
since March 6, 1954, the nine have 
entered into unlawful agreements 
which have restricted their activi- 
ties and otherwise restrained com- 
petition in violation of Section 5 
of the FTC Act. 


It further charges that the 
wholesalers, using their power as 
the only franchised distributors in 
the area, have agreed upon prices, 
terms and conditions of sale and 
upon trade practices and policies 
designed to eliminate competition 
among themselves. 

In addition, the complaint says, 
they have acted together to main- 
tain and carry out the terms and 
conditions agreed upon. 

Named in the complaint were: 
Stewart & Stevenson Services, Inc., 
Houston; Lewis Diesel Engine Co. 
(Inc.) of Memphis, Tennessee, 
Memphis; Lewis Diesel Engine Co. 
(Inc.) of Little Rock, Arkansas, 
North Little Rock; Diesel Power 
Co., Oklahoma City; United En- 
gines, Inc., Shreveport, La.; Taylor 
Machinery Co., Jackson, Miss. 

Also, William Patrick Kennedy 
jr.. who trades as Kennedy Marine 
Engine Co., Biloxi, Miss.; Kennedy 
Marine Engine Co., Mobile, Ala., 
and George Engine Co., Harvey, 
La. 


Converse Elected 
In New Mexico 


ALBUQUERQUE, N. M. — G. 
Knox Converse, owner of Converse 
Motor Co. (Chrysler), Albuquerque, 
is the new president of the New 
Mexico Automotive Dealers Assn. 

Donald Jones, Jones Motor Co. 
(Ford), Albuquerque, was elected 
secretary-treasurer. 


DuPont-GM Ruling Called 
Major Antitrust Victory 


WASHINGTON. — The Supreme 
Court decision in the duPont-GM 
case was “an especially noteworthy 
victory” for the Justice Dept.’s an- 
titrust division in 1957, Assistant 
Attorney General Victor R. Hansen 
said in his annual report to Attor- 
ney General William P. Rogers. 

Two other automotive cases 
cited in the report involved GM 


Dealers Re-Rate 
Factories on 


Field Policies 


(Continued from Page 4) 


mistake. The remedy: Ford divi- 
sion bought out the new dealer. 

In addition, it was said, Ford’s 
market research findings were in 
line with NADA’s new concept of 
equality of competitive opportunity. 
This was given as an example of 
the concept: 

When a dealer in a metropolitan 
area is assigned a 1,000-car con- 
tract, he must put up a measured 
amount of capital and a building of 
sufficient size to service the number 
of cars he sells. 

He has equality of competitive 
opportunity with the dealer 10 
miles out of the city who has a 
150-car contract, a small building 
and low capital investment. 

Should the rural dealer con- 
vince the factory that he should 
sell 1,000 cars a year with the 
same facilities, the equality 
breaks down. 

It would be maintained should 
the factory tell the dealer that to 
get 1,000 cars he would have to put 
up sufficient additional capital and 
service facilities to do the job. 

This, of course, applies to the 
stimulator dealer. 

—Rosert M. Fin.ay. 


and Volkswagen of America, Inc. 

Hansen said the effect of the 
du-Pont-GM ruling “is of far- 
reaching significance in the en- 
forcement of the antimerger pro- 
visions of the Clayton Act.” 

The Supreme Court ruled that 
duPont’s acquisition of 23 percent 
of GM stock in 1917 and 1919 re- 
sulted in intercorporate business 
dealings that tended to create a 
monopoly. DuPont was ordered to 
dispose of its GM holdings. 

The Government has proposed to 
the trial court to which the case 
was remanded, that the stock be 
distributed among duPont share- 
holders over a 10-year period. 

Hansen said “this decision will 
be of material assistance to the 
antitrust division’s effort to give 
effect to the Congressional aim 
of arresting the creation of trusts 
and monopolies in their incipi- 
ency.” 

In the other case involving GM, 
the Government charged Grey- 
hound Corp. “with monopolizing 
and conspiring with GM and others 
to monopolize the operation of in- 
tercity buses.” 

The Government charged that 
Greyhound got preferential rights 
from GM to buy buses, as well as 
financing terms which discrimi- 
nated against its competitors. 

Hansen said “a consent judg- 
ment terminating the action was 
entered at the time of filing the 
complaint.” 

In a recently filed case, the Gov- 
ernment accused Volkswagen of 
America, Inc., and its domestic dis- 
tributors of “entering into restric- 
tive agreements which fix whole- 
sale and retail prices of imported 
cars.” 

It also was charged that these 
agreements eliminate competition 
by providing for allocation of ex- 
clusive sales territories and by re- 
quiring distributors not to sell com- 
peting auto parts. 
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Union Wants Share of Profits. . . 


Makers Balk at UA W Demands 


(Continued from Page 2) 
more to his liking than it now 


evidently is.” 
> 

a. L. COLBERT, Chrysler presi- 

dent, accused Reuther of 
“fighting inflation by making a 
whole series of new inflation de- 
mands.” He charged the UAW 
chief was trying to “increase still 
further the already dangerous de- 
gree of monopoly power he pos- 
sesses.” 


George Romney, president, 
American Motors Corp., attacked 
the program as a “subterfuge” to 
silence criticism of “chain- 
reaction bargaining” tactics. He 
also termed it a “threat to our 
nation’s economic vigor and 
progress.” 

Reuther denying that program 
is inflationary, accused the auto 
makers of either “failure to under- 
stand or willful distortion” of the 
proposal. 

In essence the profit-sharing fea- 
ture of the collective bargaining 
program would work as follows: 

> > * 
AM profits above 10 percent on 
net capital before taxes would 

be divided three ways: 

One-half of the amount to be 
divided would be retained by the 
corporation for its stockholders and 
executives; one-fourth would go to 
all wage and salaried employes 
other than executives eligible to 
participate in existing executive 
bonus plans, and one-fourth would 
go to consumers in the form of re- 
bates to those who bought com- 
pany’s products during the year. 
The distribution would be made at 
the end of each calendar year. 

The plan also provides that the 
workers themselves decide 
whether to take the bonus as ad- 
ditional wage increases or for 
other contract improvements 
such as insurance, pensions or 
lengthened vacations. 

Under the profit-sharing, accord- 
ing to union statisticians, General 
Motors wage earners would have 
received year-end profit bonuses in 
1956 of $550, and car buyers would 
have been given rebates of $56. 
Comparable figures for Ford in 
1956 would have been $350 to $380 
per worker and a $30 rebate for 
car purchasers. 

The union said the rebate plan 
would work this way: Once the 
amount was determined, the buyer 
would take his purchase receipt 
back to his dealer and pickup the 
cash. 

At a press conference accom- 
panying the announcement of the 


. = 
Obituaries 
William E. Lovell 
SYRACUSE, N. Y.—William E. 
46, a Dodge-Plymouth dealer, died Jan. 
10. He operated garages on E. Main 8t. 


and South St. for 11 years. 
. * . 


Ollie L. Herron 
CHICAGO.—Ollie L. Herron, 80, presi- 
dent of Herron-Zimmers Moulding — 
ne., 
13. He 
founded Auto Cape Top Co. of Chicago in 
2906 and sold tops for touring cars, seat 
covers and winter enclosures to early car 
makers. Later, he patented mouldings used 
in the early sedans. 
* 7 . 


Louis C. Wissel 
» CINCINNATI. — Louis C. Wissel, 56, 
general manager of Danner Motors Co. 
(DeSoto-Piymouth), died Jan. 4 while at 
work. He was a member of the Automo- 
bile Old Timers Assn. of Cincinnati, 
* * * 


Theron O. Rhodes 
SPRINGFIELD, Ill.—Theron O. Rhodes, 
a former Ford-Lincoln dealer in Mount 
Vernon, Ill., died Jan. 10. He was 74, In 
recent years, Mr. Rhodes had been a sales 
representative for Paull Mfg. Co., Logans- 
port, Ind. 








Lovell, 


Henry Papenhagen 
TOLEDO. — Henry Papenhagen, 74, 


former Chrysler-Plymouth dealer in Stony | 
5 at his home in, 


Ridge, O., died Jan. 
Kissimmee, Fia. i 
o * * 

Fred Walter Wilkins 
LOS ANGELES.—Fred Walter Wilkins, 
manager of the Maywood (Calif.) 


Herbert E. Pelton 
LOB ANGELES.—Herbert E. Pelton, co- 
owner and operator of Pelton Motors Co. 
from 1919 to 1954, died Jan. 3. 





program, Reuther said he didn’t|of buying power,” Reuther de- 


think the bonus and rebate plan 
would favor the large companies 
that return a better profit. 

* * * 

EUTHER said he believed the 

bonus proposal “best meets the 
needs of our workers, both those 
working and those unemployed, and 
that it also meets the needs of the 
nation.” 

He said the auto industry is 
operating only at 65 percent of 
capacity and that the industry 
expects to build only about 5,300,- 
000 cars this year, compared with 
capacity for nine million to 10 
million. The same situation ap- 
plies to other industries. 

“We are in trouble in this coun- 
try because there is an oversupply 
of productive capacity and a lack 


Towle Adds Rambler 


ROCHESTER, N. H.—Gerald E. 
Towle, Inc. has been awarded a 
Rambler franchise. The firm also 
handles Cadillac, Oldsmobile and | 
Volvo. | 


Demands for 1958... 
Here’s UAW Package 


DETROIT.—Here are the high- 
lights of the UAW’s 1958 collective 
bargaining program: 

1. A “supplementary” economic 
demand under which management 
and workers would share in the 
company’s profits above 10 per- 
cent on net capital before taxes. 

The UAW suggests that pur- 
chases also get a year-end rebate 
out of profits. 

2. An immediate wage increase 
that “realistically reflects” the in- 


| crease in national productivity and 


the effects of automation. The 
union claims the country’s produc- 
tivity has increased an average of 
3.9 percent each year since 1947 
and indicated its wage demand 
would be higher than this. A 3.9 
percent hike would range from 9 
to 12 cents an hour. 

3. Elimination of wage inequities 
within companies in all production, 
skilled trades, and other wage 
classifications. 

4. “Modernization” of the pres- 
ent wage formula under which 
auto workers receive an auto- 
matic yearly productivity in- 
crease of 2% percent or 6 cents 
per hour, whichever is higher. 

5. An increase in supplemental 
unemployment benefits, with the 


| amount of benefits to be calculated 


as percentage of gross pay instead 
of net pay, with a flat dollar 
amount added for dependents. Pay- 





Governors Meet 
In Detroit in April 
On Traffic Safety 


DETROIT.—The automotive in- 
dustry and the Governors High- 
way Safety Committee will confer 
on traffic safety in Detroit, Apr. 
10-12, according to George W. Rom- 
ney, president of the Automobile 
Manufacturers Assn. 

The Highway Safety Committee 
is composed of nine governors, 
headed by Gov. Abraham A. Ribi- 
coff, Connecticut. 

Other committee members are: 

J. Caleb Boggs, Delaware; Frank 
G. Clement, Tennessee; Harold W. 
Handley, Indiana; Robert B. Mey- 
ner, New Jersey; C. William O’Neill, 
Ohio; Charles H, Russell, Nevada; 
Milward L. Simpson, Wyoming, and 
G. Mennen Williams, Michigan. 

“The purpose of the meeting,” 


Co.| said Romney, “will be to provide 


an opportunity for governors and 
the industry to exchange views and 
information on all phases of high- 
way safety.” 

He said the governors will tour 
auto proving grounds and engi- 
neering laboratories in the Detroit 
area, where safety engineering, 
testing and research activities are 
continuously under way. 


clared. 


Reuther said the union will seek 
a shorter-term agreement than the 
three-year contracts that now ex- 
ist in the auto industry. He said 
he is not prepared to say whether 
the proposal will be for a 12-month 
or 14-month agreement, but that it 
will be up to the special conven- 
tion to set the terms. 

* + * 


the auto makers blasted 

the profit-sharing demand, 

some UAW local leaders kicked up 

a fuss because Reuther bypassed 

the shorter work week in favor of 
the former. 

Carl Stellato, president of Ford 
Local 600, which is the UAW’s larg- 
est local, declared that his local 
will fight for the shorter work 
week at the special convention. 

Stellato will have some support 
from heads of other UAW locals, 
but it is doubtful that he will gain 
enough support to override the 
policies of Reuther and the execu- 
tive board. 





ments would be extended from 26 
to 52 weeks. 


6. Extension of SUB benefits to 
protect workers on short work 
weeks. Benefits would be paid on a 
daily rather than a weekly basis. 

7. Improvements in present 
hospital-medical and pension plans. 

8 A program “to protect the 
workers’ equity when work is 
shifted from plant to plant.” 

9. A joint labor-management 
study committee on the short work 
week. 

10. Investment of pension funds 
in such projects as housing, health 
facilities and other community 
needs in the communities in which 
the workers live to whom the pen- 
sion funds belong. The funds are 
solely administered by the com- 
panies. The union wants a joint 
board of administration. 
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Stainless Steel to the Front— 


Highlight of last week's SAE convention was this 196X front end executed entirely 
of stainless steel. The bumper is called the first original design ever fabricated in 
stainless steel. The use of stainless for bumpers, it is claimed, will eliminate the 
need for plating and make it possible for bumpers to remain new-looking for the 


life of the car. 
* * 





Swing to Aluminum— 


This Buick typifies the auto industry's 
1958 swing to more aluminum parts, ac- 
cording to Alcoa's annual avto-aluminum 
survey. Arrayed here ore some of the 74 
parts of this model totalling 116% pounds. 
America's average car, according to Alcoa, 
utilizes 52.4 pounds of the light metal 
this year, a 29 percent increase over 
1957. The survey was announced oat the 
SAE convention last week. 

. = 


Further Small-Car Gains 
Sighted at SAE Parley 


(Continued from Page 2) 
greater rate than the rise in popu-|ers were forecast by Robert N. 


lation. 

“We can accept the general 
effect of the growth patterns,” 
he said, “and predict that an 
enormous increase in productive 
capacity must evolve within the 
foreseeable future.” 

Vast improvements in the riding 
comfort of trucks and tractor trail- 





Aluminum Skids— 


New aluminum skids for havlaways, 
designed to save 300 pounds per trailer, 
were jointly developed by Automobile 
Shippers, Inc., Detroit, and Reynolds 
Metals Co. Demonstrating their lightness 
and ease of handling are, from left, L. 
DuPont Yager, automotive sales vice- 


president, Reynolds Aluminum Sales Co.; 


an Automobile Shippers' mechanic, and 


Eugene Cassarol, Automobile Shippers 


president. 


Janeway, head of Janeway Engi- 
neering Co., Detroit. 


He said this would be accom- 
plished by replacing stiff springs 
at both ends of trucks or tractor 
units with softer springs having a 
higher total deflection, and reduc- 
ing friction of leaf springs by pro- 
viding proper lubrication and suit- 
able protective springs enclosures. 

Robert F. McLean, GM_ sstylist, 
said the fundamental design con- 
sideration for any vehicle is its 
task: What is it for and what does 
it do? 

“Possibly the next most funda- 
mental consideration,” he said, 
“is . . . performance, the ability 
of a vehicle to convey its useful 
load, passengers or goods, from 
one point to another.” 

K. W. Thurston, Ethyl Corp. re- 
search laboratories, said substitu- 
tion of fuel injection for carbure- 
tion on a V-8 auto engine permitted 
the engine to operate satisfactorily 
on fuels of lower octane. 

He said tests showed that leaded 
fuels had higher octane ratings at 
all engine speeds with fuel injec- 
tion, the amount of the increased 
rating being dependent on tetra- 
ethyl lead concentration. 

um Co. of America re- 
ported that the 1958 autos are 
using 29 percent more aluminum 
than last year. 

An annual Alcoa survey showed 
aluminum usage this year averages 
52.40 pounds per auto, almost a 
third more than the 1957 average 
of 40 pounds. 

More than 288 million pounds of 
aluminum will be used in 1958 if 
the industry produces autos at a 


5.5-million rate predicted by some 


experts, Alcoa said. 
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Business Upturn 


Seen Later in 58 


Rickenbacker Urges 
Dealers to ‘Sell U. S.’ 


MIAMI BEACH. — Economic in- 
dicators point to a business upturn 
in the second half of 1958, Philip 
M. Talbott, president of the U. S. 
Chamber of Commerce, told the 
NADA convention last week. 

He said the plus factors in the 
economic picture outweigh “all 
the clamor of the Jeremiahs of 
disaster.” 

Eddie Rickenbacker, chairman of 
Eastern Airlines and the conven- 
tion’s keynote speaker, called on 
the dealers to aid in selling Amer- 
ica’s “most important product— 
the cause of American leadership.” 

“You, as master salesmen and 
leaders of America’s community 
life, have the greatest opportunity 
afforded mankind—to ‘sell’ this 
concept of freedom to the world.” 

Commenting on the business 
slump which many predict will 
mark the first half of the year, 
Talbott said “we ought to recog- 
nize that a dynamic, competitive 
free enterprise system cannot 
run indefinitely at top speed, but 
must pause now and then to 
catch its breath.” 

He said “it is just as normal for 
inventories to pile up at occasional 
intervals as it is for them to be on 
the short side at other intervals. It 
is just as normal to have buying 
slacken off from time to time as it 
is to have it surge ahead.” 

The most important plus factor 
in the economy, Talbott added, is 
the movement toward easier credit 
and declining interest rates. 

Since the launching of the 
Soviet satellites, Talbott said, he 
has found that business and pro- 
fessional men are agreed that the 
U. S. must not stint on the nec- 
essary costs of national defense. 

He said the national Chamber 
will go along with the Government 
on only “necessary” defense costs, 
and will continue to oppose wastes 
in procurement of military sup- 
plies and interservice rivalry in 
missile development. 

Talbott said “we can be reason- 
ably certain of peace among the 
major powers of the world if we 
hold the trumps.” 

Rickenbacker said the dealers 
have “a great responsibility in 
providing the means to keep this 
dynamic national economy of 
ours moving forward.” 

He took issue with those who 
say young men and women today 
have less chance than their fathers 
or mothers had. 

“I say they have a million times 
more opportunities today than we 
had in our youth,” Rickenbacker 
said. 

“America is a great and growing 
land, and its opportunities are un- 
limited for those who are willing 
to dream and to work to make 
their dreams come true,” he con- 
tinued. 
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Car, Truck Output Estimates 


By Automotive News 


PASSENGER CARS 
(U, & PRODUCTION ONLY) 


























Week Week 
Ended Same Ended 
Jan.18, Week, Jan. 11, January, Jan. 19, Jan. 18, 
1958 1957* 1958* To Date 1957* 1958 
AMER. MOTORS** .... 3,770 2,225 3,824 9,103 5,619 9,103 
RIEL: ‘cccitssdsnnemsnssseis 3,770 1,967 3,824 9,103 4,809 9,103 
CHRYSLER CORP. .... 12,300 28,925 19,243 40,571 69,563 40,571 
3,355 1,953 4,798 7,944 4,798 
845 621 1,554 1,941 1,554 
3,660 1,601 4,578 9,346 4,578 
6,131 3,571 5,020 15,546 5,020 
ee 8,500 14,934 11,497 24,621 34,786 24,621 
FORD MOTOR ©O.*** 34,505 44,335 31,536 78,288 120,722 78,288 
a Bee tenn 436 Ree erketssns 1,366 
a 29,100 34,358 27,844 67,323 94,129 67,323 
ETE © cestciiciicnienineieoinesilalitien 855 1,401 98 1,460 3,589 1,460 
SEE sexsnsivennoperpetnerese 3,750 8,558 3,158 8,139 22,956 8,139 
GENERAL MOTORS .. 62,926 68,974 64,380 154,133 183,756 154,133 
SIE. cishiaslesaaiatlb 8,588 12,419 9,996 22,769 33,530 22,769 
SEED ;.. scnincnontennaninntent 3,200 3,472 2,915 7,153 8,587 7,153 
a 34,500 33,519 33,838 82,656 89,987 82,656 
Oldsmobile _.................. 9,238 10,225 9,579 22,714 27,494 22,715 
UIE nddecvetieciieiibictinia 7,400 9,339 8,052 18,840 24,158 18,840 
ae 1,302 1,157 1,157 4,468 1,157 
a R54 187 187 1,069 187 
Studeba'‘:ecr 448 970 970 3,399 970 
Total Cars, U. S........... 113,501 145,761 120,140 283,252 384,128 283,252 
**american Motors’ totals for 1957 include Nash and Hudson production. 
***Ford Motor Co. totals for 1957 include Continental production. 
COMMERCIAL CARS 
(0. 8S. PRODUCTION ONLY) 
Week Week Jan. 1 Jan. 1 
Ended Same Ended Output, Te Te 
Jan. 18, Week, Jan. 11, jeameyy. Jan. 19, Jan. 18, 
1968 1957* 1958* To 1957 1958 
CHEVROLET ................ 6,400 7,387 5828 14554 20,227 14,554 
DIAMOND T 115 80 110 260 208 260 
TED \innaichdetmcnanbisiansouslicls 60 80 46 126 206 126 
IE, | -sintabssssienstahbeaiabbiil 1,000 1,588 1,290 2,290 4,242 2,290 
FORD 5,650 5,727 4,911 12,907 8,796 12,907 
GMC niin 1,265 1,448 1,278 3,066 4,510 3,066 
INTERNATIONAL ...... 2,696 2,916 2,660 6,410 8,745 6,410 
MACK . 370 424 219 705 982 705 
STUDEBAKER men 244 128 128 156 128 
WHITE . 410 417 404 929 1,048 929 
WILLYS - ean 1,050 1,745 947 2,394 3,510 2,394 
MISCELLANEOUS*** 72 42 74 182 105 182 
Total Trucks, U. S.... 19,088 22,098 17,895 43,951 53,335 43,951 
Total Cars, Trucks, 
U. 8. 132,589 167,859 138,085 327,203 437,463 327,203 
Total Cars, Trucks, 
Canada .. wi 7,920 9,865 7,957 18,529 27,051 18,529 
Grand Total, 


Cars and Trucks, 


U. S. and Canada....140,509 177,724 145,992 345,732 464,514 345,732 


“Revised, Miscellancous Ineludes Corbitt, Marmon-Herrington, Federal, Four-Wheel- 


Drive, ete. 


N. B.: All U. S. totals include cars and trucks for military orders. 


***Autocar, Freightliner, 
included in Mack totals. 


Reo and Sterling are included in White totals; Brockway 





NADA Guests Get Ad Tips Sdicae 


Sell Yourself, 


MIAMI BEACH. — The nation’s 
auto dealers were urged to adver- 
tise consistently and efficiently to 
build “favorable, positive images” 
of their dealerships. 

“Your big sales point is you,” 
the Bureau of Advertising, Ameri- 
can Newspaper Publishers Assn., 
said in a presentation at the 
NADA convention. 

The message was not directed to 
any individual medium or group of 
media. 

Edward A. Falasca, bureau pro- 
motion director, said dealers should 
adapt their advertising to the par- 
ticular qualities of the medium, and 





Dealer’s Divorced Wife 
To Get New Auto Yearly 


ST, LOUIS.—William E. Mixon 
ir, East St. Louis (01.) Buick 
dealer, has been ordered to pro- 
vide his divorced wife with a new 
Car each year he remains in 
business. 


The order was issued by the 
judge who granted a divorce to 
Betty Lee Mixon. She said Mixon 
was werth $750,000 and had an 
annual income of $50,000. 


Dealers Told 


not handle messages in any medium 
in a way that would be more 
suited to another. 

Print media, he noted, carry the 
specific benefit of believability. 

“The manufacturer does every- 
thing he can to sell the image of 
the car,” Falasca continued. 

“Only you can sell the image of 
your dealership. And that is where 
the final sale is made. Sell yourself 
by projecting a clear picture of 
yourself and your dealership—sell 
yourself through more positive ad- 
vertising.” 

Dr. G. Herbert True, assistant 
marketing professor at the Univer- 
sity of Notre Dame, said the trend 
toward conformity is stifiling “cre- 
ativity at time when America’s 
greatest need is increased creative 
thinking.” 

He told the dealers any execu- 
tive can raise his company’s 
profits and sales by 10 to 15 per- 
cent through creative thinking. 

“Don’t surround yourself only 
with men who agree with you,” 
True said, “And don’t be content 
with the average in others or in 
yourself. Recognize that dissenting 
ideas may often be creative ideas, 
and be ready to admit an error on 
your own part.” 





Car Production Slows... 


AUTOMOTIVE NEWS, JANUARY 20, 1958 


Output Cut to 113,501 


=: = /AS Lines Close Down 


(Continued from Page 1) 


283,252 cars during the first 15 work 
days of the month for an average 
of 18,883 cars a day. If that aver- 
age were maintained throughout 
the remaining 11 work days of 
January, the manufacturers would 
complete the month with approxi- 
mately 491,000 assemblies. 


Contributing mostly to the de- 
cline last week was Chrysler 
Corp., which dropped to an out- 
put of an estimated 12,300 units 
from the 19,243 cars assembled 
the previous week. 

Chrysler division and Imperial 
were the only corporation units 

working a five-day week and also 
the only units to record output 
gains over the previous five days. 
Chrysler division (excluding Im- 
perial) rose from 1,953 assemblies 
a week earlier to an estimated 2,000 
last week, and Imperial climbed 
from 621 to 650 units. 


Dodge, which was down in De- 
troit all week, turned out an esti- 
mated 1,100 cars at its West Coast 
and Newark (Del.) plants last week, 
compared with 3,571 a week earlier 
in al] three plants, while DeSoto, 
which also was down all week in 
Detroit, built only 50 cars, all on 
the West Coast. The previous week 
DeSoto rolled 1,601 cars from the 
lines in its Detroit and Los Angeles 
plants. 

* > > 

ers, which worked only 

three days in Detroit last week, 
rolled an estimated 8,500 cars from 
its West Coast, Newark, Evans- 
ville and Detroit plants last week, 
compared with 11,497 units a week 
earlier. 

DeSoto, Dodge and Plymouth 
are all « to resume normal 
output in Detroit today (Jan. 20). 


Only manufacturer to record a 
gain over the previous week was 
Ford Motor Co., which jumped its 
output from 31,536 units to an es- 
timated 34,050 last week. 

A breakdown of Ford Motor op- 
erations showed Ford division with 
29,100 assemblies last week, com- 
pared with 27,844 a week earlier; 
Mercury up from 3,158 to 3,750; 
Lincoln up from 98 to 855, and 
Edsel up from 436 to 800 units. 

> . > 


ENERAL MOTORS and Ameri- 

can Motors corporations also 
showed production declines last 
week, while Studebaker-Packard 
was out of operation the entire 
week. 

GM’s decline resulted chiefly 
from pronounced production cut- 
backs at its Buick, Pontiac and 
Oldsmobile divisions. 

Buick worked only four days 
last week and turned out an esti- 
mated 8,588 cars, compared with 
the 9,996 units assembled a week 
earlier; Pontiac declined from 8,052 
to 7,400 assemblies, and Oldsmobile 
slid off from 9,579 to 9,238 units. 

Up slightly from the previous 
week were Cadillac from 2,915 to 
an estimated 3,200 assemblies, and 
Chevrolet up from 33,838 to 34,500. 
Chevrolet worked its Los Angeles 
plant six days while all other car 
operations were on five days. Its 
Corvette plant in St. Louis also 
worked Saturday. 
© > : 

AUTHOUGH Cadillac did manage 

an increase in output from the 
previous week, the 3,200 cars as- 
sembled last week were below the 
GM _ division’s normal production 
pace. Cadillac had been working on 
a 3,360-units-a-week schedule dur- 
ing 1957. 

Also down slightly last week 
was American Motors, which 
dropped from 3,824 assemblies 
during the week ended Jan. 11 to 
an estimated 3,770 over the past 
five work days. Rambler output 
last week, however, was nearly 
double the 1,967 units rolled from 
the lines during the same week 
a@ year ago. 

Studebaker-Packard Corp. was 
down again last week, marking the 
second time within three weeks 
that its assembly operations have 
been down for readjustment to field 
inventories. 

The previous week S-P turned 





out 970 Studebaker cars and 187 
Packards. 
= * ? 
oo output last week totalled 
an estimated 19,088 units—a 6.7 
percent gain over the previous 
week’s 17,895 assemblies, but a 13.6 
percent decline from the 22,098 
trucks turned out during the week 
ended Jan. 19 a year ago. 
Canadian car and truck opera- 
tions produced an estimated 7,920 
vehicles last week, a 37-unit drop 
from the previous week’s 7,957 as- 
semblies, and a sizeable decline 
from the 9,865 cars and trucks 
turned out during the same week 
a year ago. 
= . . 


Production Notes 


Chevrolet has announced the 
awarding of a general contract to 
Ira H. Hardin Co. Atlanta, for 
construction of an addition to the 
division’s car and truck assembly 
unit there. Work is scheduled to 
begin immediately and is 
to require 18 to 24 months to com- 
plete . . . Combined car and truck 
output at Ford’s Atlanta plant in 
1957 totalled 89,988 units, compared 
with 80,567 vehicles in 1956. The 
Chevrolet plant in Atlanta assem- 
bled 151,284 cars and trucks in 1957, 
while the city’s B-O-P unit turned 
out 113,126 cars . . . Ford division’s 
Norfolk (Va.) assembly plant 
turned out 89,033 cars and trucks 
during 1957, compared with 86,534 
vehicles in 1956 . . . Deleo Appli- 
ance division of General Motors 
announced that it had laid off 320 
employes “temporarily.” A spokes- 
man said he expects all affected 
employes back at work inside six 
weeks. He blamed curtailment on a 
decline in car sales across the 


45 


nation .. . Ford division an- 
nounced last week that it is termi- 
nating production at its Buffalo as- 
sembly plant. The division said the 
27-year-old plant has become out- 
moded and the automobile market 
has shifted. Employes will be given 
an opportunity to transfer to the 
Lorain (O.) plant. The Buffalo 
plant has about 210 salaried and 
1,050 hourly rated employes. The 
company will continue to operate 
its Buffalo stamping plant, which 
employs 4,000. 

* 


e * 


Vauxhall ’57 Output 


Up 18% to Record 


LONDON.—A record 1957 produc- 
tion of 150,200 vehicles has been 
announced by Vauxhall Car Co. 
The total was 18 percent higher 
than the 127,700 units made the 
previous year. 

Vauxhall also said 84,500 vehicles, 
representing 56 percent of total 
output, were exported in the last 
year. In the previous year, 64,051 
units were shipped abroad, the firm 
added. 

Vauxhall said 4,500 cars had been 
shipped to the U. S. since deliveries 
began last August. A record 6,200 
cars and trucks were sold in Can- 
ada during the year, the firm said. 

British Motor Corp. announced 
a record 220,000 vehicles were ex- 
ported in 1957, a little less than 
half its total production and a 
third of all British vehicle exports. 
A spokesman said nearly 60,000 
were shipped to North America. 

> = > 


B-O-P Plant Lays Off 


675 Temporary Workers 


ATLANTA.—General Motors’ 
Doraville Buick-Oldsmobile-Pontiac 
assembly plant has laid off 675 tem- 
porary workers because of a 
“readjustment of production sched- 
ules,” a plant official has revealed. 

The majority of the workers laid 
off were hired after the 1958 model 
changeover to meet accelerated 
production demands. 

The reduction has restored em- 
ployment to the “near average” of 
3,500 workers, it is believed. 





Rewards Top Drivers .. . 





Dealer Opens Safety Drive 


DENVER. — Matt Skorey, Edsel| for one month. Car owners may 


and English Ford dealer here, has 
launched a special campaign to 
encourage safer driving through 
safer automobiles. The title of the 
campaign is “Safety Legion.” It is 
designed as a method of rewarding 
drivers who “know their own cars.” 

Skorey is offering cash prizes 
as an inducement to car owners 

to “safety-rate” their cars. The 
prizes are from a minimum of 
$100 and up to a single award of 
$1,600 in certain instances. 

“Most of the drivers think they 
are the best drivers on the road,” 
Skorey declared. “But no one is a 
safer driver than his car permits 
him to be. 

“Mechanical defects are directly 
responsible for 18 percent of all 
accidents. Our program offers a 
double attack on accidents.” 

First, the program will make car 
owners themselves aware of the 
condition of their automobiles. 
Second, they will “safety-ize” their 
cars and keep them that way. 

The Skorey program has l4 
basic mechanical factors that 
determine whether a car is in 
safe condition. Each driver join- 
ing Skorey’s Safety Legion will 
be shown how to safety-rate his 
own auto. While he is doing this, 
his car will also be checked and 
rated by experts. 

The first 200 entrants will also 
receive scale model of an Edsel 
car. If drivers wish, they may take 
a demonstration ride in a mechani- 
cally safe car. 

Each week, an independent Safety 
Legion judge will select the driver 
whose rating of his own car most 
nearly matches the safety rating of 
the experts. The driver will be 
awarded a minimum of $100 cash. 

He may qualify for other 
awards from $200 to $1,600, if he 
wishes to do so. No purchase is 

necessary to qualify forthe basic 
award. Safety ratings are geod 


reenter each month. 

“I've been interested in safe- 
driving programs for 20 years,” 
Skorey explained. “It’s been proven 
that a driver who knows his own 
car is a safer driver. I believe my 
program will help reduce our 
accident rate.” 


Chevrolet Plans 
Big Expansion 
At Kansas City 


KANSAS CITY. — Construction 
will begin this year on an extensive 
expansion program at the Chevro- 
let assembly plant here, E. N. 
Cole, general manager, said last 
week. 

He made the announcement be- 
fore a civic luncheon of 600 people 
gathered to pay tribute to General 
Motors on the occasion of its 50th 
birthday. 

The Chevrolet chief said his com- 
pany plans to increase the size and 
productive capacity of its 1,125,000- 
square-foot Kansas City plant to 
handle the increasing market of 
the 14-state area its output serves. 

Although details were not re- 
vealed, Cole said it would be a 
“sizable addition and will obviously 
mean the hiring of additional em- 
ployees once it is completed.” He 
did not give a specific date when 
construction will begin. 

Cole said Chevrolet’s 1958 cars 
have won, since their introduction 
Nov. 1, the highest percentage of 
the U. S. auto market recorded by 
his company in any year in two 
decades. 

Since their introduction, he said, 
Chevrolet cars have accounted for 
about 28 percent of all cars sold in 
the country. The company’s post- 
war high in market penetration 
was 26.3 percent, achieved in 1956. 

In December, Cole said, Chevro- 
let sold 132,500 cars, or 13 percent 
more than in the same period 
in 1956. 
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°56 Total Was 32,305... 


AUTOMOTIVE NEWS, JANUARY 20, 1958 


85,000 British Autos 
Sold in U.S. in 1957 


NEW YORK.—Sales of British- 
built autos in the U. S. last year 
exceeded 85,000, more than 2% 
times greater than the 1956 figure, 
according to Donald B. Morren, 
executive secretary in North 
America of the British Automobile 
Manufacturers Assn.. 


He said 32,305 British cars were 
sold to Americans in 1956. 
Commenting on the increased 
sales in the U. S., Sir William 
Rootes, chairman of the British 
Dollar Export Council, said: 


“The British motor car is de- 
signed for the buyer who wants a 
special car for a special purpose, 
and at a special price. Such buyers 
have found that the British im- 
ported car offers them the widest 
possible range of style, economy 
and performance factors. 


“This growing market has proved 
to be a healthy one for the econo- 
mies of both the U. S. and Great 
Britain. Total dollars derived from 
British automobile sales are used 


New Differential 


Introduced by 
Borg-Warner Unit 


CHICAGO. A spin-resistant 
automotive differential which is 
said to provide increased traction 
on snow, ice, mud, and sand; re- 
duces skidding on curves, dimin- 
ishes swerving on rough and 
high-crowned roads, and prevents 
tire scuffing due to wheel bounce, 
has been announced by Warner 
automotive division of Borg- 
Warner Corp. 

The unit, now under test by 
several of the major auto manu- 
facturers, is of simpler design and 
consists of fewer parts than 
others of this type now on the 
market, Warner said. It is readily 
interchangeable with existing con- 
ventional differentials. 

The differential was exhibited 
publicly for the first time at the 
national convention of the Society 
of Automotive Engineers in De- 
troit, last week. 

When one rear wheel has more 
traction than the other, the unit 
automatically delivers the major 
portion of the engine power or 
driving effort to the wheel with 
the greater traction, the company 
said. At the same time, the wheel 
with the lesser traction is 
“smoothly” braked through the 
action of pre-loaded cone brakes 
and side gear thrust. 

When traction is equal at the 
rear wheels, as in normal driving, 
the new differential operates as a 
conventional unit. 





Mercury Power on Display— 


to help purchase American coal, 
tobacco, cotton, etc.” 


The tremendous growth in 
British car sales here has been 
attributed by many trade author- 
ities to the British cars’ “broad 
diversification.” 


They point out that the British 
cars are priced from under $1,500 
to more than $22,000 and have a 
wide range of performance, econ- 
omy and style features. 

Two other factors have helped 
build the British car market in the 
U. S., Morren said. 


“One of them,” he continued, 
“is the extensive parts and serv- 
ice facilities now offered by Brit- 
ish manufacturers to make their 
Products known in this market. 
The other is cooperative partici- 
pation in American automotive 
events.” 


Morren also said thousands of 
British cars are sold to Americans 
travelling to Europe. 

He said most British manufac- 
turers have special departments in 
both the U. S. and Britain to take 
care of the requirements of the 
tourist who wants a car for his 
tour abroad and who will then 
want it shipped home. 

British cars now being sold by 
1,600 American dealers are the AC, 
Aston Martin, Austin, Austin- 
Healey, Bentley, Berkeley, English 
Ford, Hillman, Jaguar, Lotus, MG, 
Morgan, Morris, Rolls Royce, 
Rover, Sunbeam Rapier, Triumph 
and Vauxhall. 


Buick’s Pillen 
To Advise Opel 


FLINT.—Vane Pillen, Buick as- 
sistant general production manager 
since 1946, has been named special 
consultant to the Adam Opel plant 
in Russelsheim, Germany. He will 
be succeeded by James J. Sherry 
jr. 

Pillen, , 64, will help establish a 
new production system at the Opel 
plant until his retirement sched- 
uled for March. He joined Buick 
in 1910 as a clerk when he was 
only 17. 

Sherry, 43, joined GM in 1936 as 
a billing clerk in the Chevrolet 
Tarrytown plant. He had been with 
Buick since 1953 as assistant direc- 
tor of purchasing. 

L-M Offices Moved 

MINNEAPOLIS, — The Twin 
Cities district sales office of the 
Lincoln-Mercury division has moved 
from the Roanoke Building to 510 
Prudential Building, 3701 Wayzata 
Blvd., Minneapolis. 





This Mercury Marauder engine, with bright chrome finished air cleaner and fan, 
won't ever see the inside of a Mercury car. Made of genuine Mercury parts, it was 
put together for display in the Mercury exhibit at the Detroit Auto Show. Display 
and Exhibit Specialties Co., Detroit, worked on auto show displays for Mercury for 
six months. At the left is Gene Flowers, animation and mechanical expert, and at 


the right is Lilburn E. Alley, a decorator. 
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Reaching an estimated 
RATES: TWENTY-TWO CENTS 


150,000 readers 
(22¢) 


engaged in all 
PER WORD FOR EACH 


branches of the nation’s automotive industry. 
INSERTION 


POSITION WANTED ADS,. | 


lle PER WORD. PAYMENT IN ADVANCE OF INSERTION REQUIRED. Ads may be signed with full name 
and address ot regular rates. Add One Dollar ($1) per insertion for use of a box number. Replies to*| 
Box Number ads are forwarded to advertiser, unopened. Display ads: $12.30 per column inch. CLOSING: 


TEN DAYS 
WANT AD DEPT.., 


HELP WANTED a 


SALESMEN — FIVE to call on new car 
dealers in Maryland and Washington, 
D. C., Virginia, North Carolina, South 
Carolina, Georgia. Excellent opportunity 
to associate yourself with the fastest 
growing distributor of automotive hard- 
ware, parts, accessories in the east. Lib- 
eral commission, drawing account, car 
allowance, bonus plan. We prepay 
freight. High earnings assured through 
unusual sales program, Send full par- 
ticulars to qualify for personal inter- 
view. Box 7833, c/o Automotive News, 
Detroit 26. 


YOUNG, AGGRESSIVE SERVICE MAN- 
AGER wanted for exclusive GMC Truck 
dealership in major Florida city, Must 
have proven record of qualifications and 
ability to take complete charge of serv- 
ice department and show results. Good 
salary and bonus arrangement for right 
man. Ideal living conditions in a fast 
growing community. Box 7852, c/o Auto- 

motive News, Detroit 26. 





SALES 
REPRESENTATIVE 
Excellent Opportunity 


Well rated, 43-year-old, large volume seat 
cover manufacturer with national distribu- 
tion has certain territories open. 1958 line 
is very complete, low priced, and de- 


signed especially for sale to seat cover 


installation specialists, accessory stores, 
car dealers, super service stations, etc. 
Right salesman can increase his earnings 
considerably. No objection to non- 
conflicting side-lines. 


R. M. Thomas Company, Inc. 


Muncie, Indiana 


SERVICE MANAGER. Must have volume 
shop experience, accustomed to adminis- 
tration and organization. This position 
is open with long established dealership 
in Intermountain area. Present service 
volume $35,000 per month. Excellent pos- 
sibilities for increase. Compensation— 
salary, monthly incentive and volume 
bonus, yearly arrangement. Box 7809, 
c/o Automotive News, Detroit 26. 





$$$ $$ $ 


In most major cities we need one top car 
man to call on dealers. We have the lowest 
cost and most powerful sales promotion 
program aveilable. All the area you can 
handle and excellent pay. Mail sales record, 
personal history and area desired at once to 
AUTO SALES AIDS 
725 N. Western Ave., Suite 5 
Los Angeles 29, California 





WANTED — SALESMEN to sell the book 
“Auto Costs’’ which features factory 
invoice prices of all 1958 cars and equip- 
ment. Huge demand from auto dealers, 
banks, finance companies and leasing 
companies. High commission—No terri- 
tory restrictions. Write Auto Costs, Box 
224, New York 1, N. Y. 





GENERAL MANAGER 


Large Volume Auto Dealer in the 
Midwest 


Must be young man with proven ability. A 
chance to buy this business over a period of 
ill be offered the man who qualifies 
and makes good. State qualifications, ex- 
perience and references in your application; 
also send picture of yourself an financial 
statement. 


Box 7847, </o Automotive News, Detroit 26, 
Mich. 





BUSINESS-OFFICE MANAGER: Medium 
volume deal in beautiful Colorado—Won- 
derful climate—-Nice town, Must be ex- 
perienced in machine accounting; capable 
supervisor with proven personnel experi- 
ence; have background of volume ac- 
counting experience. Good salary, car 
furnished, and many fringe benefits. 
Send complete job history and picture to 
Box 7827, ¢/o Automotive News, Detroit 
26. 





ATTENTION, 
MANUFACTURERS REPS. 


DO YOU NEED NEW LINES? 


Automotive News can help you by 
bringing your wants to the atten- 
tion of manufacturers. 

An advertisement in this section 
will do the trick at a nominal 
cost. 


AUTOMOTIVE NEWS 
Classified Want Ad Department 








ACCOUNTANT - BUSINESS MANAGER 


SALES MANAGER. 


FORD PARTS MANAGER, 20 years’ 





EASTERN “BIG THREE” DEALER with 


HELP WANTED 


SALES MANAGER—New dealership han- 


dling one of the ‘‘Big 3’’ in large, rap- 
idly expanding Gulf Coast city. Must be 
aggressive and capable of hiring and 
training sales force to produce results. 
Good salary with percentage net profit 
of business, Box 7832, c/o Automotive 
News, Detroit 26. 


POSITION WANTED 


To encourage this classification for the 
TM A Me 
Position Wanted Ads accepted at 
ad fa hes nomely lle per 
word for each insertion. $1.00 per in- 
ae a ee 
ee Me ee) 
in this section.) 


Cle 
alls 


Pratt ait 
Me RA lal el 
to display ads 


with large volume GM-Ford dealer ex- 
perience. Can operate efficient office, as- 
sist in expense reduction. Available 
immediately. Familiar daily operating 
control, budgets. Box 7837, c/o Automo- 
tive News, Detroit 26. 


Experienced every | 
phase automobile merchandising for 10| 
years. Will hire and train in aggressive, | 


IN ADVANCE OF PUBLICATION DATE. Contract rates supplied 
AUTOMOTIVE NEWS, 2666 PENOBSCOT BUILDING, 





upon request. 


DETROIT 26, MICH. | 
J 


POSITION WANTED 


GENERAL OR SALES MANAGER—Age 


37, have operated own dealership for five 
years. Motors Holding experience; pre- 
vious sales and sales manager experi- 
ence. Newspaper advertising manager 
prior to entering automotive field. Mar- 
ried, four daughters. Top references. 
Prefer warm, dry climate, but will con- 
sider every offer. William Hungerford, 
Sault Ste. Marie, Michigan. Telephone: 
MElrose 2-7196. 





SERVICE MANAGER: Experienced in GM 


dealership, Prefer to relocate in Florida 
or southwest. Box 7835, c/o Automotive 
News, Detroit 26. 


DEALERSHIPS AVAILABLE 


DEALERSHIP AVAILABLE NOW—Han- 


dling Chevrolet metropolitan midwest— 
1,500 new-car potential—30 years profit- 
able location. Will lease modern build- 
ing. Priced to sell quickly due to other 
interest. Factory approval and cash re- 
quired. All replies must be confidential. 
Write Box 7819, c/o Automotive News, 
Detroit 26. 


HANDLING PONTIAC—Northern Indiana 


city of 10,000. Tremendous potential. 
Large low-priced facilities. Industrial, 
depressioniess economy. $20,000 includ- 
ing inventories. Box 7823, c/o Automo- 
tive News, Detroit 26. 





modern manner. Willing to relocate 
Preferably in southwest area. Highest 
references. Married, age 35. Box 7838, | 


c/o Automotive News, Detroit 26. | 


ex-/ 


perience, desires to locate in southwest. 


Interested in permanent position with 
active dealership. Box 7855, c/o Auto-| 
motive News, Detroit 26. | 





20 years’ profit experience, wishes either | 
to buy part of or become affiliated with | 
dealership in California. Will fy to meet 
with interested party. Age 41, perfect 
health and well financed. Present deal 
300 cars. Interested parties write Box/| 
7856, c/o Automotive News, Detroit 26. | 


GENERAL MANAGER—Factory approved | 


dealer (name in Paragraph Third) now} 
operating medium size GM dual, seeks | 
opportunity where owner plans less ac- | 
tive participation and gradual retirement 
and offers remuneration plan permitting 
investment opportunity. 38, married, col- 
lege grad. with solid background in sales 
and healthy respect for expenses. This 
executive knows how to take responsi- 
bility and how to use authority. Remu- 
neration secondary to opportunity 

Please outline details. Can arrange in- 
terview at your convenience. Box 7853, 

c/o Automotive News, Detroit 26. 


GENERAL/SALES MANAGER—12 years’ 


GM and Ford experience. Can hire, train 
and develop sales force to sell at 
volume profitably. Age 37, married, col- 
lege graduate. Prefer large city deal in| 
midwest. Box 7854, c/o Automotive 
News, Detroit 26. 


SERVICE MANAGER OR ASST. SALES 


MANAGER—Prefer Chrysler products in 
Pennsylvania, Maryland, Michigan, Ohio 
or Washington, D. C. 51, widower, four 


children; sober, reliable, not afraid of 
work, 35 years’ experience as mechanic. 
service salesman, shop foreman and 


director of service. Manager of Chrysler- 
Plymouth dealership past 12 years. Ref- 
erences. Box 7834, c/o Automotive News, 
Detroit 26. 


SALES MANAGER — Fully qualified al! 


phases. Sixteen years’ experience as 
general manager, sales manager, factory 
district sales manager. Married, college 
educated, age 39. Will relocate—Califor- 
nia or Florida preferred. Box 7836, c/o 
Automotive News, Detroit 26. 





DEALERSHIP FOR SALE 


DEALERSHIP HANDLING CADILLAC- 





DEALERSHIP HANDLING GENERAL 


MOTORS medium priced line and other 
small hot American and foreign car 
available 50 miles from New York City. 
New, modern facilities, excellent loca- 
tion, fast growing area with positive, 
steady income. Present new-car poten- 
tial 150, terrific used-car area, no real 
estate or used cars to buy. Write to Box 
7824, c/o Automotive News, Detroit 26. 


FOR SALE—Dealership handling Mercury 


and Rambler. Middiewest county seat, 
resort area. Must sell for health reasons. 
Will sell for inventory—no accounts or 
used cars to buy—long term lease avail- 
able. Over 100 new-car potential, Box 
7830, c/o Automotive News, Detroit 26. 


DEALERSHIP HANDLING MERCURY— 


Eastern Virginia—-Good location, 100 car 
potential. Available in 15 days. Owner 
has other interests. Parts, equipment and 
lease—no used cars. Box 7839, c/o Auto- 
motive News, Detroit 26. 





- HANDLING 
“BIG 3,"" located on main highway in 
suburban Philadelphia area. Adequate 
showroom, office and service facilities in 
modern building. Used car lot, ample 
storage space. Box 7840, c/o Automotive 
News, Detroit 26. 





Pontiac in scenic Charlevoix, Michigan, 
located un Lake Michigan and Lake 
Charlevoix in one of the finest resort 
and living areas in Michigan. Modern 
showrooms complete with offices and 
shop equipment, used car lot. Factory 
approval necessary. Contact John A. 
Uhrick, 103-107 Antrim, Charlevoix, 
Michigan. 


DEALERSHIP HANDLING FORD for sale 


small town in central Florida. New 
building with long term lease. Buyer 
subject to factory approval. Box 7842, 


c/o Automotive News, Detroit 26. 





DEALERSHIP handling Imperial, Chrysler 


and Plymouth in metropolitan city, pop- 
ulation 500,000, in the heart of the mid- 
west. Same location 20 years. Lease on 
building can be transferred. 800 new car 
planning potential; 10 car showroom— 
nicest in city. No used cars or accounts 
receivable. Factory approval and cash 
essential Box 7843, c/o Automotive 
News, Detroit 26. 





HELP WANTED 





SALES ADMINISTRATORS 
Capable of Growing in The 
AIRCRAFT SALES MANAGEMENT 
FIELD 


Beech Aircraft, world's leading manufacturer of pri- 
vate and business airplanes, has openings for men with 
proven executive capabilities to serve as Regional 
Sale Managers. These positions require administrative 
sales experience in the wholesale field (preferably 
automotive, road building equipment or other heavy 
transportation equipment). Applicants should be 35 or 
under, hold a current pilot's license with at least 400 
hours flying time and be willing to travel. Resumes 
should outline administrative sales experience, include 
photo and statement regarding approximate current 
earnings. Please direct replies to Roy A. Kunz, Execu- 


tive Personnel Department. 


BEECHCRAFT 
BEECH AIRCRAFT CORPORATION 


Wichita 
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} DEALERSHIP HANDLING PONT 
fast growing suburb of Chicago. No real | 


VEALERSHIPS AVAILABLE 


Southern California 
Dealership Available 


DeSOTO- -PLYMOUTH—Metropolitan “y 
in fastest growing area in the U. S. 
1,000 new and 
ysed cars annually. A Real Money 
Maker! Ideal location—Excellent lease— 
Modern buildings—Well equipped sales, 
service body shop. Two used-car lots 
adjoining. To be considered include 
background, references, and financial 
status. Must qualify for a Corp. 
approval. All replies in confidence, Box 
7800, c/o Automotive News, Detroit 26, 
Mich. 


Selling approximately 


GM DEALERSHIP, Southern 
metropolitan area. 
estate; just parts and equipment. 


7798, c/o Automotive News, Detroit 26. 


DEALERSHIP HANDLING PONTIAC 
metropolitan Detroit 
years one location, $15,000 will handle. 
Box 7851, c/o Automotive News, Detroit 
26. 





HANDLING MERCURY-LINCOLN—South-| 





west city of 20,000. Attractive lease, low 
overhead. Internal Revenue and other 
interests force sacrifice. Box 7803, c/o 
Automotive News, Detroit 26. 

“BIG 3’’ franchise in Connecticut, Caplan| 


& Connors Brokers, 
Hartford, Conn. 


FOR SALE Large heavy duty truck deal- 
ership in Chicago metropolitan area. 


Partner wishes to retire after 41 years in | 


the truck business, Growing, active or- 
ganization with sales over $2,000,000 per 





year. Address inquiries to Box 7774, c/o} 

Automotive News, Detroit 26. 
DEALERSHIP FOR SALE — Handling 

Dodge and Plymouth. Fully equipped, 


modern layout in fast-growing area, Has 
possible gross of $20,000 to $30,000 per 
year. Will sell part or all. Reason for 
selling—failing health. Building for sale 
or lease. Contact J. F. Livermon, c/o 
American National Bank, Portsmouth, 
Virginia. Attention: Frank Lawrence. 


DEALERSHIP HANDLING RAMBLER 
available in southeast Georgia industrial 
city. Old established dealer, must sell 
due to failing health. Buy inventory and 
equipment, no cars, Lease building. Must 
have factory approval. Box 7796, c/o 
Automotive News, Detroit 26. 

HANDLING DODGE-PLYMOUTH, 
ver suburban county of 100,000 for 10 
years. The only Chrysler products dealer 
in county. Will sell or lease property 
and equipment. No used cars or receiv- 
ables. Factory approval necessary. Box 
7844, c/o Automotive News, Detroit 26. 


IAC in 











estate—-Good lease, new, modern build- 
ing and adjoining used car lot. 
150 cars per year.. Box 7845, c/o Auto- 
motive News, Detroit 26. 


|) FLORIDA DEALERSHIP HANDLING | 


Oldsmobile on east coast. 
tial—zone of influence 
Write Box 7846, c/o 
Detroit 26. 


150 car poten- 
about 50,000. 
Automotive News, 


| HANDLING DeSOTO-PLYMOUTH, metro- 


hs 





politan Detroit. All or part. 
factory approval. Box 7841, 
motive News, Detroit 26. 


Must have 
c/o Auto- 





DEALERSHIPS WANTED 


WANTED: WESTERN STATES franchise. 
Any size, any price. Cash. Factory ap- 
proved. Replies held in confidence from 
everyone. Box 7748, c/o 
News, Detroit 26. 

DEALERSHIP WANTED—GENERAL MO- 
TORS Agency, 200 to 400 new-car sales 
per year, located New Jersey or Eastern 
Pennsylvania, Prefer division dualed with 
Cadillac. All replies will be respected as 
confidential. Reply to Box 7761, 
Amemotive News, Detroit 26. 





MANU FACT TU RE RS’ 


WANTED: 
contacting automotive body shops. We 
have a fast turnover item that can be 
handied as a side-line. Good commission. 
a 7847, c/o Automotive News, Detroit 


REPS. 





California | 
No blue sky or real) 
Box 


in 
Established 20 


145 Holcomb §&t.,! 


| 
in Den- 


100 to} 


Automotive | 


c/o} 


SALES REPRESENTATIVES 





$150 REWARD — ATTENTION 


OLDSMO- 
BILE DEALERS! Have you seen or 
serviced this car? 1957 Oldsmobile 88 
Fiesta station wagon, serial No. 
578A08617, white, air conditioned, loaded. 
Skip from Florida, man known as Martin 
M. Savage, Mike Savage or Robert 
Charles Reenan, 1957 Florida license No. 
24W-3786. Phone collect day or night: 


Ft. Pierce 2702 or 651, General Finance 
Corp., 610 Orange Ave., Ft, Pierce, 
Florida. 





BUSINESS OPPORTUNITIES 








AUTO SHOWROOM AVAILABLE 
Main thoroughfare, Newark, N. J. area. 2,000 
| sq. ft. selling space; closing, bookkeeping 
and executive offices; 6,000 sq. ft. service 
dept.; 11,000 sq. ft. paved parking facilities. 
Air conditioned; flourescent lighting; newly 
decorated. Immediate occupancy. Large used 
car lot also available. Offers considered on 
length of lease. Box 7850, c/o Automotive 
News, Detroit 26. 








USED CAR BUSINESS and property in 
central Florida city. Operating 10 years, 
low and medium priced cars, Fastest 
growing city in Florida. Downtown prop- 
erty plus one rental house adjoining— 
$32,500 takes all. Stocked and operating 

| now. Box 7848, c/o Automotive News, 

Detroit 26. 


DEALER SERVICES 


LOST another new car sale? Did you lose 
the deal by a few dollars? Help yourself 
to your competitors’ costs. ‘‘Auto Costs’’ 
is a complete, concise and accurate book 
containing factory invoice prices of all 
1958 automobiles and equipment. Dis- 
cover how much your competitors’ cars 
really cost and you'll know the kind of 
deal it takes to beat them! Used by auto 
dealers throughout the nation. ‘Auto 
Costs"’ is only $10.00 per copy, which in- 
cludes free supplements containing all 
price changes and model revisions that 
occur throughout the model year. Send 
$10 for the 1958 edition or only $18 for 
a 3-year subscription. Auto Costs, Box 
224, Dept. 1Z, New York 1, N. Y. 


MILITARY BUSINESS 


— Got Your Share? — 
Military people will want to: 
Finance for 30 to 36 months. 
Register and Title car out of state. 
Take car overseas without refinancing. 
Get low, money saving, financing rates. 


Take immediate delivery. 

| We specialize in such transactions on a sim- 
plified, no trouble, without recourse basis for 
| ease and first three grades enlisted per- 
| sonnei. 





| Military Military 
Finance Co. Acceptance Corp. 
| 502 Tioga Bidg., P. O. Box 2166 
| 2020 Milvia San Antonio, Texas 
Berkeley 4, Calif. CApito!l 6-268! 


THornwall 3-7423 
“Worldwide Financing for Military 
Personne!" 





Inventory Service 
Buying or Selling a Dealership 
© Buy Right ® Sell Right 
Parts—Accessories—Equipment 


Call or write for service details. 
| Automotive Inventory 


Service Co. 
10040 Freelond, Detroit 27, Mich., WE 3-6445 





DEALERSHIPS AVAILABLE 


Dealership Franchises available to a limited number of qualified 


dealers to sell Sweden's 85 HP Family Sports Sedan. Outstanding 
for speed, comfort ond economy, as well as Swedish precision and 
sports car handling and performance. 

Dealership Franchises are available in the following states: Ala- 
boma, Arkansas, ‘Kansas, Louisiana, Mississippi, Missouri, Oklahoma, 
Tennessee and Texas. For infermation write or wire: 


SWEDISH MOTOR IMPORT INC. 


1901 Milam DA 4-9456 Houston, Texas 


DEALER SERVICES 








“PROFIT GUARD” 


Every new vehicle sale you are on with competition exposes you to the 
possibility of no profit or even a substantial loss. In this very competitive 
market dealers can no longer afford to guess. 

“PROFIT GUARD” is the answer. It enables you to determine your true profit 
in advance, then relate it to the actual wash-out profit. There has never 
been anything like it. Play safe in 1958. Order “Profit Guard" immediately. 


THE COST IS ONLY $14.95 


(5% discount if your check accompanies order) 
You'll save several times its cost on the first deal. 


AUTOMOTIVE ENTERPRISES 


JAIKINS BLDG. BIRMINGHAM, MICH. 





















TRUCK DECALS; 


AUTOMOTIVE NEWS, JANUARY 20, 1958 


DECAL TRANSFERS 


durable, brilliant colors, Write for sam- 


ples. Allied Decals, 


Cle 





NEW and USED—FULLY EQUIPPED 


Immediate deliveries from stock and direct 
shipment from Germany to all ports of 
the country. Cars in stock can be seen at: 


204 


CHEVROLET BEL A‘RS, 


~-all 
power steering, 
seat covers—Buicks, Olds and Cads 
with power brakes— 


These are clean low mileage cars 


available for 


Chicago. 


For 


DEleware 7-7272 





All Makes & Models - 


Inc., 8456 Hough, 


veland 3, Ohio. 
CARS FOR SALE 


To Dealers Only 


Volkswagens 
"57 and ‘58 models 


164-21 Hillside Avenue 
Jamaica, New York 


For direct shipments call 
WaAlker 5-4273-4-5 


West Haven Import & 
Export Corp. 
Franklin St. New York 13, N. Y. 


DEALERS ONLY 


FORD 500'S, 
BUICK SPECIALS, 
OLDS SUPER 88'S, 

CADILLAC 62'S 


with transmission, 


heater and 


automatic 
radio, 


inspection in heated 


nside storage at 9 W. Kinzie, 


information call, write or wire 


HERTZ RENT-A-CAR 


9 W. Kinzie 


Chicago, Illinois 
Don Miller 


Fleet Leased Cars 
1955-1956-1957 
At Wholesale 


Factory Equipped 
Available in All Major Cities 


1955 GMC 


HERTZ CAR LEASING DIVISION 





Address: 


l. E. SPATIG 
218 So. Wabash Avenve 
Chicago 4, Illinois 
PHONE: WAbash 2-1600 





Refinish bumpers, 


PARTS WANTED 


no charge for sketch;| WANTED: Chevrolet and Ford obsolete 


parts for export, 1928 and up, Passenger 
cars and trucks. Send lists for immedi- 
ate orders to: Jack’s Auto Parts, 492 
Main St., Fort Lee, New Jersey, 


WANTED: PARTS, 1957 Thunderbird; top, 


front-end assembly, Beach Auto Service, 
1410 LeGare St., Columbia, South Caro- 
lina. 





ACCESSORIES WANTED 





WANTED! 


JOB LOTS—CLOSE OUTS 


AUTO SEAT 
COVERS 


1949 Thru Current Cars 
Advise Quantity, Trade Name 


Auto Seat Covers, Inc. 
1549 S. Michigan Ave. 
Chicago 5, Ill. Tel. HA 7-0109 





TRUCKS FOR SALE _ 


WRECKERS AND 
CRANES 


1956 Chev. 


and it would look fue le, pains 
Austin Western, new army hydraulic 
cranes complete with four — 


SHELLY MOTOR SALES 


350 Ashland Rd. Mansfield, Ohio 
LA 4-1941 





%-ton 4 wheel 
with hoist. 
miles. Looks and runs like new. Equipped 
with pusher bumper and snow plow. Also 
has 2 wheel drive front axle included. 
Contact Superior Motors, Superior, Wis- 
consin, EXport 4-6648 


MISC ELL ANEOUS 





CHROM-PLATE 


grilles, etc. CHROM-PLATE 


can be applied to any chromium or painted 
surfaces. 


WHOLESALE BUYERS 


6's and 8's—All models—Very clean | 


5133 





WE'LL PAY the price for clean used cars 


units. 
Levin at Cameron Auto Sales, 336 8. 
Cameron S&t., 
6-7915. 


SEVEN PASSENGER CADILLAC limou- 
sines,. 


283 


LIN 


V-12, 
black top with original blue leather in- 
terior. 
Local 
tory. 

Dodge, Iowa. 


WANTED 


"55 "56 ‘57 


Money back guarantee. 
Rustproof. 


ppd. 
amy Wanted—Specia! 
$26.50 


100 Bumper Kit only $19.75 


Anyone can apply. 
Check or money order—tits sent 


Deal—2 kits only 


| Put the shine back on those old cars! Order 


Fords, Plymouths, Chevrolets | today. 


Automatic Transmissions 


Grand River Chevrolet | 


Grand River Ave. Detroit, Mich. | | 
TYler 4-5300 


CARS WANTED 


radius of 200 miles. Minimum five 
Reliable, rated firm. Call H. L. 
CEdar 


Harrisburg, Pa., 





Ridgway-Baker, Belmont 4-6611. 
6 N. E. Sandy, Portland 12, Ore. 


CLASSIC CARS FOR SALE 








COLN CONTINENTAL convertible 
1947. Overhauled. White body, 


Almost mint. 
Lincoln dealer has complete his- 
Central Auto Electric Co., Fort 


$1,895. Will trade. 








Need Parts 


1700 Cuhew, @. St. 


ATTENTION 
ENGLISH FORD — 
rts? e have them! 
FAST, QUICK SERVICE 
Everything in stock 


U. S. MOTORS FORD 


renton, N. J. 


Phone EXport asa 
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MASA SALES 


2400 Stevens N. E. Albuquerque, New Mexico 





drive wrecker | 
Has oversize tires, only 15,000 | 








BLUE ® CHIP 
TOW-PILOT 


WITH LUBRICATED 
AUTOMATIC BRAKE 


& BRAKE CABLE 
DEALERS’ SPECIAL (F.0.8. Factory Net) 


Fed. Tax Included 


THE FAMOUS 
MOTO-MATIC 


TOW . GUIDE 


Four Clamp Hook-Up 
DEALERS' SPECIAL (F.O.B. Factory Net) 


$44.85 Fed. Tax Included 
© e 
Liberal Quantity Discounts 
To Distributors 


Write for Illustrated Catalog 
Factory Sales Division 


PILOT DISTRIBUTING CO. 
BATTLE CREEK 9, MICH. 
Phone WO. 2-5257 All Dept's 
“Leaders in the Industry 
Since 1939" 


Canedian Distributors 


FIVE WHEELS, LTD. 
Terente, Ontario 


FOR SALE 
Auto Transport Trailer and 1957 
international Tractor R-185 


Excellent Condition—Priced for 
quick sale. 
Terms 
Davy Jones Auto Sales 


10245 San Pablo Ave. 
LAndscape 4-621! 


Automatic BraKinG 


ema $5 fs 
$21.50 


AND BRAKE HOOK-UP 
QUICK-TOW Bumper- 

to-Bumper 

Pickup & Delivery............... $37.50 
TowKinG «0000, *45° 


TRAIL-KING for Fast 
**Add $10.00 for Guide Cables 
—SPECIAL— 


Protecto Covers (Tailor Made) 
EX HVY Bag with Shidr Strap... 
SAFETY CHAINS, set of 2, only....$2.75 


$3.50 


STEEL (T CARRYING 
CASE ie" whesks & Handles $1 3.95 


Universal License 35 Hairpin .05 
Plate Holders Cotter Keys 


Tow Bar Sales Co. 


Exclusive Factory Distributors 
AS NEAR AS YOUR PHONE 
DE 2-0700 AN 3-8888 Nites: BA 1-8717 


Call Collect % 20.0 5%". 
40 So. Clinton St., Chicago 6, Ill. 


Send Automotive News to Address Below 


U. S., Canada and U. S. Possessions 
One Year $8 [] or Two Years $14 [] 


All Other Countries — One Year $12 [] or Two Years $20 [} 





AUTOMOTIVE NEWS, PENOBSCOT BLDG., DETROIT 26, MICH. 


TRADE CONNECTION: 


Car Dealer (1) 
Jobber [] 


Make of Car 


Insurance [() 


Truck Dealer (] 


Manufacturer [] 
Supplier 1 


OF. nee 


Financial [] 


eee 


1-20-58 





El Cerrito 8, Calif. 





ee ee 


New Subscription Order 
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¥ REASONS WHY YOU 
MAKE MORE MONE 









Choose from: 


SEDAN 

TOURING SPORT 
STATION WAGON 
SUNROOF 

SPORT COUPE 









EASY SELLING 


Why has America taken the 
Borgward to its heart? Simply 
because it has what today’s 






SERVICE 








eeeeeoee @ i 








buyer wants. Here are just a ° e + AND 
few of the features . . . . CUSTOMER . 
> ° PARTS 
@ LOW INITIAL COST... You sell luxury, comfort and 
dependability for $1000 less. 2 SATISFACTION & | 
© LOW OPERATING COST... The 4-cyl. OHV motor de- e a i are a . You become part of a na- § 
livers 90MPH and up to 34 MPG. Service, parts wi e rgwar & tionwide network catering 
. and repairs are correspondingly low. . pass the word along to * 
. i o + « be h rofitable service 
© = @ HIGH RE-SALE VALUE . . . The amazingly durable @ = their ee, a . to the p 
* finish on sound, heavy-gauge, real steel quality e your st salesmen: nd é and parts requirements of 
e construction keeps the classic lines clean forever. * you’re never bothered with e th ‘deni Borg 
e irri j 66 " e ever-widenin rg- 
| © © ROOMY SPACIOUSNESS . . . Seats 6 in comfort; @ those irritating “come 6 La . 
: «€ * plenty of leg room in the back seat. e backs _for minor repairs e ward family! 
‘ e and adjustments. 
GOOD e @ RIDING COMFORT... Airfoam cushions, coil spring _ 
- suspension front and rear, split rear axles, tele- a 
scopic shock absorbers. 2 
se 2 om 
MARKUP @ © SAFETY FACTORS... One-piece, welded body, 3-to-1 ° (TS EEPING. THe 
e steering ratio, skidproof roadability, oversized hy- * “YJ 
You don’t sella draulic brakes with 2 wheel cylinders on front a> 
“deal” .. . you sell ; wheels, exceptional! visibility. , oS, 
a car—with dealers @ HANDSOME DESIGN. . . Choice of 8 beautiful colors 
rti washouts * with luxurious leatherette upholstery correlated. WRITE : 
reporting 
to $1050 © = eIDEAL WINTER DRIVING . . . Heater and defroster FOR YOUR 
up / a: sd * work individually or together; 1 side or both. 7 
ine 
solid, susta © @ IDEAL COMMUTING . . . Low operating cost, easy CHI : 
markups on every * parking and tight turning make commuting a 
transaction. e pleasure. N 
* : . ‘ : 
: @ DOUBLE-TESTED ... Each car is exhaustively tested & 
* at the West German factory .. . thoroughly We've Only been RIGHT 
# checked and inspected before delivery to you. 4 able © give YOu the Now: 
» wire or phone oe th Borgward Thlights of the 
bf 
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For Florida, Contact: For {tens sesiases, _— For Wisconsin, Illinois, Indiana, For Massachusetts, Rhode 
Im Motors of Florida gia, Tennessee, North Carolina, Contact: Island, Maine New Hampshire, 
mpartnd | tiwor South Carolina, Contact: Martin J. Kelly, Inc. Vermont, Contact: 
Fort Lauderdale, Fie. Jarrard Motors 441 East Ohio Street Skyview Meters, Inc. 
JAckson 3-8525 913 West Garden Street Chicago, Ill. 2001 Main Street, Reute 28 
Pensacola, Fia. MOhawk 4-1200 Brockton, Mass. 
HEmiock 3-5674 JUniper 3-8815 
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For all other States East of the IMPORTED CARS, INC. (Importer) 
Mississippi, Contact: FERGUS 1717 Broadway (at 54th St.), New York 19, N. Y., COlumbus 5-6494 
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